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his issue gives you 
dozens ‘of suggestions on 
getting business from 

Remodeling 

It points the way to profit 
in large and small jobs; it 
contains a practical guide 
to remodeling sales;a story 
of a city-wide remodeling 
campaign; of a hotel re- 
modeling job; of how one 
heating contractor develops 
profitable sales; and the 
“Plumbing and Heating 
Merchandising” feature 
section 
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KEWANEE 


GARBAGE 
BURNERS 


al 
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The garbage is 
placed in the upper 
chamber, a small fire 
being built on the 
lower grates. The 
By-Pass back of the 
garbage chamber 
prevents the refuse 
from smothering 
the fire—drying it 
toa point where it 
burns cleanly. 


The Hindoo Magician who stuck 






long knives through a basket was a 






clever chap, no doubt. But he wasn’t 






useful—not even to the boy who was 






inside the basket. 






The Kewanee Water Heating Gar- 






bage Burner is truly a Magician, but 






a useful one. For this steel, riveted 






device takes garbage and rubbish — 






burning it in the sanitary way — and 






uses it as fuel for heating water. 






3 types—I4 sizes—to raise 200 to 2600 


gallons of water, 50 degrees in tempera- 







ture per hour. Ask for Catalog No. 75. 





KEWANEE B@ILER CORPORATION 


division of American Radiator and Standard Sanitary Corporation 
KEWANEE, ILLINOIS Branches in Principal Cities 
MEMBER OF STEE. HEATING BoiLeR INSTITUTE 
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WHEN YOU GETA JOB TO INSTALL A 
VOGEL, FROST-PROOF CLOSET OR HYDRANT, 
YOU KNOW IT WILL BE PROFITABLE 








HERE are no back calls for adjust- 

ments or repairs to cut down 
your profits when you install Vogel 
Frost-Proofs. They operate satisfac- 
torily as soon as you put them in, 
and continue to do so, year after 
year. And they are easy to install. 


VOGEL 
Be sure to suggest to your customers HYDRANT 


the great convenience of an extra 
closet outside the house — in the 
garage, for instance. For this kind of 
an installation a Vogel Frost-Proof is — 1nsfait.'*. in sarases 





VOGEL HYDRANT 
Install it in garages 


It will never freeze. 


best. It will give years of service, with- 
out attention — summer or winter. 





NUMBER ONE VOGEL 
FROST -PROOF CLOSET 
Simplein operation. Sturdy 
in construction. Halfa 
million in operation. 


; same with the Vogel Frost-Proof Hydrant. It insures 
a supply of water outside the house all year ’round, with 
no danger of it freezing, even in the coldest weather. 


Now is the time to install Vogel Frost-Proof Closets and 
Hydrants. Don’t miss these extra profits. We'll 
help you get them, with folders and blotters, 
imprinted with your name and address. Tell us 
how many you need. 


JOSEPH A. VOGEL COMPANY 
Wilmington, Del. St. Louis, Mo. 


KL, Frost-Proof Products 
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WOTVERINE 


MAKING IT EASIER FOR THE 
MASTER PLUMBER 


The Master Plumber is always pleased when he unpacks a 
Wolverine Built-in-Fixture. Nothing has been overlooked to sim- 
plify installation to the utmost — the Fixture is already assembled 
as completely as is practically possible — the finishing parts are 
conveniently packed in separate boxes. 





The Master Plumber knows the fixture has been designed by 
the most able engineers — made of the best materials by skillful 
workmen — each fixture completely assembled and rigidly tested 
before packing. 

The Master Plumber knows that thirty-four years of WB integ- 
rity protects his work by guaranteeing satisfactory performance 
of each Dependable Built-in-Fixture. 


Woxverine fprass Works 


GRAND RaPIDs MICHIGAN 


We Sell the Retail Plumbing Trade Exclusively 























N Between Ourselves B 

















ew theory that remodeling work will become a highly important phase of the 
plumbing and heating industry is no longer a theory. It has become a fact 
whose existence must be recognized by those most vitally concerned. Within 
the United States there are thousands upon thousands of homes whose plumbing 
and heating systems are ripe for remodeling. There are thousands upon thousands 
of ofhce buildings, commercial buildings and apartment houses that must mod- 
ernize to meet the competition of new and modernly equipped structures, or they 
cease to be paying investments. 


Domestic ENGrngERING has for several years placed an emphasis on this 
type of work and has sought to encourage the master plumber and heating con- 
tractor to go after more remodeling jobs. Still concerned with furthering the idea, 
Domestic ENGINEERING, for the present issue, is largely made up of articles and 
feature stories relating to a variety of phases of modernizing. The Merchandising 
Section, especially, will be found rich in modernization material, for the best proof 
of the contention that there is money in remodeling work, lies in the experiences 





HE story that leads off in the Merchandising Section is about a firm that 

“sells out’ every three months. This means that once in every three months 
the entire stock in the store is turned over and a change is made in the display 
on the store floor. The contractor in question is able to say that by far the greater 
percentage of the work done by his firm is in repair and remodeling. Another story 
concerns a contractor whose advertising slogan is “The 20 Minute Plumber,” 
who did $65,000 worth of repair and remodeling work in 1929 and expects 1930 
to be an even bigger year. He has capitalized service calls, doubled his business, 
and increased his 1930 advertising program. 


“Specialties Make “Modernizing’ Sales” is the title of a story of an Ohio 
contractor who has done a creditable job of merchandising plumbing and heating 
specialties that go to make the home more comfortable and efficient. 


of the contractors whose stories are published at this time. 


Elsewhere in the pages of Domestic ENGiNzERING will be found such articles _ 


as “How Short-Cuts Made a Big Remodeling Job Profitable,” which is an account 
of the successive operations involved in modernizing a large hotel. Besides, there 
is a story by Harry L. Gaines, describing how his firm has increased its business 
in St. Louis, Mo., beyond all expectations since deciding to concentrate on remod- 
eling and replacement work. And, not least, is the story of the Corvallis, Ore., 
plan of modernization being sponsored by the local Chamber of Commerce. This 
plan has entirely eliminated unemployment in that city. 


Thank You! 


* * * 4 few words to show my appreciation for the work you are doing 
through Domestic ENGINEERING toward the benefit of the plumbing and heating 
industry at large. 


ss 


“IT have been a subscriber for quite a few years and I appreciate the interest 
you are taking in making Domestic ENGINEERING better and better.”—M. Callejo, 
Bronx, N. TY. 


The man who is so busy that he does not have time to read his trade paper is 
like the man who was so busy chopping wood that he did not have time to sharpen 


his axe. 








Your Editor 
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THEY ARE ALL FROM 


MISSOURI 
NOW! 


(ZONE are the days when Mr.and Mrs. Public 

would come in with a “fistfull” of money and 
spend it right and left for the necessities and some 
of the “not-so-necessaries” of life. They are cautious 
now. They have the money, bank reports show, but 
| more than ever before — 





They’ve got to be shown— 


that for every dollar they spend, they will get the 
utmost value. 





When it comes to automatic water heaters— 
real necessities for the maintenance of health 
and abolition of unnecessary steps and labor— 
it is easy to show them that EverHot gives them 
“More Joy per Dollar’ and more value per dollar. 


An unbiased comparison of EverHot with any 
other heater results in favor of the EverHot. If 
there is any doubt in your mind about this, just 
send for complete information. Recommend 
and install EverHot and show them why—you 
will profit. 


Show your ‘‘Missouri’’ customers with EverHot. 





A post card inquiry will bring full details. 


Svertlot Heater Company 


5211 WESSON AVENUE DETROIT, MICHIGAN 














8 DOMESTIC ENGINEERING August 9, 1930 


Precision tapping 
machinery and close 
inspection assure 
alignment to 0.010- 
in. limits in 
KENNEDY 
Malleable Iron 


FITTINGS 








































Some of the equipment <«:\4 
used in assuring accu- 
rate machine work in 
Kennedy Malleabie 
Tron Fittings. 





This is No. 3 of a series explaining 
why Kennedy Malleable Iron Fittings 
protect you and your customers 


Note these other good reasons 
for using Kennedy Fittings 


Made in a 15-acre plant devoted exclusively to their manufacture. 
Furnished in over 1,000 different types and sizes. 


Metal carefully selected and tested to assure 45,000 Ib. per sq. in. 
tensile strength. 


Annealed for over 200 hours to assure true malleability. 
Extra wide chamfer and clean sharp threads to help speed up 


pipe-fitting. 
Heavy, uniform, thorough galvanizing by hot-dip process. THE KENNEDY VALVE 


Size marked on all fittings for convenience. 


Large stocks maintained in warehouses located at principal NX. 
industrial centers. 


Readily obtainable from jobbers everywhere. 
Always sold at standard market prices. Warehouses and sales offices in principal cities 


KAENNEDY 


VALVES~PIPE FITTINGS~FIRE HYDRANTS 
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The How 
and Where 


... of profitable 





DOMESTIC ENGINEERING 


modernizing 


“Where can I increase sales?” and “How shall I go about it?” 
«Heating contractors asking themselves these questions will 
find the answer here. 


Modernizing work is the key to this year’s profits. That is 
why hundreds of contractors who clearly see the way the wind 
is blowing are enthusiastically signing up with Hoffman’s 
Modernizing Sales Campaign. It offers a sturdy, simple mer- 
chandizing plan that drives a powerful wedge into every possi- 
ble opening for business. 


To the enterprising heating contractor using Hoffman’s Sales 
Campaign, hundreds of homes become a rich source of sales— 
in profitable Hoffman-izing jobs. To him, every one-pipe steam 
system in his community is a ripe opportunity to land a valu- 
able contract on 2 Hoffman No. 2 Vacuum Valve installation. 


This sales campaign is a forceful, localized promoter of busi- 
ness. It enters hand-picked, selected homes where the new 
comfort and economy of Hoffman Vacuum Heating finds a ready 
market. And makes a non-competitive, full-price sale. Not only 
does this plan sell Hoffman Valves, but it paves the way to 
many sales of other merchandise and service. 


Send today for full details of this productive merchandising idea. 
Hoffman Specialty Company, Inc., Dept. X-43, Waterbury, Conn. 


mlOlaaiivalh 





Name 


No. 2 Vacuum Valve fm 


Hoffman No. 2 Vacuum Valves 
are double air-locked. This ex- 
clusive, patented feature insures 
eficient operation whether ra- 
diator has been partially or 
fully heated. 


Four simple changes enable you 
to offer the home owner a vac- 
uum system that gives maximum 
comfort with minimum atten- 
tion —and reduces fuel costs 
about $5 per radiator per year. 


(1) Install Hoffman No. 2 Valves 
on every radiator — (2) vent the 
mains with Hoffman No. 16 
Valves—(3) tighten up the sys- 
tem to make it air-tight—(4) in- 
stall a Hoffman Kompo Gauge 
on the boiler. 


Not only do Hoffman 

Valves give youalarger 3" 
profit but they protect 
your most priceless 
asset ~~ customer 
satisfaction. 








VACUUM 
CHECK 





















VACUUM 
DIAPHRAGM 


HOFFMAN SPECIALTY CO., INC. 
Dept. X-43, Waterbury, Conn. 


Please send me without obligation — full details of your special 
Business-Boosting Sales Campaign. 
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solated Poin 


\ ‘ THERE city water mains terminate—where 

there is no rural electrification—where farms 
and homes are isolated from high line power— 
where service and filling stations dot the highways 
—where summer cottages, hotels, camps and 
lodges are remote from city conveniences—-Myers 
Self-Oiling Engine Driven Water Systems hold the 
key to modern water facilities for household pur- 
poses, for stock watering, sprinkling, fire protec- 
tion and innumerable other uses. 



























Not merely because they provide running 
water at the turn of a faucet is this true, but 
because they are easily installed, simple and 
economical to operate and can be depended 
upon for reliable service is the outstanding 
reason for their being so successful and sought 
after by those who have water problems to 
solve. 








Here are a few interesting 
facts about them—tead care- 
fully. Styles for either deep 
or shallow wells, for pumping 
water from lakes, springs, 
streams and other sources of 
supply. Volume up to five 
hundred gallons of water per 
hour—sufficient for almost 
any requirement. Complete 
units with dependable engines 
ready to be connected with 
suction and discharge lines. 
Can be used with any style of 
pressure tank. Self-oiling, 
easy -to-start, self- stopping. 
Simple, inexpensive to op- 
erate, trouble-free, thor- 
oughly reliable. 





























Stop and think a minute. 
Right in your own locality, 
just around the corner or 
down the road a few miles, 
live folks who are live pros- 
pects for Myers Self-Oiling 
Engine Driven Water Sys- 
tems. And here is the market 
which unfolds itself to those 
who are looking for increased 
sales and profits. Every day 
you delay writing us for cata- 
log and complete information 
means just another day’s loss 
of this highly desirable busi- 
ness. 

















Write or wire. 


Take fLyour-H at—3 
YRS oon 


WATER SYSTEM 


THE FL.EMYERS & BFIO.co: 


ASHLAND, OHIO 
ASHLAND PUMP AND HAY TOOL WORKS 









HANGERS 
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is already made i 


If the plumbers of the country sized up their local situa- 
tion, then had some manufacturer build a heater to 
exactly fit the need--this Hotstream Automatic Stor- 
age Heater 1s the kind of a heater it would be. 


It wouldn’t dare have less than all these modern Hot- 
stream features; and it could hardly be anything but a 
Side Arm Type-—for every plumber wants to give his 
customers the “‘engineered-in Triple Guarantee.”’ 


Thus, Hotstream has stopped at nothing in satisfying 
your prospects’ needs 


Here’s half the sale already made! 


It only remains now for you to display the Hotstream 
and ‘‘get the word around.”’ 


Full details all ready to go forward to you~ write us 
today. 








No. 20SA THE HOTSTREAM HEATER CO. 


List Price $66 ‘‘Makers of Heaters that Heat’’ 
— CLEVELAND, OHIO 
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WILLIAMS’ “VULCAN” VISES 
ready for your roughest, 


toughest Jobs 


























Genuine Williams’ Vises are furnished 
in two patterns; “Vulcan Superior” 
with its “above the bench” adjustment 
and the long famous “Vulcan”—the 
original chain pipe vise. All Williams’ 
vises are wholly made of tough 
wrought steel, with drop-forged jaws, 
base and handle. No castings are 
tolerated. Chains are of genuine 
“Vulcan” guality. Williams’ vises are 
built for long, hard service and are 
fully guaranteed. Ask for literature. 


J. H. WILLIAMS & CO. 
“The Drop-Forging People’’ 
New York BUFFALO Chicago 





FEATURES OF 
“VULCAN SUPERIOR” 


—‘overhead” adjustment. The 
handle is on top—easy to operate. 

—reversible jaws—When the teeth 
wear, simply unscrew the bolts 
and turn the jaws over. 

—larger capacity—Each vise takes 
pipe 1/2 inch larger than others 
of a similar size. 

—supplied in 2 styles of finish:— 
A—Chrome-plated over nickel 
B—Standard, with orange panel 

in jaws. 








2 sizes for 1/8 to 414” pipe. 


GENUINE 






FEATURES OF 
“VULCAN” 


—made entirely of wrought steel. 
—positive grip, rapid action. 





—compact, light weight, extreme 
strength. OL. 

—Standard finish, with orange panel ry ~~ es», « 
in jaws. 


4 sizes for 1/8 to 8” pipe. C H Al N P| PE VISES 
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THE @ELEBRATED SKIP TOOTH DIE 


(Genuine Nye) 


REG. VU. &. PAT. OFFICE 





A Letter from Harry G. Nye 


August 9, 1930 
To the Plumbers and Steamfitters of the U. S. A. 


The Back Stairs; or, the Carpenter’s Revenge 


Fellow Citizens:-— 


The first bathtub in America was put in by Adam Thompson, 
of Cincinnati. It was lined with sheet iron, and weighed a ton, 
and I never helped carry one to a second floor that didn't. 

The history of bathtubs is interesting. Once upon a time there was a plumber 
and a carpenter who both fell in love with the same girl. They both wanted her 
hand. Anyway, that's what they said. 

The plumber won her, and wed her, but the consequences were serious, and the 
plumbing industry has suffered ever since. 

The unsuccessful carpenter, because he didn't suit her, determined on revenge. 
The carpenter might have shot the plumber, but, he knew, that wouldn't get him 
anywhere——anywhere, anyway, he could get back from. 


This carpenter had a disposition like a handful of ten-—penny nails. He 
decided to revenge himself not only on the plumber but on the whole plumbing 
industry. 

So, after that, whenever he built a house, he put three turns in the stairs. 
Whenever he laid a floor he put the beams where the pipes would come, and whenever 
he drove a nail he left the point sticking out. 

And all the other carpenters followed 
his example. If the bathtub was five foot 
nine, they left the clearance on the stairs 
five foot seven, and ever since then the only 
way to put a new bathtub in an old house is 
to blast. The only way to shift a sink is 
to burn down the place. 

When you have to carry a bathtub up the 
back stairs now, you know how houses got 
that way. And, if your daughter wants to 
marry a carpenter, tell her what the car-— 
penters did to her father. 

But there is one consolation: even 
the hardest job is made easier if you use Nye 
tools. They work so much faster and easier, 
that even a carpenter can't make you swear. 

Truthfully yours, 


sy sal 


OTHERWISE KNOWN AS 








Patents Pending 


THE LIGHTWEIGHT CHAMPION 


eee tee eee ee THE NYE TOOL & MACHINE WORKS 
Capacity 4 to 2 Inches 4120-30 Fullerton Avenue $$ Chicago 

Furnished with either A. C. Motor, 

Universal Motor or Gasoline Engine Copyright 1930 by Harry G. Nye All rights reserved 
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THE VELEBRATED SK TOOTH DIE 


(Genuine Nye) 
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“Thirsty Air 1S conquered! 











Here is diagram of ) f 
the Humidifier for ae! ps, a 


Aot water systems. 





























$750 to $225, f. 0. b. factory, installation extra, in beautiful 
metal cabinet. Other models in period wood cabinets. Supplied 
also for recessing in wall. Types and sizes for any house that is 
heated by steam, hot water or vapor. 


Here is a Humidifier that really humidi- 
fies . . . homes, apartments, shops, schools and 
offices .. . that offers you a shining opportunity 
for new business. Tell home owners in your territory 
about the Doherty-Brehm Humidifier, and dozens 
will want you to modernize their homes with it. 
Specify it in your bids on new jobs, and it will help 
land contracts worth thousands of dollars. 


To the air in any building with radiator heating, 
the Doherty-Brehm Humidifier automatically sup- 
plies just the right amount of moisture, It is not 
an inadequate radiator pan or makeshift; it evapo- 
rates 20 to 100 gallons of water daily. In principle 
... though in actual fact it has been worked out 
far more scientifically . . . it is a radiator with hori- 
zontal sections, the top of each forming a shallow 
water pan. A pipe supplies the water that spreads 
out over the first section, the overflow going to the 
second section, and so on until the last section is 
reached and a drain carries away the small un- 
evaporated surplus. 


One unit adequately humidifies the average house 
or suite. Easily installed in 


- a 





And you are offered a wonderful sales opportunity 














e. 
BS Fb This diagram shows the 
| sa —— arrangement of sections 
Rae ir ch 
= and air circulation of 
- ~- re 

the Humidifier 
“ay ifter for steam 
— and vapor, 


| 
a 


as 
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’ 
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days and less on mild, the amount of water evapo- 
rated is automatically regulated to needs. And it 
acts as a radiator as well as a humidifier, actually 
giving off more heat than an ordinary radiator of 
the same radiating surface. 


Installed in a handsome cabinet that blends into 
finest furnishings, or can be recessed into the wall. 
It has no fans, belts, or motors; no pans to fill, no 
noise, no steam, no odor. 


Thoroughly tested and proved by heating engi- 
neers of the highest standing, it already is provid- 
ing comfort and health in hundreds of America’s 
finest homes. 


On easy payments if desired 


The price is surprisingly low. It is sold through 
dependable heating contractors, by Doherty- 
Brehm Co. branches; also by Crane Co. branches 
under the Crane Budget Plan for 10% down, 
balance monthly, if desired. See it at your nearest 
Crane Co. Branch or ask us to send a representa- 
tive to explain it fully. Or we will mail you litera- 

ture with full specifications 


placeofanordinary radiator, [D O HERTY-BREH/M _3#eand data. 


heat is supplied by the regu- 


lar heating system. Since THe DowertTy-BReEHM Co. 
more heat comes up on cold 333 North Michigan Ave., Chicago 
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A 19 foot span of C.N. I. Pipe will 
support a load of more than 4,000 pounds 


@ Strength tests on C.N.I. (Chrome-Nickel-lron) 
threaded Pipe are regularly made as a production 
routine. @ In order to test full size sections of C.N. I. 
Pipe for transverse breaking strength, the testing 
equipment supports the pipe on 19-foot centers and 
the load is applied at the center of the span. 





7 men deflected this 30-ft. span of C..N. 1. couple pipe 19 inches 
without affecting it 





WALWORTH 





aU MEIN 


AW No) 


rl AT IN G 


C.N.1. 


CAST PIPE 














@ Tested in this manner C.N. 1. Pipe shows an arbi- 


tration bar transverse strength approximating 
4200 pounds. 


@ C.N.1. metal can be depended upon to show a 
tensile strength of not less than 30,000 pounds per 
sq. in. 





@ C.N. |. Pipe is regularly made up in 5-foot lengths 
or in two or more welded lengths. @ Available in 12”- 
2” 214-3" -4"-5”"-6" and 8” sizes—threaded for 


screwed coupling or grooved for Victaulic coupling. 


WALWORTH 


Walworth Company, General Sales Offices: 60 East 42nd St., New York 
Plants at Boston, Mass. Kewanee, Ill; Greensburg, Pa; and Attalla, Ala. 


Walworth Company Limited, 660 St. Catherine Street West, Montreal, P. Q. 
Walworth International Co., 11 Broadway, New York, Foreign Representative 


. +» Distributors in Principal Cities of the World... 
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GOOD FITTINGS 


CAN BE MADE 
ONLY FROMvv 















Manufacturers of a full line of 
Brass Valves, Cocks, etc., for 
steam, water, gas and oil. 
Distributed only through 
wholesalers. 


OOD fittings are born in the foundry where every 
(5 Operation from charging the AIR FURNACE 
to the Shake-out is under the watchful eye of capable 
foundrymen. 


The ladle metal from which “Detroit” Fittings are cast is 
so controlled that it is quiet, de-oxidized and hot enough 
to flow readily into every corner of the mold. Its temper- 
ature is not allowed to approach the point at which it 
burns into the sand, an action which develops hard sur- 
face spots in the finished casting. 


The moisture in the molding sand is also closely controlled, 
which, together with proper venting of the molds, permits 
the gases and steam, generated when the hot metal en- 
ters the mold, to escape quickly instead of remaining in 
the casting to form blow holes. 


Proper Gating and Heading prevent shrink cavities and 
excessive wash in the molds, which is the reason for the 
uniformity and smooth regular surfaces that characterize 
“Detroit” Fittings. 


The foundry organization responsible for “Detroit” Fit- 
tings has had 35 years of continuous experience and no 
approved modern development is omitted in keep- 
ing “Detroit” Fittings a top standard. 


DETROIT BRASS AND MALLEABLE WORKS 
DETROIT MICHIGAN 


Gi 
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DETROIT 
FITTINGS 
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A LONG-TIME INVESTMENT 
Copper-Steel 























RESIDENTIAL AREAS” 


N soil, waste, vent lines and rain leaders and 

_ wherever pipe is exposed to atmospheric corrosion— 
NATIONAL Copper-Steel Pipe should be used to secure 
greater protection. Evidence, accumulated over a 
period of nearly twenty years, clearly proves that 
copper-steel adds years of extra life wherever piping is 
exposed to alternate wet and dry conditions; it is a 
simple and economical protection requiring no extra : 
work or attention after installation. 

NATIONAL Copper-Steel Pipe is the same high- 
grade steel pipe consumers have been using for years- 
oo same ductility, strength, uniformity and good thread. 

qualities. Just a small percentage of pure copper is 

added which thoroughly alloys with the highly refined 
taal, making it more resistant to this type of corrosion. 


Ask for Bulletin No. 11, describing— 
NATIONAL COPPER-STEEL PIPE 
The Original Copper-Steel Pipe 


NATIONAL TUBE COMPANY - Pittsburgh, Pa. 
Subsidiary of United States Steel Corporation 




















RESISTS 
CORROSION 
IN 
SOIL,WASTE 
VENT LINES 
AND RAIN 
LEADERS 


NATIONAL 

































18 DOMESTIC ENGINEERING 








W ... DOES your motor mechanic 
place a gasket between the head and 


the block of your motor? Because he knows 
how nearly impossible it is to bring two solid 
surfaces of metal together and make a leak- 
proof seal. The gasket provides the “give” 
necessary to absorb the irregularities of the 
surfaces. It is the flexible, resilient one 


that really makes the leak-proof seal. 


Machine and polish as one will, an ab- 
solutely true surface cannot be obtained. 
And without four true surfaces no gate valve 
can be expected to shut off tight. Unless— 
and this is the exclusive feature of O-B Flexi- 
tite Disc Gate Valves,—some provision is 
made to absorb irregularities of the contact 
between the surfaces of the disc faces and 


the valve seats. 


O-B Flexitite Discs are slightly resilient. 
There is a slight “give” which absorbs any 
irregularities between the faces and the 


seats. It is as if you placed a gasket or pipe 
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THE 


ASKET 


makes the seal 


dope between the disc faces and valve seats 
each time you closed the valve. And this, 
you know, would make any gate type valve 
shut off tight. 


Use some O-B Flexitite Disc Gate Valves 
where it is really necessary that you get a 
tight shut-off. Notice that you get it. 
Notice also that the accurate machining and 
precise tapping give you “an extra profit 
in the make-up”’. 

Ohio Brass Company, 


Mansfield, Ohio 


12869V 


The O-B Flexitite Disc is used in all O-B Gate 
Valves. It combines the adaptability of the two- 
piece disc with the rigidity and simplicity of the 
solid wedge disc. It is, in truth, a metal gasket. 
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Irving Trust Company Building at One Wall 
Street, New York City, is piped for permanence 
with Youngstown steel pipe. 


Architects~VOORHEES, GEMLIN & WALKER 

Mechanical Engineers—-MEYER STRONG & JONES 
Builders—MARC SAD LITZ 

Plambing Contractor~JOHN WEIL Ot UMBING co. 


ormly GOOD Pipe— 


Easy to install and 
lasting in service 


ROM the selection of the raw 

iron, through every step in the 
manufacturing process, to the 
final pressure test, the quality of 
Youngstown steel pipe is zealously 
guarded to insure that lifetime 
performance which is typical of 
all Youngstown pipe installations. 
Every length is carefully fabri- 
cated to last a lifetime in every 
type of building service, whether 
in plumbing systems, heating 
systems, sprinkler systems, refrig- 
eration systems or power plant 
steam lines. 





Because of its uniformly high 
quality and the care exercised in 
its manufacture, Youngstown pipe 
insures a permanent installation— 
and it is an easy pipe to install 
on the job. 


If you are not already using 
Youngstown pipe, try it on your 
next job; it costs you no more 
than ordinary pipe. 


THE YOUNGSTOWN SHEET 
AND TUBE COMPANY 


One of the oldest manufacturers of copper-steel, under the 
well-known and established trade name "‘Copperoid”’ 


General Offices—Y Gungstown, Ohio 
DISTRICT SALES OFFICES 


ATLANTA—Healey Bidg. MEMPHIS—P. O. Box 462 
BOSTON —80 Federal St. MINNEAPOLIS— Andrus Bidg. 
BUFFALO— NEW OsiEAN = 
Liberty Bank Bidg. Hibernia B 
CHICAGO—Conway Bidg. NEW YORK— =) Church St. 
CINCINNATI— PHILADEL PHIA 
vere Trust Bldg. Franklin Trust Bide. 
CLEVELAND— PITTSBURGH —Oliver Bidg. 
Terminal Tower Bldg. SAN FRANCISCO— 
DALLAS— Magnolia Bldg. 55 New Montgomery St. 
DENVER— SEATTLE —Central Bidg. 
Continental Oil Bldg. ST. ee S- 
DETROIT— ee Bldg. 5 Louderman Building 
KANSAS CITY, MO.— YOUNGS TOWN— 
Commerce Bidg. Stambaugh Bidg. 


LONDON REPRESENTATIVE — The Youngstown Steel 
Products Co.. Dashwood House, Old Broad Sr. 
London, Ro England 





YOUNGSTOWR 


GALVANIZED SHEETS PROTECT .°. SAVE WITH STEEL 
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a6 . 
WISECO” Shower Curtain | 
i Combination ) 
a STRAIGHT, CORNER OR “U” TYPE RODS | 
f WISECO QUALITY CURTAINS 

2 CAST OR WROT FLANGES 
4 PINS AND HOLDBACKS | 
e Nickel Plated or Chromium } 
z Complete in One Package | 

4 A great convenience and time saver for both the 
Y plumber and the jobber 
” “INSIST ON IT’’—See our Catalog “E”’ for full details | 

x 

a J. B. WISE, INC. 
WATERTOWN, N. Y. 


New York Chicago 
Philadelphia Los Angeles 
Atlanta — BO Seattle 


——-—ClCrrleerlC OE ell 
























A MUELLER STREAMLINE JOINT 
Is the Strongest Point in the Installation! 


A Mueller STREAMLINE joint is not a 
sweat joint in the ordinary sense of the 
word —it is a joint made by the applica- 

DRILL SPOTS tion of the natural law of capillary 
attraction. 










Capillary attraction is the property 

SOLDER FEED that fluids possess of rising above their 
CHANNEL 

normal level when restricted between 


close fitting, clean surfaces or in a small 


In making a joint with Mueller 
STREAMLINE Copper Water Tube and 
Fittings the solder will, on account of this natural law, flow up, 
down or liaterally with equal facility, provided the surfaces are 
clean, that close tolerances are observed and the heat uniformly 
Patent 1,770,852 applied so that the solder retains its proper fluidity. 


Other patents pending 


HUNDREDS OF ACTUAL DEMONSTRATIONS WITH TWO PIECES OF °,, INCH MUELLER 
STREAMLINE COPPER WATER TUBE CONNECTED WITH A STREAMLINE COUPLING 
HAVE CONCLUSIVELY SHOWN THAT, ALTHOUGH IT TAKES THE ENORMOUS PULL OF 
APPROXIMATELY NINE THOUSAND POUNDS TO BREAK THE TUBING, NEVER IN A SINGLE 
CASE HAS THE JOINT FAILED OR BEEN DAMAGED IN ANY WAY. 


Among the many advantages of STREAMLINE Fittings is the great reduction in weight with 
tremendously increased strength—not only in the fittings themselves but also in the tubing. 


STREAMLINE fittings require less space, being only slightly larger than the tube itself. They 
can be installed much closer to walls, ceilings, etc., and in places other wise inaccessible because 
ne room is required for wrench grip. 


The new Mueller STREAMLINE Fittings have aroused an extraordinary amount of enthusiasm 
among plumbing and heating contractors because they will bring copper installations within 
the reach of all users of plumbing and heating and for many industrial purposes. 


THE PUBLIC ARE FAST BECOMING COPPER MINDED. 
APPEARANCE AND PERMANENCE ARE QUALITIES 
THEY DEMAND. IT WILL PAY YOU TO BECOME THOR- 
OUGHLY ACQUAINTED WITH THIS AMAZING NEW 
INSTALLATION THAT COSTS YOU LESS THAN ANY 

OTHER NON-FERROUS MATERIAL FOR THE SAME PUR- Sectional View 
POSE BUT GIVES YOUR CUSTOMER A BETTER JOB. —_-~ ia 





Let us send you a STREAMLINE solder 
instruction card and a copy of our cat- 
alog — yours for the asking. 


Mueller Brass Co. 


Port Huron, Mich. 
Three Generations of Brass Making 
































A profit dollar feels pretty 
nice all right! But on flush valve 
installations where break-downs de- 
mand free servicing, they do not stay 
profit dollars very long. 


And right there is where you want 
to introduce Smith & Wesson Flush 
Valves to your business. They cut 
free servicing. Your profit dollar 
stays in your hand when they are 
on the job. 


Then, too, they save so much time on 
installation that they increase the 
margin of profit. 


Ask your jobber to 
show them to you 


SMITH & WESSON 


FLUSH VALVE DIVISION 
SPRINGFIELD MASS. 


SMITH" 
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ERE’S HOW TO SELL THE 
NEW SPEAKMAN 6srtr-creaninc 
SHOWER HEAD 


» »« « AND MAKE A 
NICE EXTRA PROFIT 
FROM EVERY SHOWER 
THAT YOU INSTALL 





Pat. Jan. 2, 1923 


a SCENE: Display Room 


(This scene might occur anywhere) 


PLUMBER—'"‘This shower is the one that you would want 
to install. It has the Mixometer, that is, a single valve which 
mixes hot and cold water to any degree of temperature with 
a turn of the handle.’’ Turns Mixometer handle. 


CUSTOMER—"That appears to be an improvement on my 
present shower, which has two handles.” 


PLUMBER—'‘‘Now, another feature of this shower is a 
new kind of a head. It will never stop up, and at the same 
time it will allow every member of your family to have a 
different kind of a shower if they want it.” 


CUSTOMER—"‘How can it do that?” 
- PLUMBER—''This handle in the side pushes out and pulls 


in those six plungers. Each one has a series of grooves which 
are shaped so that when they ere pulled in like this, you have 
a needle shower, and where they are out this way ,you have 
just a normal shower, but you can stop any place in between 
and have just the shower that pleases you most.’’ 


CUSTOMER—"‘And why can’t it stop up?” 


PLUMBER—'‘Because the grooves are wide at the end of 
the plungers, and, by turning the handle this way, all pipe 
scale and dirt that would stop up an ordinary shower head 
are flushed out.” 


CUSTOMER—'‘Well, | think that is a real improvement.” 


PLUMBER—'‘It surely is an improvement. Now this shower 
and bath combination, with the new Anystream Self-Cleaning 
head, and the new Speakman Act-Easy Pop-up Waste, will 
cost you Seventy Five Dollars, plus installation.” 








This conversation is reproduced from several actual occur- K-4039-M—SPEAKMAN Mizometer 
rences. It may offer plumbers some ideas as to how they Shower and Tub Combination 
can make en extra profit of several dollers from every V4 inch size. All metal handles and 
shower sold. Remember, always include the new Spesk- escutcheons. Hes Speskmen Any- 
man Anystream Self-Cleaning head in the price of the stream Self-Cleaning Shower Heed 
shower. And if you need folders, stickers, blotters, or and Act-Easy Pop-up Waste. Valve 
anything else thet will help you to sell more showers, more connected by brass pipe end tested. 





Anystreem Self-Cleaning Shower Heads, ask us. Tell us 


how many you want and we'll imprint your name and — 
4 eddress. a » 


SPEAKMAN COMPANY 


WILMINGTON. DELAWARE 


SPEAKMAN SHOWERS _ 
and FIXTURES 3 
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Exclusive with 


KORLER 


...an improved unit 
supply for the moa- 
ern shower and bath 


Even the layman appreciates at once the efficiency and elegance 
of this new control panel, now available in both Octachrome and 
Dynamic designs. The face plate has a clear metaf surface which 
may be etched to order with the owner's coat of arms or other 
emblem. The owner may also select from several interesting and 
suitable designs which are carried in stock. 

The builder, architect and plumbing contractor will see addi- 
tional advantages. The entire unit fits into a single tile guide. 
Installation is faster. Valves and stems are quickly aligned. The 
face plate may be removed by loosening two screws, thus giving 
access to the valves. (See exposed view.) 

The construction of this special Kohler unit is typically simple 
and sturdy. The quick-acting valves have swivel discs and in- 
tegral stops. The seat is part of a renewable unit easy to replace 
when worn. Each fit- 
ting is carefully tested 
under water pressure. 
It gives positive water 
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Showing the Viceroy built-in bath with Octachrome shower. The 
chromium- plated fittings are harmonious in design. 


control, thus doing away with mixing valves, diverting valves 
and the like. 

The new control panel has been received with utmost interest. 
It is one of the fine points that make Kohler fittings worthy com- 
panion pieces to Kohler fixtures. It is one of the details that work 
for your business success. . . . Kohler Co. Founded 1873. Kohler, 
Wis.—Shipping Point, Sheboygan, Wis.—Branches in principal 
cities. .4 . Look for the Kohler trade-mark on each fixture and fitting. 


(At outer left) The remov- 
able outer panel, which > | 
metal, chromium plated, 
can be furnished plain or 
especially etched with 
an appropriate design. 


(At left) The one-piece yoke 

exposed, showing (1) socket 

wrench furnished with fit- 

ting; (2) integral stops; 
(3) tile guide. 


OP Rey FR Ep eae 


(At right) A coat of arms, 
a trademark, a seal, or 
some other distinctive em- 
blem will be etched to order. 
Several interesting stock 
designs are available. 
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NATWAYS 


Not only “U. S.”’ Tank Balls and 
Floats, but all ‘‘U. S.’’ Royal Maroon 
Line products will give both you 
and your customer real protection 
always. 


















For you it means an exclusive 
product. You are the only one 
who can give the high ‘‘U.S.’’ 
quality to your customer. The 
“U. S.’’ Plumbers’ Specialties are 
distributed ONLY through selected 
supply houses. 


Also it means the elimination of 

free service calls, bill adjustments 

and kicks. Your customer will be 
satisfied by the “U. S.”’ quality and 
performance. 


Investigate the ‘‘U. S.’’ Royal Maroon Line of 
Plumbers’ Specialties. See your jobber today 
and ask for the ‘‘U. S.** Plumbers’ Catalog, or 





write us direct. 


United States Rubber Company 


TRADE MARK 


Executive Offices: 
1790 Broadway, New York City 


= MAROON LINE 


of Plumbers’ Rubber Specialties 







































Range Boilers 
Barber Boilers 
Fuel Oil Tanks 
Pneumatic Tanks 
Expansion Tanks 
Storage Tanks 
Septic Tanks 


—— —_ o —_ 
——— 


Galvanized 
Scullery Sinks 
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Mr. Plumber: 





There’s Unlimited Business to 


be Had NOW in..... Hil 


i 
The 


REPLACEMENTS || 
REMODELING 
REPAIRS 


















This important and profitable work, side-tracked 
during the past three years by new construction, 
represents a real “plum” for the plumber today. 


It has been estimated that two billion dollars will 
be spent in “modernizing” before the end of 1930! 


Plan now, to get your share of this business with 
KOVEN quality range boilers, tanks, galvanized 
scullery sinks, etc. 


KOVEN'S huge stocks assure immediate delivery 
on a single item—or a carload. 


KOVEN also has every facility for turning out 
work to your exact specifications—of any metal— 
or alloy. 






Ask your jobber about KOVEN 
...or Write Us for Information 
on Any or All KOVEN Products. 





L. O. KOVEN & BRO., Inc. 


154 Ogden Ave. Jersey City, N. J. 
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LUXURY OF HOT & 
WATER AUTOMATICALLY gf 


Listed and labeled by 
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FOR COUNTRY 
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10 TO 15 GALLONS OF HOT 
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Underwriters’ Laboratory 


Build Business Upon This Established 
Tested-Reliable Oil-Burning Water Heater 


The Piatt is a different water heater from all others 
—and better. It is fully automatic—burns ordinary 
No. 1 furnace oil—has no wicks or weights or com- 
plications. It brings to the country the luxury of 
steaming hot water—to the city and country both 
the economy of 10 to 15 gallons of water heated 
for one cent. Just think of the tremendous sales 
possibilities there are just in this one utility alone. 





Then there are others—Piatt oil-burning forced warm 
air furnace — Piatt oil-burning stoves and ranges — 
cabinet heaters. All of these utilities are backed 
by the Motor Wheel Corporation to the fullest extent. 


Send the coupon below and get into this proven 
profitable business as soon as possible. 


Motor Wheel Corp., Heater Div., Lansing, Mich. 


Motor Wheel Corporation, Heater Division, Dept. 106 
Lansing, Michigan 


Send me at once, full information and profit-bdilding plan on the Piatt Appliance: lam 

not obligating myself but will study the details carefully 

Dibesd banned sbedeaduuane , , _ 
Please ¢ e 

EE S&S © eee ©6606 @¢ > « 

LEV aasencd Se 2eee caeneesen saenaneaanane . fate 


Doe Diels « candobbdbe8OSO6OS6600000008060600000000808 Sa 























j pee MAKERS OF TRIMO wrenches employ a 
staff of mechanical experts to test and inspect 
every wrench that bears the TRIMO name. Theirs 
is a problem of multiplication. By rigorously 
guarding against imperfections and inaccura- 
cies they multiply the strength, service and safety 
of this finely made tool. | 


When you multiply the length of service, natur- 
ally you divide the real cost of the wrench. Any 
way you look at it, it is simple arithmetic that 
the all-steel TRIMO pipe wrench gives you the 
biggest dollar’s worth. 


Plumbers who really pay attention to what 


their tools deliver in the way of perform- 


ance regard TRIMO as the logical choice. 


TRIM 


Pipe Wrench 


Handle Drop Forged --- not Cast 
All Steel for Strength 
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Made by Trimont Mfg. Co., Ine., Roxbury (Boston), Mass. 
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The new Commercial Standard Union 
designed to conform to the U. S. 
Department of Commerce, Bureau of 
Standards — Specification CS7-29 
and accepted by the different trade 
associations, manufacturers, and U. S. 
Government. 


The Master is made of air refined, 
malleable iron with a brass to iron 
joint. A 250 |b. standard weight 
Union. It is strictly a quality 
product, the result of high-grade 
materials, careful workmanship, and 
a rigid inspection. 








Place a Trial Order With Your Jobber 
FOR SALE BY ALL LEADING JOBBERS 


New York Pipe Fittings Corp. 


50 Church St. 
HUDSON TERMINAL BUILDING 


NEW YORK 
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Belknap Recommends 


Fig. 61 


Standard Gate Valve 


for those who prefer Double 
Wedge Gate Valves. 


Made of Red Bronze. 
With non-rising stem. 
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Write for Detailed Information 


THE BELKNAP MFG. COMPANY 
BRIDGEPORT % CONN. 


67 Years of Valve Manufacture 
































BY-PASS 
REGULATOR 







































































Leaky valves, water rushing and whist- 
ling into the bathroom tank, have no 
place today in the American home. 
High living standards demand quiet, 
noiseless valves and ballcocks. 





You can do extra business, make extra 
profits right in your own neighbor- 
hood by replacing worn fixtures with 


Curtin Noiseless Tank Fittings. And, 


by the way, make new friends. 


A. F. CURTIN VALVE COMPANY 
Medford, Massachusetts 




























































































Down through the mist of years, the superior qualities of 
‘‘Spang’’ Welded Steel Pipe have established an enviable rep- 





utation surpassed by none—many milestones of progressive 
pipe manufacture have been passed by this pioneer organiza- 
tion—and today as of yesterday ‘“‘Spang’’ Welded Steel Pipe 
is recognized by master plumbers the nation over as the pin- 


nacle of pipe perfection. 


Specify “‘Spang’’—it is the shortest, surest cut to QUALITY 
in plumbing or heating pipe. 


SPANG, CHALFANT & Co., INC. 


Seles Offices: CHICAGO, ILL. NEW YORK,N.Y. ST. LOUIS,MO. PITTSBURGH, PA. TULSA,OKLA, LOS ANGELES, CAL, = <5 ; 
BU eldcd Mills: ETNA, PENNA, SHARPSBL RG, PENNA, Seamless Mills: AMBRIDGE, PENNA, nee 
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NOW ...A UNIT HEATER 
GUARANTEED AGAINST LEAKS 









And Tested and Rated in accord- 
ance with the A. S. H. & V. E. Code 








AN entirely new surface has made 
possible the strongest guarantee ever 
placed behind a Unit Heater. 


Multicell one piece seamless copper 
surface eliminates the possibility of 
leaks. Expansion and contraction are 
absorbed by the accordion-like pattern. No 
diaphragm headers are used. Headers are cast 
integral with the rigid iron frame. 
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Multtcell Unit Heaters are guaranteed against 
failures or leakage cue to piping strains during 
be installation. 


Demand Code Ratings . 


Multicell Heaters are tested and rated strictly 
in accordance with the American Society of 
Heating and Ventilating Engineers Code. 


Close-up of Multicell surface, 








actual size, showing 100% 


Sey é . = ; prime heating surface and @ 
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The Maulticell Guarantee is a Guarantee of 
Performance and Economy. To the trade, 















elimination of service costs assures greater 

profits and better satisfied customers. 

Write for complete descriptive and engineering 

information on Multicell, the Guaranteed | 
Leakproof Unit Heater. 


MULTICELL RADIATOR CORPORATION 
General Offices and Factory, LOCKPORT, N. Y. 


Photograph showing part of the 
installation of twenty-six Multicell 
Unit Heaters in the large new 


plant of the Penn Yan Beat Com- 










pany, Penn Yan, N. Y. nationally 
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Once more Fairbanks-Morse brings to their dealers new 
and greater sales possibilities. New additions to an 
already leading line of Home Water Systems give F-M 
Dealers further sales advantages. Now, more than ever 
before, you have a line which meets a wider range of 


Electric, Self-Oiling Type ‘*B”’ 
Deep Well complete water 
system. 






The Automatic, Electric 
Shallow Well Water Sys- 
tem shown here has been 
the widely advertised 
F-M price leader for three 
yeors. This year more 
than ever it has been a 
sales stimulator for F-M 
dealers. Completely en- 
closed, small, compact, 
attractive blue lacquer 
finish. Two sizes 210 and 
120 gallons per hour. 
Retail prices 875 and 
$107.50 cash f. o. b. 
factory. 





New ADDITIONS 
ENLARGE MARKET FOR 
FM DEALERS 





water service requirements at reasonable prices. 

The F-M Dealer franchise is daily growing more valu- 
able to its owners. Write today for the F-M Dealer 
proposition. Address Dept. I 8, 900 S. Wabash Ave., 
Chicago, Illinois, U. S. A. 


At left.new electric,Self-Oiling 
Type *“*B’’ Deep Well water 
systermn complete with pressure 
tank and piping. Attractively 
priced complete as illustrated 
with any of a variety of tanks. 
Capacities up to 1160 gallons 
per hour. Also built as ‘*Z”’ 
engine-driven outfit. 


At right, New F-M Automatic, 
Electric Shallow Well Water 
System with either 35 or 70 
gallon pressure tank. Sizes 210 
and 240 gallons per hour. 
Equipped with automatic air 
regulator. Low priced. 















New ‘*Z’” Engine-Driven Self- 
Oiling Typhoon water system 
complete with pressure tank 
and pfping. Sizes 600 and 1000 
gallons per hour. Also fur- 
nished as electrically operated 
outfit. 









Branches and Service Stations 











FAIRBANKS,MORSE & CO. 


MANUFACTURERS—CHICAGO, U. S. A. 





Covering Every State in the Union 
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if lloure Interested in Profits 
lloute Interested in the Merion Line 





The reason — Merion Heaters au 
make big money for the man 
who really merchandises them. 


They are sold at a competitive 
price which still gives you a 
REAL margin of profit. 


They are GOOD Water Heaters 
and every sale you make with 
them means another satisfied 
customer. 


They are exceedingly economical ° 
to operate and they give an 
abundant supply of clean hot 
water to the home WITHOUT 
constant attention or break- 
‘downs. 

Get acquainted with profits 


by getting acquainted with 
The Merion. Write us today! 


JOHN WOOD MANUFACTURING COMPANY 


PENNA. 


CONSHOHOCKEN : 
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uaranteed 
to deliver its full rated 


HEATING CAPACITY 


2 pm Pierce Eastwood boiler repre- 
sents years of research and exper- 
ience in the development of efficient 
heating equipment. Scientifically de- 
signed flues which insure maximum heat 
absorption are an important feature, 
contributing to exceedingly high oper- 
ating efficiency. 


Pierce boilers and radiators are avail- 
able in sizes and designs to meet every 
heating requirement. Write for your 
copy of the 1930 Pierce Fitter—it de- 
scribes the complete Pierce line and con- 


tains list of all Pierce branches. 


PIERCE, BUTLER & PIERCE MFG. CORP. 
41 East 42nd Street New York 


Branches in Principal Cities 


Manufacturers of Heating Equipment since 1839 


AMES IRON WORKS—Division of Pierce, Butler & Pierce Mfg. Corp.. 
manufacturers of Una-flow Engines, Steel Boilers and Road Rollers. 


LAMBERTVILLE POTTERY COMPAN Y—Division of Pierce, Butler 
& Pierce Mfg. Corp., manufacturers of Vitreous Sanitary Earthenware. 


PIERCE 











Cross section showing scientifically pro- 
portioned flues, back-and-forth fire travel, 
deep fire pot, large steam dome, brightly 
colored steel jacket, air cell insulation. 
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EASTWOOD 


BOILERS & RADIATORS 
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~STASCO”™ No. 196 
"CE e White 


rice » Fo et | 
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IGHT now there are homes and other 
oll tollale Mm lam Zo)! @mmal-iie Lalolelasloleye Mail 16 - 
new toilet seats are needed. Just look around 
lato MRT -1-M dal Meal luilel-lamoh aml oliola-1 9m 211-14 Er jalole] oh Z 
old style seats are being used. 


Take a “STASCO” Seamless Seat out with 
WZolVieolale MRete]] Mola iil-11-m olaettol-14f Oh. Jal-1e ol 
these homes and buildings will be interested 
in these seats because their quality ts guaran- 
i7-t-Yo MRelale ME isl-Mmolala-MEL ME loh m-JaloltlelsMcoMlol-Me dlislis 


the reach of everyone. 


Selling “STASCO” Seamless Seats will bring 
you greater profits because you will be able 
ZoMe 1-1] Mitalela-Me ol-lelel|-Mmmh (-), an 1 -lol Math i felis] -la Mal 


mean new cusfomer:s for your other services. 


Write today for. our complete plan of 
practical saies heips 

2 > 
STASCO” Seamiess Seots are made in white and an 
attractive range of modern colors. The complete “STASCO” 
line includes sheet Pyralin seats in white and marine pearl 


and a wide variety of hoard rubber seals. 


aytrelslmlamecelels 
OM \ (-tlelalecelaaterere 


“STASCO” No. 358 


Empire White 
Retail Price, $5.50 
In Colors 
Retail Price, $7.50 
A serviceable, popvlar-priced 
Seamless Seat, guaranteed not to 


crack, chip, craze, peel or discolor 














STANDARD TANK AND 
SEAT COMPANY 


CAMDEN - « NEW JE&Rae- 



































every Heating and 


MBRACING the newest developments in 

heating and ventilating engineering, the 
New Yorker Hotel demonstrates what insula- 
tion can accomplish. 


The modern ventilating system of the New 
Yorker Hotel, which includes both heated and 
cooled air supply and exhaust equipment, re- 
quired 50,000 square feet of Johns-Manville 
Insulation. Nearly 20,000 feet of pipe used for 
the heating system were insulated with J-M 
85% Magnesia Covering. These figures, which 
represent only part of the J-M materials used, 





A pipe insulation for the Home 
. backed by a Famous Name 


Improved Asbestocel is a nationally known, nation- 
ally advertised and nationally sold heater pipe in- 
sulation, backed by the famous name of Johns- 
Manville. 

Every section of Asbestocel is made to save money 
for you and your customers. It saves labor, time and 
makes a neat job in the modern home basement. 
Every section of Asbestocel is of uniform length 
roundness and thickness. The cross corrugat 
construction, only found in Asbestocel, greatly in- 
creases its insulating effectiveness. 


ANOTHER JOHNS-MANVILLE 
PROFIT MAKING SPECIALTY 


Johns-Manville Keystone Range Boiler 
Covers are popular because they keep water 
' hot, save fuel and are easy to apply. 

Here is a specialty item with a good profit 
which you can easily sell to any home owner 
with whom your men come in contact in 
their daily work. 





Address JOHNS-MANVILLE 
At nearest office listed below 
Chicago Cleveland New Orleans 
an Francisco Toronto 
(Offices in all large cities) 


New York 


Please send me complete information on 
2 J-M Asbestocel 
C]) J-M Keystone Range Boiler Covers 
C) J-M Insulation Materials for the Modern Building. 


eee eee eee eevee ee eae eer eaer eee eneeeeeweeeer eee eer eenweee 
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Here is an Insulation Job of 






ohns- 


INSULATION FOR HEATING AND 
VENTILATING SYSTEMS 


August 9, 1930 


interest to 


Plumbing Contractor 


illustrate the importance of insulation in mak- 
ing this modern hotel truly modern. 


Johns-Manville offers the utmost in insula- 
tion service and experience, as well as a com- 
plete range of insulating materials to meet 
every need. For seventy years Johns-Manville 
has pioneered in insulation. Today, in addition 
to serving the needs of every industry, we manu- 
facture every type of insulating material neces- 
sary in modern building and home construction. 
Call on Johns-Manville for all your insulation 
needs. Mail coupon for further information. 


FORTY-THREE STORIES OF J-M INSULATION 


The New Yorker Hotel, N. Y. City 


Asbestos Construction Co., J-M Approved Insu- 
lation Contractors—Sugarman & ali Archi- 
tects— Mack Kanner, General Contractors—W 
G. Cornell Co., Plumbing Contractors— Raisler 
Heating Co., Steam & Heating Contractors— 
Charles Hartman Co., Ventilation Contractors 
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THE HANDY SPEEDLOK 
Domestic Engineering Catalog Binder 





The SPEEDLOK is a quick operating catalog binder 
designed to fit reprints of catalog pages in ‘‘Domestic 
Engineering Plumbing and Heating Catalog’’ as well as 
all other catalog pages that conform to the standards 
adopted by the plumbing and heating industries. 


Easy and speedy operation are special features of this 
binder. A slight pull on the concealed bar under the top 
cover unlocks mechanism when sheets are inserted. 
Equipped with bar for removing sheets when changes are 
made. 


Minimum capacity 1144 inches. By simply unscrewing 
extension ts capacity can be extended to 244 inches. 
Works ectly for all requirements—either a few sheets 


or filled to capacity. 


Covers are bound in heavy black 
Levant Grained Fabricoid, semi-flex- 
ible, very durable and attractive look- 
—_—.* 


To unlock Binder—Pull out slide bar in 
~ wing. Top cover will immediately fall 
ack. 


To lock Binder—bring top wing back 
over the posts—be sure posts fit in the 
a in the top wing — then push in slide 

ar. 





Separate the sheets where desired and 
slip sheets off the posts. Take out sheets 
or put in new ones as desired. These 
three moves take but a few seconds. 
Each operation is a natural one. 


To increase or to decrease the capacity 
of the binder is a simple operation. The 
two posts are so constructed that they can 
be easily raised or lowered to meet the 
height requirements. Binder posts can 
be extended from 1\4 inches to 24 inches. 








1000 


Quantity ceveal en babe tut kenebdvcesecke 100 500 
r $5.50 


$1.00 $3.00 
Prices for larger quantities quoted on application. 


ewoees ee eee eese ee eee eevneeeeveseenee ees 


Especially designed for the standardized catalog page 
adopted by the plumbing and heating industries 


For Plumbing and Heating 
Contractors — 


Many master plumbers and steamfitters assemble work- 
ing catalogs from standardized catalog sheets filed in 
binders. 


Domestic Engineering is in position to furnish without 
charge, upon request, loose sheets—which are reprints 
from catalog pages appearing in ‘‘Domestic Engineering 
Plumbing and Heating Catalog’’—of several hundred man- 
ufacturers. They are standard catalog page size—10% x 814 
inches — are printed on a good grade of light paper and 
punched according to the standard adopted by the plumb- 
ing and heating industries. These sheets fit the SPEED- 
LOK binder. 


For Jobbers’ Salesmen— 


The loose-leaf system reduces to the minimum the 
bulk and weight of catalog material required by the sales- 
man. Only matter actually required for selling purposes 
need be carried in the binder. It does away with the 
necessity of carrying entire catalogs, booklets and circulars 
of various sizes and shapes. 


Salesmen using the lodse-leaf system have a great ad- 
vantage over men not using this equipment — to say 
nothing of the added convenience, time and labor-saving 
features. 


With a modernly equipped loose-leaf binder, the sales- 
man can present his products in a more comprehensive 
manner than it is possible to accomplish by the old meth- 
ods. Having all his material up to date in compact form 
and easily available, he can show latest specifications, 
answer questions or quote prices more readily. 


When orders for binders are accompanied by requests 
for catalog reprints the binders will be equipped with the 
sheets desired and shipped complete. 


Write for full details regarding loose sheets and binders. 


Price of binder—$3.00. Prices on quantities on application. 


DOMESTIC ENGINEERING 


1900 Prairie Avenue 


(Catalog Department) 


Chicago, Illinois 
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KEEP FLUES, 
CLEAN 
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ROYAL RED-GLO BOILERS 


have more selling features than the 
ordinary jacketed botlers— 


Attractively finished in cardinal red, trimmed with 
glistening black— Jacket insulated on all four sides 
and top—Scientifically designed; large combustion 
chamber; long flue travel—Burns all types of fuel— 
Made in 17” and 26” grate widths—Available, when 
desired, with blower and controls, all in one unit. 





Write for complete information and catalogue 
of full line of ROYAL Boilers. 


HART & CROUSE CO. 


Ui i F. 
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BOSTON NEW YORK CHICAGO WASHINGTON DETROIT PITTSBURGH 
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Removing the Last Barrier [— 
to Perfect Sanitation — 


HE “Tepeco” line of Solid Porcelain and Vitre- 

ous China Urinal Stalls is made for single 
installations or in battery. The “Tepeco” method 
of interlocking stalls with separate seam covers does 
away entirely with the unsanitary space between stalls 
usually found in other installations. 


Because of variations in height of urinals these seam 
covers are cut to fit each pair of stalls, and form clean, 
water-tight joints from wall to floor. This method also 
permits an easy and quick installation, the covers being 
placed in position after the stalls have been set. Single 
or in battery, the “Victory” stall is the perfect sanitary 
appointment for hotels, clubs and institutions. 


THE TRENTON POTTERIES COMPANY 
Trenton, New Jersey, U.S. A. 


? 


NaTIonat SHowrnoom Branca Orrices 
New York City, 101 Park Ave. Boston, Philadelphia and 
Entrance on 41st St. San Francisco 


Ezport Office: 115 Broad Street, New York City 


OUR GUARANTEE-—We make but one grade of ware—the 
best that can be produced—and sell it at reasonable prices. We 
sell no seconds or culls. Our ware is guaranteed to be equal in 
oy and durability to any sanitary ware made in the world. 
he Te-pe-co trade-mark is found on all goods manufactured by 
us and is your guarantee that you have received 
that for which you have paid. 
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Every ‘‘Tepeco” Urinal Stall is trued and 
fitted by an expert stone cutter. 


























PLATE 3640-R 


Showing 3-part battery of “Tepeco”’ Stalls. 
No catch corners for soil to collect. 
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IT’S A GREAT HANDBOOK— 
The “TOLEDO” 1930 Edition “K” 


The most complete handbook on pipe tool equipment 
ever issued. Every user should have it. Page after page 

of views of actual installations on which ‘‘TOLEDOS’”’ 
have saved their owners time and money. 


A complete showing of the ‘‘ TOLEDO”? line of superior 
pipe tools in all sizes from 1” to 12”. Certainly well 
worth your careful reading and it’s free for the asking. 
Your request will have prompt attention. 


YOU NEED IT! 


THE TOLEDO PIPE THREADING MACHINE CO. 
Toledo, Ohio 


New York Office, 72 Lafayette Street 



















DOMESTIC 
ENGINEERING 


August 9, 1930 


Remodeling offers the plumbing and 
heating industry its biggest opportunity. 
The quickest means of increasing busi- 
ness is through remodeling. This is the 


theme of this issue of DOMESTIC 
ENGINEERING. 


Contractors of all types should go 
after remodeling work. Many of them 
are and they are finding profits at a time 

when many others are satisfied to complain about 
poor business. 


Big contractors can find business in big remodel- 
ing jobs instead of waiting for new skyscraper 
work. Contractors on smaller work can find more 
business in the older homes in their communities 
—if they go after it. 


This is a true statement of a business oppor- 
tunity as our stories taken from the field and 
offered you in this issue fully prove. 


How about the manufacturer and wholesaler? 
Some of them are encouraging the plumbing and 
heating contractors to go after remodeling work. 
Some of them are giving these contractors prac- 
tical assistance. But some are content to discuss 
business conditions without doing much them- 
selves to improve them. 


The volume of business done in plumbing and 
heating during the remainder of 1930 would be 
increased many times if all manufacturers and 
wholesalers got back of a movement to push 
remodeling. 


Our 


Industry's 


Biggest 


Opportunity 


Is In 


Remodeling 


Will the contractor do his share to make such 
a movement profitable? 


In this issue, you will learn what a contractor 
did in remodeling a large hotel—and many other 
hotels need the same reconditioning. 


You will find where an Oregon city has in- 
creased building and wiped out all trace of unem- 
ployment by a remodeling campaign in which 
the plumbing and heating contractor was active. 


You will find another heating contractor report- 
ing on the profitable nature of remodeling work 
and proving it by voluntary letters from satisfied 
customers. 


You will find in the “Plumbing and Heating 
Merchandising” section sound, practical ideas 
which contractors are using to secure profitable, 
non-competitive work in existing homes. 


And you will find a common sense “Guide to 

Remodeling Sales” which everyone, manufac- 

turer, wholesaler, salesman, large contractor 

and smaller contractor, can use to develop 
and encourage remodeling work. 


Remodeling offers more than a hope for 
better business. It offers the opportunity 
for this year, next year and as long as 
homes and buildings continue to grow older. 


All that remains is for the industry to 
go to work on this definite program. 
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++ A Simplified Guide for 


Remodeling, in the plumbing and heat- 
ing industries, includes repairs, replace- 
ments and additions to existing systems 
and, also, new installations in buildings 
now without these conveniences. In point 
of business possibilities and opportunities 
for profit, it offers the contractor more than 
new construction, even when new con- 
struction is at its peak. 


é; 


WHERE REMODELING OPPORTUNITIES 
EXIST 


In the home, the apartment, the com- 
mercial building, the hotel, the industrial 
plant, the school, the hospital, the amuse- 
ment place—wherever there are old or out- 
grown plumbing and heating systems or 
wherever there should be plumbing and 
heating systems but aren’t—there is an op- 
portunity for a remodeling job. The build- 
ing is up—a place to live, to work, to play. 
For comfort, for convenience, for health, 
for investment value, for competition with 
newer buildings of the same type, its 
plumbing and heating should be adequate 
and modern. 


WHO SHOULD GO AFTER REMODELING 
BUSINESS 


Every master plumber and heating con- 
tractor can, to his profit, go after remodel- 
ing business. Whether his specialty has 
been or is new, big contracting work (of- 
fice buildings, industrial plants, schools, 
etc.), mew residential contracting work, 
merchandising, or repair and jobbing work, 
he can find in those same lines the op- 
portunities and reasons for remodeling 
mentioned above. 


HOW TO GO AFTER REMODELING 
BUSINESS 


The process of going after remodeling 
business is one of developing and selecting 
prospects; advertising to and contacting 
those prospects; closing sales where in- 
terest and desire have been aroused; and 
arranging for payment—in cash, on open 
account or on a financing plan. 


Seven Common Sense 


This “Domestic Engineering Guide to 
Remodeling Sales” has been prepared to 
outline for the master plumber and heat- 
ing contractor the essential steps in selling 
a product, a service, or an entire system for 
a remodeling job. Each step can be applied 
to fit the particular type of work which the 
contractor favors. Under each of the vari- 
ous steps, he may use one, several or all of 
the suggestions, to suit his own conditions. 


. PROSPECTS 


Prospects are home owners, apartment house 
owners, Owners or managers of industrial plants, 
commercial buildings, hotels, institutions, etc. The 
principle to be followed in making up a prospect 
list is SELECTION. Advertising will create 
prospects, but every contractor has the facilities 
for selecting a good list of prospects himself. 
Sources of names, for instance, are customers: 
former customers; property owner lists; tax rec 
ords; telephone lists; the contractor’s own per- 
sonal acquaintance with his market and its needs. 


Other names will come from 


(a) Inspections 

1—QOf work completed, giving an 
opportunity to suggest other needs; 
also to secure names of friends of sat- 
isfied customers. 2.—Periodical in- 
spection service, sold at flat rate for the 
year, giving an opportunity to point 
out needs at regular intervals. 3. 
Reports of mechanics from repair jobs. 


(b) Repair Calls 

1.—Calls for small service or repair 
jobs can be capitalized. If possible, 
visit each job before work is done, 
while work is being done or immedi- 
ately after. Suggest inspection of 
plumbing and heating equipment. Get 
the necessary information about the 
home or the building for the basis of a 
selling effort. 


2. PRODUCTS 


The principle of SELECTION works further 
in breaking down a prospect list to show what 
products are needed by each prospect. Then it is 
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Selling Remodeling Jobs 


Steps to Profits 


possible to direct specific advertising literature to 
each prospect, whether on home appliances and 
specialties or on equipment and requirements for 
larger types of buildings. 


3. ORGANIZATION 


It is essential that the principle of CO-OPERA- 
TION be at work in the contractor’s organization. 
Mechanics must be instructed as to reporting 
plumbing and heating needs, trying to sell, and the 
general policies to be followed. 

Office or store help must be ready to give accu- 
rate information on any product; must maintain 
prospect list and must be business-like in handling 
telephone inquiries from all types of prospects. 


4. ADVERTISING 


All of the above is preliminary to merchandising 
to create business. The first step in creating in- 
terest in remodeling will be advertising. The prin- 
ciple back of successful advertising is CO-ORDI- 
NATION. Sales will be made if window displays, 
newspaper advertising, sales letters, blotters or 
other envelope stuffers (manufacturers’ literature, 
for example) and personal selling cover the same 
product or phase of service for a period of time. 
It may be a week, it may be a month. But if 
whatever forms of advertising and selling being 
used are so co-ordinated, each is helping, and is 
helped by, the others. It’s common-sense team- 
work applied to merchandising and advertising, 
and it must be applied to all types of prospects. 


5. INQUIRIES 


Advertising produces inquiries. The principle 
which turns inquiries. into sales is PROMPT- 
NESS. An inquiry from advertising is like a 
dividend check—it must be cashed to put the 
money in your pocket. Get in touch with prospect 
the moment inquiry is received, if only to make 
an appointment for later. More inquiries will be 
turned into sales if action is taken while the pros- 
pect’s interest is fresh, and that means as soon 
after the inquiry is received as possible. Home 
owners and business men alike appreciate signs of 
prompt attention to inquiries. 


6. THE FOLLOW-UP 


A prospect may not be sold on the first call. 
The principle back of the successful follow-up of 
a prospect is PERSISTENCE. It may take four 
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or five calls to make the sale. And during all that 
time, see that prospect receives new literature on 
the product or service; let him have testimonials 
from satisfied customers; have one of your cus- 
tomers call prospect on’ the phone, etc. If there 
is some point of advantage about the product 
which hasn’t been mentioned, drop prospect a short 
letter giving him this additional information. | 
Don’t let the prospect grow “cold” by lack of fol- 
low-up; and don’t drop him until you are certain 
he will not buy. If you do, someone else will step 
in and make the sale. 


(a) Personal Selling 

Set aside a portion of day for per- 
sonal calls on the type of prospect you 
are prepared to serve. Records or 
knowledge of the situation will pro- 
vide a number of names to work on. 
Start the ball rolling by a call, and then 
carry on with the follow-up as de- 
scribed above. 


7. THE CLOSE 


When it comes time to try to close the sale, use 
all the assistance possible. If customer cannot 
pay cash, use one of the time payment plans which 
are available to plumbing and heating contractors. 
If a wholesaler’s salesman, or a manufacturer's 
salesman, can help in closing a sale, don’t hesitate 
to ask for that help. It will be furnished gladly. 


This guide is a summary of the funda- 
mental, common-sense principles of adver- 
tising and selling. You can test every step. 

If you are in a residential district, select 
two square blocks of homes and follow this 
guide as a test. 

If you are interested in apartment house 
work, in industrial work, in institutional 
work, select a group of such structures and 
try a test campaign. 

Once you have perfected yourself and 
your organization in the application of these 
principles, you can expand your merchan- 
dising effort to take in a whole community 
ora whole city. The principles work equally 
well on one prospect or ten thousand, on 
any of the products you have to sell, on any 
prospect you have to deal with, whether he 
be home owner, building manager or 
owner, engineer, or architect. 
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*““‘When the drop in new work came, I did not intend to get 
into the scramble for business at any price which followed. 
I was convinced that the best thing to do was to turn to repair 
work.”’ ; 

Clarence L. Dickerson, Dallas Plumbing Co., Dallas, Tex. 
DOMESTIC ENGINEERING, January 11, 1930 


“I believe the contractor should spend a little time in help- 
ing owners solve their problems when planning on remodeling 
rather than spending his time trying to see how cheaply he 
can bid on a contract job.”’ 


George L. Green, LeRoy, N. Y. 
DOMESTIC ENGINEERING, October 19, 1929 


‘The competition of newer types of buildings of all classes has 
put older types at a disadvantage, which can only be overcome 
by modernizing the older buildings and so making it possible 
for them to earn a reasonable income.”’ 
Robertson Plumbing Co., Bayside, L. I., N. Y. 
DOMESTIC ENGINEERING, October 20, 1928 


‘*There is only a limited scope for merchandising in contract- 
ing plumbing. There are far greater opportunities in jobbing.”’ 
Phil. Mott, Sacramento, Calif. 
DOMESTIC ENGINEERING, June 1, 1929 


‘“‘Replacements which are the outcome of repair work are 
large. In fact, I believe it is the true sqlution to merchandising 
in the plumbing business.”’ 

Edward E. Schiel, Nashville, Tenn. 
DOMESTIC ENGINEERING, July 28, 1928 


‘**‘Many contractors would be more successful if they concen- 
trated exclusively upon jobbing. It seems evident to me that 
this field is wide open everywhere to the right men.”’ 

Frank Schmitt, Baltimore, Md. 
DOMESTIC ENGINEERING, October 20, 1928 


‘“‘When it comes to selling remodeling, we find that in the 
long run we make more progress by sticking to the fundamentals 
of conservative selling and pushing these tenaciously.”’ 

J. C. St. John Plumbing & Heating Co., 
Colorado Springs, Colo. 
DOMESTIC ENGINEERING, August 10, 1929 
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The following 
pages show how 
contractors are 
developing profit- 
able remodeling 
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Industry 


By ROLLAND J. HAMILTON 


odernization 
Means #0 the Heating 


President American Radiator Company 


ITH building activities reaching a peak decline 

of fifty per cent during the early part of 1930, 

thus affecting residential construction, which 
represents the great outlet for our products, the heating 
industry is faced with a serious problem. There are 
just three ways in our industry to get business. First, 
through new building activities. Second, by selling a 
complete job in new buildings, thus increasing the vol- 
ume per order. Third, by selling radiator heating to 
old buildings for modernization. 

Because of the unparalleled curtailment of new build- 
ing construction, the first two ways offer little hope for 
increased business during this year. All the heating 
dealer can expect in this direction is to get a larger pro- 
portion of the little new building construction available. 
Even then his volume will fall. considerably short of 
making the profit he has a right to expect. So the 
only avenue left open is the field of modernization— 
the replacement market—through which to obtain the 
immediate volume necessary to maintain a normal year. 

Fortunately, the modernization field offers heating 
dealers an almost unlimited opportunity for business. 
According to the United States census figures, there are 
more than sixteen million homes in the country without 
radiator heating. Some heating dealers already have 
realized the opportunity in this field and have concen- 
trated their entire efforts in selling modernization jobs. 
These dealers today are reaping the profits and finding 
plenty of work even in the usual dull months. Most 
important of all, this field has brought to the heating 
industry a new spirit of progress which will lead to 
greater achievements in the future. 

This new spirit has been awakened by the realization 
that the heating dealer no longer must sit and wait for 
people to ask for his services. He is not compelled to 
run the gauntlet of indiscriminate competitive bidding. 
He does not have to sacrifice legitimate profits so nec- 
essary for the maintenance of good service. He can go 
out and create his own prospects. He can build his 
own list of satisfied customers, who will help him build 
an even greater volume than he could expect to obtain 
from the new construction field. 

To help heating dealers go after modernization busi- 
ness, the American Radiator Company has put into 
effect an intensive promotion plan, especially designed 
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to meet present-day conditions. Our plan has four 
purposes: 

First—To sell radiator heat to the 16 million homes 
without it. 

Second—To help the dealer obtain from this field suf- 
ficient business to compensate him for the decrease in 
normal construction. 

Third—To emphasize to the heating dealer the neces- 
sity of selling the way people want to buy—on con- 
venient monthly payments. 

Fourth—To impress upon the minds of the jobbers 
and dealers that heating equipment is sold—not bought ; 
that personal contact gets the contract; that the dealer 
must see prospects in order to sell them. 

Before offering any suggestions to our dealers on the 
methods to be used in going after modernization work, 
we first made a very careful survey of the plans suc- 
cessfully used by hundreds of dealers already in this 
field. As a result of this work, we prepared a complete 
manual called, ““How te Make More Profits.” This is 
probably as complete and concise a dealer merchandising 
manual as our industry has ever seen. It tells the mod- 
ernization story, shows how to reach the old home mar- 
ket and explains every possible way for the dealer to 
get modernization business. 

Starting with a complete explanation of time payment 
selling, which is essential in selling modernization jobs, 
this “How” book tells how to build a prospect’s list, 
how to hire, train and pay salestnen and canvassers, the 
best methods of canvassing and how to use our adver- 
tising helps. It contains a complete list of questions 
and answers and a resume of successful merchandising 
ideas used by other dealers. 

Then we made a careful survey of the thousands of 
time payment sales financed by our Heating & Plumbing 
Finance Corporation to gather all possible information 
that would be helpful to our dealers. Thus, we were 
prepared to offer the heating dealer actual information 
and practical suggestions when we first launched our 
campaign last May to help him in the modernization 
field. 


(Continued on Page 137) 
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Our Letter 


At the recent national convention of master plumb- 
ers in Boston, a successful Detroit contractor made a 
statement which seems to me to be worthy of being 
broadcast. He was asked how much his firm spent 
fof advertising. His answer was: “Up to this year, 
2 per cent; but since the first of the year conditions 
have been so bad that we increased it to 3% per cent.” 

It suggests to us the possibility of an intensive edi- 
torial campaign, in the spirit in which his answer was 
given. We'd like to make the contractors in our field 
feel that if they will accelerate their selling activities 
now, they can secure the business necessary to keep 
their organizations going profitably. 

To this end we are writing a number of manufac- 
turing executives, asking if they will contribute a brief 
statement to a symposium on this subject, to be pub- 
lished in our columns. 

We should appreciate it greatly if you would dictate 
a brief statement of, say, two hundred fifty to five 
hundred words in this encouraging tone—that there is 
business to be had by the contractor if. he will intensify 
his merchandising activities; increase if possible, but 
at least maintain, his present advertising program; and, 
in general, put more power back of his merchandising 
and selling now than ever before. 

We will provide the background, indicating where 
business may be had by the contractor; and this sym- 
posium of the opinions of executives in our field will 
serve to give point in a practical way to the feeling 
that an aggressive effort is more necessary now than 
ever before. We believe, too, that it will have a good 
influence in hastening the upward movement in the 
industry. 


Very truly yours, 
DomMESTIC ENGINEERING, 


Editorial Director. 


® 
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cists Sales Efforts Are 


Aggressive sales efforts have invari- 
ably been successful. To find out 
whether profits were still rewarding 
those manufacturers in the plumbing 
and heating field who were going after 
business vigorously “Domestic En- 
gineering” has secured statements from 
many manufacturers. 





Some of the Replies 


Editor, Domestic ENGINEERING :—I am sending you 
with this letter copy of a letter which we used under 
date of May 27th, entitled: “Is this a time to kill the 
goose, or to put electric lights in the goose house?” 
Also, a letter that we used under date of April 6th, 
under the headline of: “Keep faith!” 

I am happy to be able to tell you that contractors are 
selling more boiler feeders 
today than ever before, and 
that during the first six 
months of 1930 our ship- 
ments were 54 per cent 
greater than during any 


During the first six months 
of 1930 our shipments were 
54% greater than during 
any previous similar period 


previous similar period. 

I am fully sold on the idea that the average owner is 
absolutely dependent upon his contractor to tell him 
and sell him what he should have for his protection, 
comfort, sanitation, and convenience, and that if the 
contractors will reach a greater number of owners 
through advertising their selling activities will increase 
with the years. 

We have carried this year a much heavier campaign 
than ever before, and it has worked out for us. 


McDONNELL & MILLER, 
(Signed) E. N. McDonnell. 


Chicago. 


Editor, Domestic ENGINEERING:—We are in re- 
ceipt of your letter of the 15th, and in reply wish to 
say that we have been able to hold up the volume of 
our business for this year, but it has required a little 
extra effort on our part in order to do so. 


We have endeavored to keep our salesmen pepped 
up and have tried to make them forget the ordinary 
“gloom” that is being passed 
around so that they may approach 
the customer in a more optimistic 
attitude. 

We realized that it was going to require more effort’ 
and consequently we doubled our advertising appro- 





Results have been 
very satisfactory 











Bringing Good Sales Volume 


Our letter of inquiry and some of 
the replies are printed below. Other 
replies will appear in later issues. 


This inquiry shows that where ag- 
gressive manufacturers are supported 
by equally aggressive wholesalers and 
contractors, business is being secured— 
and in surprisingly large volume. 


priation for this year and the results so far have been 
very satisfactory, and we look for a steady improve- 
ment between now and the end of the year. 


THE MONARCH ENGINEERING COMPANY, 
(Signed) F. A. Wagner, 


Dayton, Ohio. President. 


Editor, Domestic ENGINEERING:—Thank you for 
your letter of July 15th, jnviting a brief statement in 
regard to continued merchandising by members of the 
trade. 


Working twenty-four hours a day and seven days 
a week building refrigeration for the plumbing and 
heating industry is definite and concrete evidence that 
business exists today for the man who reaches out 
for it. 

Admitting general conditions to be slow this year, 
more Trupar refrigeration was sold through the trade 
in the first five months of 1930 than in the entire 
previous year. 

The credit for this volume belongs solely to those 
aggressive plumbing and heating companies who have 
seen the necessity for merchan- 
dising. As it happens, refrigera- 
tion is an exceptionally attractive 
line at the present time, but the 
fact remains that refrigeration 
profits went to those dealers who saw the need for 
active sales work. 


Profits went to those 
who saw the need 
for active sales work 


Keen competition in the refrigeration industry means 
only an active market. This market has been active 
thus far this year and will-undoubtedly continue so 
for the remainder of the year. We are continuing and 
even increasing our own advertising and sales promo- 
tion efforts in collaboration with our distributors and 
dealers. 

A salesman I once knew always made it a point to 
work on “bad” days—cold days, rainy days, off days— 
because he knew other salesmen laid off those days. 
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Today is an “off” business day. Many people, with 
something to sell, are “laying off.” The fellow who 
keeps up the gait or even steps it up is finding business 
where he looks for it. 

It may seem from the above that we are talking re- 
frigeration too much, but from our viewpoint the fact 
that our distributors and many of our dealers have 
actually succeeded in keeping up their volume by active 
sales work on refrigeration is a more definite answer 
to the question than by offering a copy-book maxim 
about “Work Hard and Succeed.” 


We appreciate very much this opportunity of co- 
operating with you and hope that this statement is along 
the lines that you desire. 


TRUPAR MANUFACTURING COMPANY, 
(Signed) W. M. Myers, 


Dayton, Ohio. Sales Promotion Department. 


Editor, Domestic ENGINEERING :—During the pres- 
ent year we will spend more money for advertising 
than we have in any year in the past. We are very 
optimistic about business conditions and would not 
think of cutting our advertis- 
ing cost at this time; or during 
any lean year. When orders 
are scarce we work harder to 
get our share of the available business. 

Advertising in trade papers is indispensable for our 
line of products, and to cut our space would be busi- 
ness suicide. Our business has shown a marked im- 
provement in the last few weeks, and we sincerely 
believe that conditions are rapidly improving. 


When orders are scarce 
we work harder 


THE FULTON SYLPHON COMPANY, 
(Signed) E. D. Rogers, 


Knoxville, Tenn. Advertising Manager. 
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New Homes 
for 
Old 


A modernizing program 
which has created profit- 
able business and entirely 
eliminated unemployment 
at Corvallis, Oregon 


TARTING in February of this year with a remod- 
eling project on an old empty house, the spirit of 
modernization has captured building interests and 

home owners in Corvallis, Oregon, until “modernization” 
is referred to as a separate and complete industry which 
has entirely eliminated unemployment in this little city 
of 8,000. At present there are under way about seventy- 
five projects in either major or minor modernization 
programs, some of which will be completed soon, to 
be replaced by others just getting under way. These 
range in expenditures from a few dollars in improve- 
ments to as high as $5,000 for remodeling. 

The Corvallis plan of modernization is sponsored by 
the Chamber of Commerce, although the financial sup- 
port is split several ways. The principal aim of the 


plan at first was to get home owners interested in making 
livable while at the 


their houses more convenient and 
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This placard helped to 
awaken interest in 
other remodeling jobs 


same time giving work to laborers, craftsmen and con- 
tractors in the building industry. 


Demonstration Projects Arouse Interest 


In order to center special attention on this program, 
one project at a time is definitely used as a demonstra- 
tion phase and is sponsored by the Chamber of Com- 
merce; although there may be any number of other 





How old bathrooms may be 
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modernization projects under way at the same time which 
were undertaken as a result of the demonstration proj- 
ects. The house built solely as a demonstration center 
is financed by the owner, the contractors giving their 
services and the material men furnishing materials at 
cost. Any profit which is sacrificed is returned in the 
form of advertising and publicity. This return comes 
in the public reception held when the house is completed, 
at which time the names of those contributing are promi- 
nently displayed. This billboard as shown in the photo- 
graph is also displayed on the 
house or grounds from the time 
the project is started. 

Thus far only one public re- 
ception has been held, as the sec- 
ond demonstration house is not 
quite completed, and although the 
actual number of visitors to the 
place is not available it is certain 
that those participating considered 
the modernization plan a success, 
as the next demonstration project 
is considerably more pretentious. 

The first house modernized un- 
der the sponsorship of the Cham- 
ber of Commerce had previously 
been vacant for eighteen months 
and the last renter had paid $10 a 
month. The house was appraised 
at $2,000 as it stood before remod- 
eling began. Improvements amounted to $2,600 and the 
property immediately sold for $5,500. It now rents 
for $45. 

The second project now under construction was pur- 
chased for $2,800, which included a 250 by 100 ft. lot 
in one of the best sections of the city. The house was 
moved to one of these lots after a basement had been 
dug. This house will be worth $8,000, and will rent 
for not less than $65. The other lot is still left free 
from encumbrances and a new house will be built on 
this, thus assuring a most profitable development. This 
house had only small sheet iron heating stoves, and as 
for plumbing—the man who had a part in wrecking 


350%. 





Exchanged for new ones 


SD PEE EEE ERROR EELLLEEER EL Le 
They took an old house in 
Corvallis and remodeled it. 


The increase in value was 
more than 100%. 


The increase in rental was 


So much remodeling work 
was created that the un- 
employment problem no 
longer exists in Corvallis. 
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couldn’t remember for sure whether it had any plumbing 
or not. He remembered a kitchen sink and thought 
probably it had a “ramshackle lavatory,” but whatever 
was there was not even salvaged and was hauled away 
to the dump. 

Yundt & McKenna, plumbing and heating contractors, 
are installing one of the latest hot water heating sys- 
tems and a bathroom which is the last word in plumbing, 
the cost being estimated for both plumbing and heating 
at approximately $1,000 on the actual cost basis which 
is figured in the demonstration. It 
will be seen then that this would 
be a job of neat profit under an 
ordinary installation. 

The kitchen of this house was 
entirely removed, and is_ being 
made into a modern garage, which 
may be entered from the house. 
One extra room was added to the 
house and the interior made new 
from floors to ceilings. A beau- 
tiful rustic fireplace is included. 

The furnishing and decorative 
scheme of this house is to be car- 
ried out under the planning and 
supervision of the home econom- 
ics department of Oregon State 
College, which is located in Cor- 
It is expected that this 

will result in drawing even more 
public interest to this place than if these specialists were 
not employed. 


vallis. 


Some Results of the Program 


Does it pay a city to organize and carry out a Home 
Modernization program? Is there an actual increase 
in the building business? Corvallis says it does and the 
Chamber of Commerce replies with these figures, an- 
swering the query as to increase. 

Although modernization did not start until February, 
the total volume of business for the first six months of 
1930 over the same period of 1929 was $75,000, and 
exceeded the same périod of 1928 by $13,400. Both 
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these years were considered normal in 
these lines. 

Getting down still further to details, 
the January building permits for 1930 
were $4,700 below those of 1929 and 
$6,700 below those of 1928. With the 
advent of the modernization idea in Feb- 
ruary, permits rose in 1930 to $5,700 
above the February, 1929, figure and to 
$8,100 over February, 1928, figure. 
March, 1930, was slightly below the same 
month in 1929, but exceeded by $5,700 
March, 1928. Due to weather conditions, 
April was slow and some local factors 
dropped the figures considerably, but in 
May, 1930, building permits were $42,- 
O00 over May, 1929, and $7,000 over 
May, 1928. June exceeded June of 1929 
by $51,000. 

When the Chamber of Commerce and building com- 
mittees set a goal of $50,000 as their total for one year’s 
modernization program they felt they were handing 
themselves a tough hazard to shoot at, but to date a 
conservative estimate puts the program at least $10,000 
over the goal, with six months yet to go. 

It is admittedly difficult to tell just what the mod- 
ernization figures are, it is pointed out by those in 
charge, for the reason that many little improvement jobs 
do not require permits and are therefore not available 
in a report, although their total would be substantial, 
and there is no doubt that many of these are directly 
stimulated by this spirit of modernization which is in 
the air. 

The Chamber of Commerce reports that they do not 
have anyone applying to them for work, but that they 
do have contractors and others asking occasionally for 
help. The city did not expect to do more than take care 
of local unemployment, and if local labor is kept busy 
they feel a civic duty will have been discharged. 


Plumbing and Heating Benefit 


Yundt & McKenna have been doing a complete mod- 
ernization job of plumbing and heating in a Corvallis 
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This house was an eye-sore—va-~ 
cant, and rented liast for ten 
dollars 


home while the family are living in the house. In this 
place they took out a hot air furnace and installed a 
late type hot water heating plant. They tore out an 
antiquated bathroom and have installed one that is prac- 
tically perfect, all conditions considered. This is tiled 


' in soft colors of lavender and orange, with set-in tub, 


and all appointments the most modern. In the kitchen 
the old sink is being removed and an electric dishwashing 
unit is being installed. 

Probably the most interesting modernization contract 
which Yundt & McKenna have had is in a house about 
fourteen miles in the country. This house is more than 
seventy years old and is being remodeled for an Idaho 
judge, who expects to retire to this place, a family home- 
stead, and for this reason they are sparing no pains to 
make it comfortable and convenient. This house not 
only did not have a basement originally, but it is impos- 
sible to put one in, due to the site, which is so located 
as to make a basement exposed to river seepage. Ac- 
cordingly, the heating plant is being installed in the 
woodshed at the back and promises to function as effec- 
tively as in the most modernly built house. A very 
fine bathroom and kitchen are also being installed in 

(Continued on Page 117) 


When remodeled it sold for 
$5,500 and rents for forty-five 
dollars 
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He gets jobs at better prices 

He uses time payments 

He has no credit losses 

He expects a big year’s business 


Because he is 


Selling Remodeling 


A Story by HARRY L. GAINES, a Heating Contractor of St. Louis, Mo. 


interesting problems to work out,—not physical 

work alone, but mental work; foresightedness, a 
vision to see and understand the why of the present 
crashing and wrecking of many of our old methods of 
merchandising and the revolutionizing of every kind of 
business and merchandise, including heating contracting 
and heating equipment in general. 

This is a time when leadership is needed,—people who 
are fearless, and dare to go forward and make use of 
all resourcefulness, and go after good clean business. 
It will, for the next twelve months, take plenty of 
courageous character to steer through to a healthy, pros- 
perous business condition. At the present time there 
are sO many heating contractors who seem to be at a 
standstill, and undecided if to send for the doctor or 
for the undertaker. 

Of course this condition has not invaded the heating 


[xe heating contractor of today has some very 


ae 








—o 





business only, but every industry is undergoing very 
radical changes and all for the better—tearing down old 
institutions, old highways, old ideas, and replacing them 
with better ones. We feel that it is up to us to adjust 
ourselves, and our business tactics and methods, to fit 
into the new merchandising order of business. 


Charting a New Course 


Some time ago we mapped out a course that we 
intended to take. We felt that the years 1930-1931 
would be years of much business along the line of 
replacements, repairs, and new installations in old houses, 
and we planned to go strongly after this class of busi- 
ness. We also felt that many heating manufacturers 
and heating contractors, as well as other business con- 
cerns, were almost like the colored man walking through 
a cemetery at night—‘‘much scared and whistling.” 

We are firmly of the opinion that the people of 1930- 








Two views of the Gaines store. Left—the front entrance. Right—a side window 
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1931 do not, and will not, be sold on “price jobs.” 

For the past two years the people have been reading 
alluring advertised bargains of heating merchandise from 
general hardware stores and general merchandise stores ; 
and the people bought quite generously. We come in 
contact with the people who have purchased heating 
equipment from these kinds of merchandise houses and 
find them dissatisfied and disappointed, and ready to get 
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tising we want people to know that money will not buy 
any better quality products than we sell. 

About twenty years ago I began getting blotters 
printed and gave them to whoever I came in contact 
with, and “like bread cast upon the water” they sure 
have returned with the jobs. In the past few years we 
have had printed each year about 50,000 large, fine 
blotters. We are always very generous with them and 
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fire the boilers. 








“We installed hot water systems and the property was immediately in 
demand. At left is our truck unloading the job.” 





Men Nreestreneareoeer net eieeeeeeete ‘ al id sreneee 


future jobs done by qualified, established heating con- 
tractors ; who can be reached at all times for adjustment, 
repairs, or emergency work needed. This class of service 
is not usually found unless the material and work has 
been done by a reliable heating contractor. 


Remodeling Increases Business 


Since we have held firmly to the course that we 
decided to pursue we have increased our business be- 
yond expectations. We did more business during the 
months of March and April than we ever did at this 
time of the year, and on every job that we took for the 
past two months we were from $25 to $75 higher than 
our nearest competitor. 

We have a nice, large, well-located display room and 
we keep on display the very highest quality of heating 
merchandise, and nothing but the best. We let our 
prospects know at the outset that we do not keep, nor 
sell, any competition stuff or cheap merchandise. We 
never sell any second-hand merchandise. If we take 
in a boiler or furnace, we make some allowance for same, 
and break it up (except grates, which we keep for repair 
jobs). We inform our prospects that, in our estima- 
tion, they came to us because they thought we sold the 
very best products and would do a good job, and stand 
behind it; and that we desired to keep their confidence. 
If we sold several different grades of merchandise they 
would have to do the selecting and they, not being ex- 
perts, might go wrong. As we handle only top-grade 
merchandise, and depend largely on “mouth-to-mouth” 
advertising, there is very little chance of going wrong. 

All the merchandise we handle is fully guaranteed by 
reliable manufacturers (whose names are on the prod- 
ucts) which are well stabilized and seasoned; being well 
advertised in the reliable exclusively heating and plumb- 
ing journals year after year, such as Domestic ENcI- 
NEERING and other high-grade journals. In our adver- 


“We furnished the solution—Automatic 
stair doors (as shown at right). 





“A property owner had some fine flats vacant, but they had 
been built without inside stairways. Therefore, the owner saw 
no use of installing heat in the flats because desirable people 
would not go outside to the basement to 
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never overlook an opportunity of giving blotters to any- 
one wanting them. It is not unusual for people to 
telephone us, write us, or call for a new supply of 
blotters. We are pretty well known by our good blotters. 

One of our best mediums of advertising is our large 
trucks. We usually have from twelve to fifteen cars. 
Some people say that they see them everywhere, and 
so often, they think we have several times fifteen cars. 
We have large, late model, panel trucks, keep them 
clean and well painted with spectacular advertising. They 
are large moving heating billboards and most people see 
them when in their neighborhood. They pay for them- 
selves. 














Selling Efforts 


For many years we have been using the telephone 
directory. We began with one advertisement, and our 
next issue, I believe, carries twenty advertisements in 
it. If the telephone directory was not a paying propo- 
sition we would not have increased our advertisements 
each year. We are listed in every heating department 
of the telephone book, and people having heating troubles 
can reach us very quickly. Whenever we do any adver- 
tising we prepare to be able to take care of the job 
called for, as service is the big word at present. So 
like the fire department, when we hear the telephone 
ring we're ready to go. 

Our experience with direct mail advertising has been 
fairly good, but we have not used it extensively. 

We have several branches in our business that we 
depend on that bring in good business for the other 
departments, such as chimney sweeping; also vacuum 
cleaning of boilers and furnaces, of which we get many 
good jobs through these connections. 

We look after the troubles of many of the coal dealers 
when they have complaints and we also look after 
troubles of many oil burner, gas burner and stoker com- 
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plaints; all of which brings us some very good jobs. 

At different times we have had salesmen to co-operate 
and assist in selling our jobs. But closing the deals of 
a heating contract is very different from selling other 
merchandise! We have found that the salesman can 
arouse the prospect to the point of signing the contract, 
but our experience is that many of our prospects will 
not sign with anyone as quickly as the member of the 
firm whom they expect to manage, or work on, the job 
from start to finish. We have taken many jobs from 
competing salesmen by simply informing prospects that 
they would have our personal attention until the job was 
complete. But our experience is much different, we 
believe, than most other heating contractors, as we have 
very seldom asked anyone for a job. We have really 
had no need for salesmen, as we reach the public in so 
many ways of advertising that prospects ask us before 
we have the time to ask them. This has been our policy 
since the beginning of our business. 


Time Payments Help Sales 


For the past three years we have used the deferred 
payment plan extensively, and have certainly sold many 
a job that we would not have sold if we had not used 
this plan. But selling heating merchandise on time pay- 
ments is different from selling pianos, radios, automo- 
biles, rugs, washing machines, vacuum sweepers, etc. 
The difference is that a tenant can purchase these arti- 
cles, as they are sold with a chattel mortgage, but you 
cannot.take a chattel mortgage on heating products. 

In selling heating products the purchaser must be a 
property owner, and not over-plastered with mortgages ; 
they must have the intention to pay and ability to meet 
their obligations. It becgmes our problem to find out 
the character of our prospects, and that is the big idea 
at this time. We certainly want to sell to everyone that 
is entitled to the privilege of buying on time payments, 
but we cannot, and will not, sell to people who are not 
in the habit of paying their accounts as agreed to. There 
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Saint Louis, Mo. 
May 6, 1930 
Mr. Harry L. Gaines, 
§100 Easton Avenue, 
St. Louis, Missouri. 
Dear Sir: 
I am writing you to tell you how proud we are of the hot 
water system which your company installed in our resi- 
dence. Our seven rooms are so evenly heated when with 
our old system they were not. 
I have not got over the pleasant shock of how it al] 
happened, and how it was completely installed and going 
within a week after the contract was signed. Little 
did we think of installing an entire new heating system 
in our home when I telephoned you to call as soon as 
possible to clean our old furnace. And to think that 
I already had my painter, also my paper hanger, engaged, 
and the day set to begin as soon as your cleaning job was 
done. 
When you informed me that you could not do a satisfactory 
cleaning job and did not want jobs where you could not 
give satisfaction and that you said a new furnace, with | 
some extra changes, were needed, I remember telling you | 
that if we did that much remodeling that we would get 
a hot water system. You said that your firm would be 
glad to give me an estimate on same. 
Well, I want to tell you we appreciate the fact that we 
have our new heating system which we would not have had 
any way soon if it was not for the cleaning call I asked 
for. 
Very truly yours, 
(Signed) Wm. Strunck 
4003 Lexington Ave. 




















A letter that speaks for itself, Note the date 


are many people today that are spending $200 per month 
when they are making $150 per month. You may won- 
der how that can be, but it is. But it would not be 
so if our heating contractors would co-operate more 
fully with the credit associations. 

There are many well dressed slick talkers (and those 
that do not talk make their, hypnotic influences felt) 
with very weak intentions to meet agreed obligations, 
or with purely dishonest motives who go about getting 
credit wherever they can; and many heating contractors 
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The Story of a Remodeling Sale ee 
to an Apartment House Owner | 


“This truck was called to inspect chimney flues and found three 
One was occupied at a very cheap 


out of four flats vacant. 
rental. 





They were nice flats, but were stove heated. We in- 





stalled four 
hot water 





jobs, and immediately there was a demand 


for the flats. 


“Above is the truck which we send on 
cleaning jobs. At left—our truck unload- 


ing the material for these installations.” 
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get hit, some pretty hard. Here is where the credit asso- 
ciation comes to your rescue, if you will make use of 
it at the proper time. We have been pretty fortunate, 
I reckon, because we have not been hit very hard. But 
it is not because some did not try to hit us. We used 
the credit association reports and were pretty well pro- 
tected. When we are called to estimate on a job we 
immediately get the full name, the address, and telephone 
number. We can then get a preliminary view, if it is 
a desirable prospect. We find that an hour in going 
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The system we have for selling radiator heat is very 
simple and the charges for carrying are very reason- 
able. Many people who can afford to pay cash for their 
heating systems take the time payment plan because the 
charges are so reasonable that they can invest their cash 
in their own business, to better profit for them. 


Checking Up Credit Risks 


In order to look up our prospects as quickly as possible 
we use the telephone directory for correct names, ad- 














“At right is our truck unloading the material.” 


A Trouble Job Leads to 


Another Remodeling Sale 


“The furnace smoked through the registers inthe house and the 
people telephoned for a cleaning job. 
Our trouble shooter found a defect: 
ive furnace. The picture at the left 
shows what we ‘found when _the 
radiator was taken off. A complete 
hot water job was then installed to 
replace this cheap grade furnace. 








over things in a general way with the prospect, indi- 
rectly getting most information needed to learn if a 
good risk or not, is an hour well spent. We usually 
find out how they feel they want to pay for the job, 
as we do not offer time payments until we feel sure 
they will not pay cash. Then we tell them that we 
have a finance plan, that is based on common-sense, 
which we can offer to anyone who is in the habit of 
paying his accounts. 





/ 
| 
| Saint Louie, Mo. 
May 6, 1930 
Gaines Heating Company, 
5100 Easton Avenue, 
St. Louis, Missouri. 
Atten. Mr. Harry L. Gaines. 
Dear Sir 
We are certainly glad that we had your company instal] 
Hot Water heat in our flats. 
We could not keep tenants lately because desirable 
tenants did not want to use stoves. The tenants that I 
could get put no valuation on our property and wanted 
rent so cheap that I could not keep up the property 
decently. 
When you began installing hot water heating systems in 
our flate a demand was created immediately. I had many 
inquiries so that I could select my tenants. 
I now have good tenants and six dollars more a month 
than I could have rented the flate for without heat, with 
no takers. 
We certainly made no mistake when we had your firm 
install the hot water heat. 
Yours truly, 
(Signed) Mrs. Minnie Wermke 
5243 Wabada 














Another letter of recommendation of recent date 





dress, and telephone number. We have the latest city 
directory to find the business or place employed. We 
are members of the different credit bureaus and get 
reports on prospective jobs. We realize that many 
people will find a way to get a new fine automobile 
every two years and they will be in line at a picture 
show several times each week, but will let their names 
be rated as very slow pay. We feel that we are doing 
the right thing to politely and firmly let these people 
know that if there ever was a time in the world’s history 
when character (a good name) meant anything it is 
right now. In the past royal “blue blood” counted, or 
if you had property you were all right. But today no 
matter what you have, or who you are, if you are in 
the habit of paying your bills we want your business. 
But if you are not in the habit of paying your bills we 
do not want your business. 

We find that we are doing more business, and better 
business, by doing plenty of the kind of advertising men- 
tioned in this article. We fearlessly select our trade— 
those that pay cash and those that are entitled to time 
payments; and the others we frankly inform that they 
either pay us at least one-half in advance and balance 
on completion, or we refer them to a loan company to 
borrow from if they can; or else they give a deed of 
trust on the property. But we refuse to take the job 
unless we know where and when we get paid. 


Only Three Suits for Payment 
In all of our business experiences we have had to 


sue only on one note and put two mechanic’s liens on 
(Continued on Page 118) 
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PLUMBING & HEATING 


MERCHANDISING 








There is business 
for the contractor 


in the 


| “Remodeling Field! 


Here 5a 


Store that 


and the best proof 
possible is in the 
experience of the 
men whose stories 
follow. They are 
“Asking ’Em 
To Buy” 


“Sells Out” Every Three Months 
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EPRODUCED with this story 
are two. photographs of win- 
dow displays in the establish- 


ment of Heuer & Bossard, 890 Rice 
street, St. Paul, Minn. ‘They indicate 
first of all, the policy of constant 
change in displays adopted when the 
firm first opened this store. Never 
less than once a month a complete 





change is made in the products dis- 
played, with due consideration yiven 
to the season of the year. Thus a 
constant stream of remodeling sales 
is made. 

The photographs have a_ turther 
interest because they indicate just 
what type of display this firm has 
found successful in attracting inter- 
est and actually selling merchandise. 
“Our experience shows that our win- 
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This newspaper ad was repro- 
duced as a handbill and dis- 
tributed 





dows do sell,” said Mr. Bos- 
sard in an interview. “For in- 
stance, merely as a result of 
seeing our window display, 
one man came in and gave us 
a job which amounted to fif- 
teen hundred dollars; and we 
didn’t have to bid against com- 
petition to get it. 

In the six-month period 1m- 
mediately following the open- 
ing ot this the com- 
pany’s business increased 
threefold over the correspond- 
the previous 


store, 
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A MODERN BATH ROOM 


A Little Down and A Little Each Month Puts Modern 
Ptumbing and Radiator Heating in Your Home. 


“Every fixture and ap- 
pliance is plain marked as 
to price and there will be 
someone to explain the 
many advantages of the 
various articles.” 

Then follows a bit of copy 
which shows how well these 
men understand the psychol- 
ogy back of the development 
of a community spirit: 

“Our faith in the North 
End and our belief that 
North End residents are 
as progressive and as 
much interested in new 
tendencies as residents of 
other sections prompted 
us to go to the expense of 
building these new show 





ing period of 
vear. That fact takes on 
added significance when one 


knows that during that same 
period of time it was said by 


HU mboldt 1672 


HEUER & BOSSARD 


890 RICE ST. 


HU mboldt 2002 


rooms. We have ample 
evidence that North End 
residents will buy what- 
ever is possible right in 





an association official that “the 
plumbers of St. Paul taced the 





Repair Work Given Special Attention 


their own neighborhood. 
To provide just one more 








most depressing business pe- 
riod in local history.” It was, as 
he added, ‘‘a remarkable statement,” 
under the circumstances. 


Turning the Stock Over 


Because of the nature ot the busi- 
ness which Heuer & Bossard have de- 
veloped, the store has become the 
center of their merchandising activi- 
ties. At least once in three months, 
Mr. Bossard reports, the entire stock 
in the store is turned over and a 
change is made in the display on the 
store floor. “That shows the public 
something new now and then,” 
Mr. Bossard, “and keeps the appeal 


of the store fresh.” 


Says 


As is the case in so many of the 
larger cities, various local communi- 
ties have developed a kind of neigh- 
borhood consciousness, helped by the 
publication of a local newspaper, and 
kept alive by the activities of local 
business men. 

When Heuer & Bossard opened the 
new the newspaper which 
serves their community carried a pic- 
ture of each of the members of the 
firm, and an article describing the 
growth of the company. In _ that 
samme issue a two-page spread of ad- 
vertising called the attention of the 


store, 


community to the new plumbing and 
heating store, extended an invitation 
to visit it on the opening day, and a 
description of the various merchan- 
dise which would be offered for sale. 
The introductory copy read: 


“gee. . the advances 
made by the plumbing industry 
to make your home life more 
convenient; your kitchen and 
bathroom more sanitary as well 
as more beautiful. New types 
of sinks, new closets, electric re- 
frigerators, compact, efficient 
boilers and artistic radiators. 


newest 


‘HEUER & BOSSARD 


Plumbing and Heating 


838 Rice St. Humboldt 1672 
ST. PAUL 


June 11, 1930 





Dear Madam 

We do more overhauling, 
installation of new heating 
ing the early summer months 
other time during the year. 

Folks have learned that “in time of 
peace prepare for war" --so far as their 
heating plants are concerned. 

We know of homes which have added 
40% to their renting value, and as much 
as 25% to their sales value, by install- 
ing a new radiator heating system. The 
public has learned that such systems give 
them pleasant, even warmth, fuel economy, 
comfort and added property value. 

Just fill in the following form and 
mail this letter back to us--we have some 
interesting information for you. 

Yours very truly, 
HEUER & BOSSARD 
call and inspect my heating 


repairing and 
systems dur- 
than any 


Please 
plant 
___Call and give me estimate on repairs 
___Give me estimate on overhauling. 
__..Give me estimate on new heating 


plant _New Boiler. 

Without obligation to me 
EE eRe eiakiesalialiiaiacs sas 
Address RN eee te eee ee owe 
re ree aleeaeel 


opportunity for our loyal 
neighbors to satisfy their needs 
at home we are going to this 
expense confident that our be- 
let in the North End has not 
been misplaced.” 

That copy, no doubt, had some- 
thing to do with the fact that 
throughout the day of the “grand 
opening” the store was crowded. The 
presence of the store and follow-up 
advertising in the local paper helps 
to account for cash store sales which 
run from four to five per cent of the 
total business done. 


Seasonal Selling Effective 


As mentioned previously, due at- 
tention 1s given to the season of the 
year in the display and selling activi- 
ties which center around the store. 
Various items which have been found 
to have the greatest interest are 
pushed at different times. During 
the spring and the pre-Christmas sea- 
son, washing machines and electric 
refrigerators make attractive offer- 
ings. During the summer, gas water 
heaters are pushed strongly, and dur 
ing September and October heating 
systems and accessories are stressed. 
At the same time, it has been found 
worth while to use letters like the 
one reproduced during the summer 
months, to secure heating work. 





A letter which invites the prospect to 
name his troubles 
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A window in color—fit setting for a 
beautiful lavatory 





Letters, cards and blotters carry 
the burden of the direct-mail selling, 
and their proper use has resulted in 
swelling the volume of sales. A par- 
ticularly clever series of blotters, with 
the kind of copy which is intended 
to win confidence for the service and 
the products the firm offers, has been 
found effective. 

It is to be borne in mind that by 
far the greater percentage of the 
work done by the firm is in repair 
and remodeling work—replacements 
of older types of equipment by mod- 
ern fixtures and accessories. Nat- 
urally, the direct-mail advertising and 
the newspaper space help bring the 
inquiries. From then on it ts a sell- 
ing job, and this phase of merchan- 
dising is not by any means neglected. 

An inquiry from an old customer, 
or a prospective customer, is only the 
starting point in the sale. It repre- 
sents, to the alert contractor, an op- 
portunity to exercise salesmanship 
and to serve both his own and his 
customer’s interest by 
thing more than a make-shift job. 
For example, one inquiry resulted 
from a mailing around Christmas 
time. New linoleum was’ to be put 
into the bathroom, and the home 
owner wanted some assistance in rais- 
ing the plumbing fixtures so that the 
new floor covering could be laid. The 
result of that inquiry was the sale 
of a new bathtub and a new closet 
combination. 


selling some- 
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Another home owner was having 
trouble in an old house due to the fact 
that the bathroom piping, put in a 
number of years before, was so ex- 
posed that it was constantly freezing 
during the winter months. What he 
wanted was a change in the layout of 
the piping. What he bought was a 
complete new bathroom installation. 

An example of the value of the 
store display was the case of a local 


butcher. The health department ot 


the city had informed this butcher 


that he would have to have 
means for furnishing hot water in- 
stalled. The local gas company sent 
out literature on the heater it handles. 
But Heuer & Bossard sold the water 


heater because they had it on display 
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in the store and the prospective owner 
could see it, without having to go to 
the downtown section. 


Remodeling Is Profitable 


It will be seen, therefore, that the 
firm takes full advantage of its op- 
portunities, and has increased its 
business profitably by keeping in step 
with the times. No particular atten- 
tion has paid to new work 
because of the conditions surrounding 


been 


it in the period since the store was 
opened. Out of a total of one thou- 
sand and sixty-five jobs in a year, 
than ten of them were in new 


less 
homes. In other words, repair and 
remodeling business 1s what 1s fur- 
nishing the material for growth, just 
as it furnished the profitable opera- 
tions which enabled the firm to open 
its store in a valuable location. 

The association official referred to 
above, curious as to the results at- 
the’ really fine displays 
characterize the store, asked 
about it. This is the answer which 
he quotes: “Floor have in- 
creased threefold, and strangers at- 
tracted by the window have given us 
first consideration on repair work. 
We are committed to the 
practices of the radio and automobile 
manufacturers and dealers in making 
sales to give discriminating color ef- 
the 
past plumbers have been content in 


tained by 
which 


sales 


successful 


fects to plumbing fixtures. In 


placing a fixture or two in the win- 





Another window with lavatory, ra- 


diator and QCCeESSOTTES 
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dow with a cold atmosphere, with no 
color effect from dangling ribbons of 
paper. Any fixture would look infe- 
rior under such conditions. Only 
when we see beauty in anything are 
we attracted to it. Consequently, suc- 
cessful merchandising today in the 
plumbing business depends almost en- 
tirely on appealing to the esthetic 
sense of your customer, and this is 
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particularly true in the case of 
women.” 

That, perhaps, is as good a sum- 
ming up of the reasons for introduc- 
ing color into plumbing and heating 
fixtures, and for making full use of 
that color in displaying it, as one 
could hope to hear. 

Faced with the problem of meet- 


ing the competition of the direct-to- 
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you houses, this firm has found the 
store a valuable asset. Likewise, 
when it is found necessary, Heuer & 
Bossard are willing to undertake to 
do plumbing and heating work under 
time payment contracts. They will 
carry their own paper on fifteen or 
twenty jobs at a time and have, thus, 
another weapon in meeting outside 
competition. 


How effective Specialty Merchandising builds 
Profitable “Modernizing” Sales 


ERMAN MUELLER, a 

plumbing and _ heating 

contractor, always has 
more than one string to his selling 
bow. For instance, there is the 
outfit bringing gas to homes be- 
yond the mains, the sale of which 
does not depend on new construc- 
tion. In spite of the fact that busi- 
ness was not good, so far as new 
plumbing was concerned, he has 
sold something like $7,500 worth 
of these outfits in the past few 
months, selling modern convent- 
ence to rural homes. 

First of all, Mr. Mueller is sales- 
minded. In other words, he ts a 
merchandiser as well as a plumber. 
And when you get right down to 
brass tacks, it is ability to sell that 
leads to business success. 

Like many “natural-born” sales- 
men, Mr. Mueller has no set rules 
of approach and cannot tell how 
he “lands the sale.” “A man just 
has to keep working, and if he uses 
busi- 


Fret 


his head he is bound to 
ness,’ seems to be his philosophy. 
The big thing, in other words, is 
to make the calls, and if this 1s 
done, prospects ‘are bound to be 
developed. Then keep on making 
and the will be- 
come buyers. must 
good thing to sell, and one must 
call on people whose financial cir- 


calls prospects 


(one have a 


cumstances permit them to make 
the expenditure. 

“When we sell merchandise or 
service we make it an object to 
sell satisfaction at the same time,” 
explained Mr. Mueller. “We are 
not satisfied until the customer is 
satisfied. Whatever it may be 





Electric signs attract attention to this 
corner store 


elsewhere, the building up of sales 
must with us be accompanied by 
the building up of a reputation.” 
Mr. Mueller’s place of business 
is located at 29 North Hamilton 
avenue, Mt. Healthy, Ohio, which 
is a village of about 2,000 inhab- 
itants, located a few miles north of 
Cincinnati. Here he has a small 
but very attractive showroom, with 
a neat and well-equipped office in 
the rear. In the front are two 
show windows, each with an at- 
tractive display, both of which are 
lighted up by flood lights at night. 
Steady Follow-Up Sells 
“Our prospects, of course, must 


be developed in territory where 


he 


fF 











gas is not available,” pointed out 
Mr. Mueller, “and therefore they 
are very much scattered. Most of 
them are developed through per- 
sonal calls, but there are some 
inquiries brought in by our adver- 
tising. As soon as a prospect is 
developed a card is made out, and 
from that time on our sales effort 
continues. These prospects are 
important, and therefore we keep 
in touch with them until either a 
sale is made or until it is certain 
that it is time to drop the case.” 
A sample card shows an inquiry 
received, and three calls made in 
thirty days. A gas outfit and range 
were sold on the last call. 

“We have compiled and placed 
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Inside the Mueller store—a place 
where things are sold 





in the hands of the manufacturers 
a good mailing list, and to these 
names they send letters and printed 
matter from time to time. We 
keep this list alive by adding live 
names from time to time and by 
removing dead ones. Besides this, 
we advertise in community papers 
which reach our territory, and we 
also advertise by means of signs 
along the road. 

“T spend much of my time on 
the outside, selling and developing 
prospects, and in this work I am 
assisted by salesmen whom I have 
trained in this work. At first a 
new salesman is allowed so much 
a week, as a drawing account, but 
if he does not develop ability in a 
reasonable amount of time he must 
be dropped. 

“T have sub-agents in several 
nearby towns, such as Harrison, 
Ohio. I do not leave it to these to 
‘work out their own salvation,’ but 
at frequent intervals I visit them 
and keep them ‘on the job.’ For 
instance, I go with them to some 
of their prospects, especially the 
difficult ones, and help them to 
close the sales which have been 
hanging fire. 


Persistence Pays 


‘Whatever success I have had 
in selling these gas outfits comes 
from continuous and persistent ef- 
fort to get orders, guided by a good 
follow-up system. This, of course, 
applies to the sale of other mer- 
chandise, such as ranges, electric 
refrigerators, and so forth. And 
of course we do not forget to try 
to get orders for plumbing as we 
vo along. 

“We make it a point to give 
everybody a square deal and we 
never over-sell a prospect. For in- 
stance, if a new range is not needed 
we do not push the sale of one but 
make the installation of the gas 
with the old range. In most cases, 
however, a new range is needed. 
But every installation made by me 
or by my sub-agents must be right 
In every respect and must give 
complete satisfaction. All of the 
men who make the installations are 
carefully trained and they know 
that they must do the work right. 

“One never can tell where new 
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business will come from. Not long 
ago we installed two new outfits 
in the homes of persons who said 
they might have to move to the 
city in a short time, and who there- 
fore hesitated to buy. In order to 
close the deals we agreed to take 
out the outfits in case this neces- 
sity arose before too much time 
had elapsed. In a little while both 
of these had to move, and I was 
asked to remove the outfits, ac- 
cording to my promise. 

“IT immediately called and com- 
plied with the requests. ‘Then, 
after the outfits had been removed 
[ sold two new gas ranges, at about 
$100 each, making a good profit 
on the deal. The two gas outfits 
were in good condition and they 
will also be sold at a profit.” 

That Mr. Mueller does a big 
business in these gas outfits is 
shown by the fact that he buys 
them by the carload. 

Just to show how Mr. Mueller’s 
mind automatically turns to sell- 
ing, the writer will tell about the 
way he sold an astonishing number 
of lawn sprinklers—so astonishing 
that the manufacturer wrote and 
asked him how he did it, because 
he was ordering so many. 

This is a three-way sprinkler. A 
part of its novelty rests in the fact 
that the stream can be regulated 
by a “simple twist of the wrist.” 
When these sprinklers arrived, Mr. 
Mueller did not merely put some 
in the show window and some on 
the counter and then sit back and 











wait for nature to take its course. 
He did not buy the sprinklers as 
ornaments, they were 
pretty. 


even if 


Going After Sales 


He bought them to sell, and he 
proceeded to sell them. He called 
in his salesmen and showed them 
the good points of these sprinklers. 
After he had sold the idea to his 
men he told them to go out and 
sell the idea to people who had 
lawns to sprinkle. 

In spare time and in the eve- 
ning everybody went out to sell 
sprinklers—Mr. Mueller, his sales- 
men, and his workmen. In just 
one week they twenty-five 
sprmiklers in that small town. 

While Mr. Mueller was showing 
one of these sprinklers to the writer 
a man came in and asked for one, 
“like his neighbor had bought.” A 


sold 


man who owns a hardware store 
in which sprinklers are carried 
bought one of these. 

“It is not hard to sell anything 
that has merit,’ said Mr. Mueller. 
“All one has to do is to have a 
good article to sell, backed up by 
a good reputation, and then go out 
and find people who need it and 
who are able to buy it. The big 
thing is to use intelligence and 
keep working.” 

Back of all this selling activity 
is the ability to adapt himself to 
the times. When new work be- 
came slack and unprofitable, Mr. 
Mueller had his specialties and 
their modernizing qualities to sell. 














who has 


Capitalized on 
service calls 


Doubled his 


business 


Increased his 
1930 adver- 
tising program 


¢ HE successful selling of 


plumbing and heating mer- 


chandise along with service 


is predicated on telling the story to 
the public and delivering that which 
is offered satisfactorily,” is the con- 
tention of W. A. Stillwaggon, 123-08 
Jamaica avenue, Hill, 
Long Island, N. Y., whose slogan 1s, 
“The 20 Minute Plumber.” “With 
the first of these essentials made easy 


Richmond 


by the constant improvements manu- 
facturers are making in materials, 1t 
only remains necessary to map out 
methods of approaching 
and establish an organization of me- 


chanics that is dependable,” he said. 


pros] ects 


“These facts have been impressed 
upon my mind from the time I opened 
a basement shop a little more than 
five years ago,” continued Mr. Still- 
waggon, “and each year became more 
firmly implanted. During this time 
[ have found as Yar as | am 
cerned that there is a far more ade- 


con- 


quate profit in the retail end of the 
plumbing business than there is in 
production.” 

Qutlining his activities since be- 
coming a master plumber, devoting 
himself exclusively to remodeling and 
repair work, he said: “I maintained 
my basement shop for a little more 
than a year; then moved to 122-09 
Jamaica avenue, where [ remained 
until a few months ago, when, having 
felt for some time that my business 
had got beyond my facilities, I had 
an opportunity to get my _ present 
store, which formerly was an auto- 
mobile display room.” 


“'Twenty-M 





Seesil 


Replying to the question, to what 
principally did he attribute the devel- 
opment of his business, he said: “Ad- 
vertising and a conscientious effort 
Elaborating on 
this, Mr. Stillwaggon explained that 
the latter problem was solved after 


to please customers.” 





More merchandise for sale—note the 
line of lavatories and the accesories 
above 














inute Plumber” 





A store for merchandising—note the 
line of faucets over the sinks 





he had found a capable, painstaking 
secretary, bookkeeper, stenographer 
and clerk in the person of a young 
woman who always gives one the 
feeling that nothing in connection 
with the business 1s too much trouble, 
and eight Iigh grade mechanics; 
while the former problem involved 
considerable experimenting with the 
numerous methods of getting his 
prospects effectively. These pros- 
pects are confined to Queens County, 
which has an area of 108 square 
miles with a population of 713,000 in 
1925, that has grown to approxi- 
mately 1,000,000 since then and prob- 
ably 7O per cent of whom live in 
their own homes. “Prior to a few 
months ago,” Mr. Stillwaggon said, 
“IT depended upon newspapers, thea- 
ter screen advertising, ‘direct mail 
and circular distribution by hand; but 
now a weekly radio broadcast is the 
most effective method.” 


Radio Brings Business 


Describing the broadcast arrange- 
ment, he said: “I use Station 
WEVD, which is on Long Island, 
fifteen minutes a week on Sunday at 
noon, which is a time when there. 1s 
little or no jazz music on the air.” 
The programs consist of orchestral 
arrangements of popular music, to- 
gether with an introductory and con- 
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One of the newspaper ads which sell 
“twenty-muinute” plumbing service 





cluding announcement of the name, 
address, telephone numbers and bust- 
ness, featuring the fact that modern 
plumbing and heating equipment is 
sold and installed by the sponsor of 
the program, W. A. Stillwaggon, who 
responds to emergency needs within 
twenty minutes after a call is received. 
Many times telephone calls of in- 
quiry are received immediately at the 
conclusion of the broadcast, he said, 
adding that fifty per cent of the busi- 
ness on Mondays is traceable to the 
same source. This entails the ex- 
penditure of a little more than a dol- 
lar per minute, he continued, and is 
a highly profitable investment, while 
newspaper advertising is next, with 
circular distribution third, and thea- 
ter screen advertising—which has re- 
cently been abandoned—negligible. 
With reference to newspaper ad- 
vertising, this contractor pointed out 
that he carries a four-inch one-col- 
umn ad in each issue of the “Kew- 
Forest Post,” a weekly reaching those 
residing in the Kew Gardens and 
Forest Hills sections, which is more 
select than any other, and classified 
ads in the Richmond Hill Record, the 
Queens County News and the Long 
Island Daily Press, all of which gives 
a complete coverage at a total ap- 
proximate cost of $100 per month. 
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heating service 


service. 


DAY PHONE 
VIRG. 0862 





Twenty-minute 
Plumbing Service ! 


is instituted and maintained for your con- 
venience to give guaranteed plumbing and 


24 hours throughout the day 
7 days throughout the week 
52 weeks throughout the year. 
Your next plumbing or heating problem will 


give you a fine opportunity of obtaining a 
sample of our guaranteed work and quick 


W. A. STILLWAGGON 


THE 20-MINUTE PLUMBER 
123-08 Jamaica Avenue 
Richmond Hill, N. Y. 


NIGHT PHONE 
VIRG. 8433 








The frequency of the classified ad- 
vertisements is dependent on_ busi- 
ness conditions. “That is to say,” he 
went on, “when a lull occurs in busi- 
ness I insert classified ads, with the 
usual result that some inquiries are 





A clever circular taking advantage of 
the census being made this year. The 
° ‘e. . a, 
cover carried the word “Census 


received from which we are able to 
secure some work.” 

The third method of creating pros- 
pective customer interest, that of cir- 
cular distribution by hand, is reverted 
to quarterly. This entails delivery 
from door to door of 50,000 timely 
circulars through having one of his 
men in charge of one of the trucks 
and a crew of about ten older boys 





PLUMBING 


INSPECTION FREE 


CENSUS 
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HEATING 
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Leaky Toilet Tank 
Leaky Faucets 
Leaky Pipes 


[] Rusty Water 

[]) Slow Water Pressure 

C] New White Toilet Seat 

[] New Chromium Nickel Sink Faucet with 
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Soap Dish 


} The Nickel Pipes in Bathroom are turning 


green 


} Sluggish Drains 
] It takes too long to heat the water 


Additional Lawn Connection 

Put those wash tubs in the Cellar 
New Kitchen Sink 

Gas Range for Cellar 


} Little Coal Laundry Stove 


Move the range boiler to cellar and make 
connection to heating plant for hot water in 
winter 


|} Drain for washing machine 
] Does your water heat automatically? 


Fill out and return this census card. 


Day Phones 


s ket 


a rmeeaertirTs 


heed he | he 


|} Do you get sufficient heat? 
“]) Do you want more heat using your present 


i) 


facilities? 


) Have you had your heating system overhauled 


for next fall? 


Do you get sufficient hot water while steam is 
in use . 


| Is your hot water rusty? 
| Has your chimney been cleaned? 
() Has your smoke pipe been renewed? 


| a | 


eo") 
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Are all radiator valves securely packed? 
Do certain radiators bang and knock? 


| Is the heat regulated automatically? 


Are you interested in gas heat? 

Are you interested in oil heat? 

How about an additional radiator in sun 
porch? 

Are any sections in your heating boiler 
cracked? 


Are you interested in a new installation? 
Does the heat come up slowly in the morning? 


) Is the water line unsteady? 


It will bring our representative 
who will call to analyze your plumbing and heating problems. 


W. A. STILLWAGGON 


Night Phone 


‘‘The 20 Minute Plumber’’ 
123-08 JAMAICA AVENUE 


ViIRginia 8433 
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who are paid by the hour. The cost 
is in the neighborhood of $100 each 
time. Examples of the timeliness of 
the circulars are evidenced in one dis- 
tributed during last December, offer- 
ing practical Christmas suggestions in 
plumbing and heating equipment, and 
one distributed in March of this year 
just before the census was taken. To 
be assured that the circulars would 
be read, Mr. Stillwaggon designed a 
folded white piece of paper with the 
word “Census” in black type down 
the center and on the inside the cap- 
tion was “Census Your Plumbing and 
Heating,” listing about forty ques- 
tions covering various system difh- 
culties which might be checked and 
returned, thus presenting a prospect. 
Average returns per 50,000 are 50, 
from which about 30 jobs material- 
ize. “Through these methods,” Mr. 
Stillwaggon said, “I nearly doubled 
my 1928 business during 1929, when 
my volume was in round figures $65,- 
000, and I expect 1930 to be even a 
bigger year despite the start which 
though generally poorer than the first 
quarter of 1929 is satisfactory to me; 
in fact, enough to warrant my 1n- 
creasing the $1,800 advertising ap- 
propriation of last year to $2,400 this 
year. Mr. Stillwaggon makes it a 
point to answer personally all in- 
quiries, whether from advertising or 
leads uncovered by his men while do- 
ing a repair job in the home of a 
customer. 

In connection with the maintenance 
of the “20 Minute” service he pointed 
out that two of his men take trucks 
home with them each night and re- 
spond to calls at any time, as do any 
of the others. All that is required 
is the relaying by telephone of emer- 
gency calls, of which there are an 
average of four each week. Still one 
other important feature of his busi- 
ness 1s tidiness, and to insure this 
feature one of the men in the organ- 
ization is a carpenter, clever at tile 
setting and plastering. His chief 
duty 1s to make openings where they 
are necessary and close them up after 
a mechanic has completed repairs to 
a plumbing or heating system. The 
men are all trained to clean up thor- 
oughly at the completion of each job, 
a rule that has paid well because cus- 
tomers recommend the Stillwaggon 
service to friends. 

The capitalizing of service calls 
shows here as an important source of 
a volume of profitable remodeling 
and replacement sales. 
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Summer Heating Plant 


Inspections Boost Sales 
SSE RC RNR ie RRS AAA 





WE MAKE HOUSES INTO HOMES 





Think Now of Next Winter’s 
Warmth! 


_ In the past winter you have learned how expensive 
it is to put up with an inadequate and out-of-date 


heating system. 


And how uncomfortable! 


NOW is the time to call us in for a thorough 
inspection of your premises. Let us give you terms 
and estimates on a new radiator-heating plant, or an 
entire overhauling of your present system—no 


obligation to you. 
Don’t put this off. 


MAIL THIS COUPON 


Call and inspect my heating plant, without obligation to me. 


Give me estimates on 


[_] New radiator heating system 


|_] Overhauling my present plant 


Address 
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C. H. BABB & COMPANY 


106 Exchange Street, Bangor, Maine 


PHONE 1111 





| It Pays to MODERNIZE Your Plumbing and Heating 








H. BABB & COMPANY, 
plumbing and _ heating 

® engineers and contractors 

of Bangor, Me., are introducing 
very effectively a coupon plan in 
the development of heating busi- 
ness for the summer and fall. The 
coupon is being used in conjunc- 
tion with all advertising used by 
this firm in the local newspapers 
and also in folders. The slogan for 
a campaign which has been started 
by the Babb concern is, “Think 
NOW of Next Winter’s Warmth!” 
Through the coupons, cut by 
householders from the newspapers 
and folders, C. H. Babb & Com- 
pany, have established hundreds of 
new contacts. These leads have 
resulted in many orders for instal- 


lations of new heating systems and 
for overhauling existing plants. 


A Good Coverage 

The special advertising has been 
distributed through central and 
eastern Maine, and _ particularly 
within a radius of about twenty 
miles of the Bangor store and 
workshop of the Babb firm, includ- 
ing Bangor and the smaller nearby 
communities. 

A selected list was compiled of 
persons who might be prospects 
for new heating plants, or, at least, 
for revamping old systems. The 
fact that there was no obligation 
either to buy or have the old plant 
overhauled, was an inducement to 


many of the householders who had 
(Continued on Page 156) 
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Some of the previous remodeling ads used by plumbing and heating contractors to secure business 


For the contractor 


Ten Remodeling Advertisements 


Here are ten more newspaper advertisements on 
remodeling. When DOMESTIC ENGINEER- 
ING produced its first campaign like this, con- 


N OUR last issue we referred to a 
tractors used it to reach a total circulation of 


contractor who, finding business 


harder to get this year increased 
his advertising appropriation by more 
than fifty per cent. In this issue, in 
ihe “Plumbing and Heating Merchandising” section you 
will find the story of a man who is confident of increased 
business this year because he has increased his ad- 
vertising appropriation. 

These contractors are on the right track. What 1s 
needed at a time like this is not only an increased 
selling effort, but a more carefully directed effort. 
It will be perfectly obvious, for instance, that if the 
whole merchandising campaign is directed toward 
trying to interest those who intend to build new 
homes, the results would be small because there is 
little new building being done. 


Old Homes Offer Business 


Where, then, is the market for plumbing and heat- 
ing goods? Obviously in the old home market. New 
business from old homes is what is furnishing the 
volume and the profit for the contractors alert to 


’ 
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7,000,000 people 


their opportunities. The two contractors mentioned 
above hardly ever do any new work. They have 
directed their efforts toward modernization—remod- 
eling the plumbing and heating equipment in the old 
home. They make a strong effort to secure repair 
work, knowing that every repair order is a potential 
sale for new fixtures and accessories and specialties. 

In order to assist its readers, DomMEsTIC ENGINEER- 
ING has again completed a series of carefully written 
remodeling newspaper advertisements. In the three 
pages which follow will be found ten of these adver- 
tisements—five on heating remodeling and five on 
plumbing remodeling—all directed at the one really 
profitable market today. 

No better proof of the value of such advertisements 
than the statements of contractors who used the 
similar campaign prepared by Domestic ENGINEERING 
two years ago. At that time, from all over the coun- 






































“Release her, Villain!” 
—a modern (plumbing) application 


In those homes where the plumbing 
equipment was installed when ‘Nellie the 
Beautiful Model’ was the nation's idol, the 
housewife is as often in need of release as 
Nellie. 


She needs release from the drudgery of 
corners and floor surfaces hard to get at 
around the old-fashioned tub—from a sink 
too low for comfort; from antiquated 
methods of heating water. 


Phone us for help in whatever “release ’ 
your housewife may need. 





Heating plants—like children— 
are at their worst before guests 


As the son and heir just wont recite his 
‘piece when there's company so, often, the 
old-fashioned heating plant gets tempera- 
mental and visitors find the house too hot or 
too cold 


Radiator heat, with modern, automatic 
control, isn't temperamental. It “speaks its 
piece in complete obedience to the needs of 
the family. 


May we show you how to modernize your 
heating equipment? Just phone. 
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Are you the fireman at your office? 


Of course not! You can't say to a business 
caller, “Pardon me while | put some coal 
on. Yet how often does the housewife 
have to leave some important household 
duty—perhaps the preparation of a hearty 
cold-weather meal for your home-coming 
to wrestle with an out-of-date heating plant? 


Automatic control is the modern idea in 
heating. It means comfort, convenience, 
economy, and greater efficiency in house- 
hold matters. May we explain? Just phone. 





In a kitchen sink 
it’s comfort and convenience 


Give a good housewife—or her maid 
an old-fashioned kitchen sink and you 
lower her efficiency, subject her to the strain 
of over fatigue—and you may find your 
evening meal late or otherwise unsatisfac- 
tory. 


The modern kitchen sink is adjustable— 
no more bending over a sink too low for 
comfort. Double drain board and its chro- 
mium swinging spout faucet—but let us 
show you the sinks in our display. 
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Does your over-night guest 
use the family bathroom? 


Does your guest slink into the bathroom 
feeling guilty? Where there is but one 
bathroom, the guest is embarrassed, the 
family schedule overturned, and every one 
is more or less uncomfortable. 


The extra bathroom furnishes the solu- 
tion. Besides, it would be a tremendous 
convenience to the family—and a great 
help in selling the house. 

Phone and well show you how to fit an 


extra bath into your home. No obligation, 
of course. 

















Which do you control—your 
temper, or your heating plant? 


It's much less wearing to control the 
heating plant. And it can be done with a 
smaller degree of variation than most of us 
can control our feelings. 


The supreme characteristic of modern 
radiator heat is effective control giving 
uniform temperature; no waste of fuel: and 
you transfer “fixing the fire’ to the auto- 
matic controls. 


We re specializing in modernizing heating 
plants. A phone call will bring the desired 
information. 














he isn’t dummy— 


he’s “fixing the fire” 


You may have a chance to make game 
and win the rubber—but if the heating 
plant isn't automatically controlled, it’s 
very likely that just about then one of your 
guests will remark that its too hot or too 
cold. And down you go into the basement. 

With radiator heat we can guarantee you 
steady warmth, fuel conservation, and 
convenience such as you ve never known. 


Just phone. 





Efficiency, sir, begins at home 


When a man comes to his business in a 
grumpy mood, it may well be that so simple 
a thing as a vigorous shower would have 
changed all that. 


The shower is one of the modern ideas in 
plumbing equipment, ministering to per- 
sonal efficiency. We can build one into your 
present bathing equipment—and no doubt 
suggest other comforts. 


Just phone and well send a competent 
man to discuss the matter with you. 
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try, came requests from plumbing and heating con- 
tractors for the advertisements. In the period of the 
ten-week campaign, the advertisements as used by 
these contractors reached a total newspaper circula- 
tion of well over 7,000,000 people. And letters from 
the contractors who used the campaign told of sale 
after sale made as a result of the campaign. 


As one contractor wrote: “I believe these mats 
are the best and cleanest cut advertising we have 
ever had.” Another contractor wrote: “It may be of 
interest to you to know that we have secured excel- 
lent direct results from the use of the ten advertise- 
ments sent us for the remodeling campaign.” The 
campaign brought remodeling work in eight homes 
and was instrumental in securing the job of furnish- 
ing the latest in plumbing ware for a model home 
bui't in his city. He concluded: “Today is the fif- 
tieth anniversary of the establishing of this business, 
and with the steady use of the helpful ads in each 
number of your magazine, as well as those issued 
for special campaigns from time to time, we feel, that 
the next fifty years will not be the hardest.” 

This is a time for aggressive selling—the time to 
“Ask "Em To Buy’—and for carefully directed sell- 
ing. The experience of contractors all over the coun- 
try shows that the big market for profitable work is 
in the old home—in remodeling or modernizing work. 
Those who are directing their selling efforts toward 
the old home, calling the attention of home owners 
to the possibilities of modernization, are getting 
profitable business. 
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Color in the bathroom? 
.. We’re surprised ourselves! 


As Harry Lauder sings, “were surprised 
oursel's at times at the beauties of color 
harmony in the modern bathroom when we 
go to make the final inspection. 


It s a keen satisfaction to the hostess, too, 
to know that she has this most modern of 
surprises in store for her visitors. 


Were replacing many old bathrooms in 
color and you will be interested, we know, 
in seeing some of them. Just phone. 
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Use These Advertisements 

The ten newspaper advertisements which are 
shown in these three pages will be sent to plumbing 
and heating contractors at our cost—25c each—or 
$2.50 for the ten mats. Contractors who specialize 
either in plumbing or in heating only, may, of course, 
order only the five advertisements which apply to 
their branch of the business. 

All that is then necessary is to hand the mat to 
your newspaper, with instructions as to running 
your name, address and telephone number. The re- 
mainder of the job is done—the whole ad is con- 
tained in the mat as we send it out. 


The copy in this series follows the same general 
lines as that in the first series, which was used so 
successfully by plumbing and heating contractors. 
There is just a touch of humor in each of the adver- 
tisements—enough to disarm the reader and get him 
into the copy before he quite realizes that he is actu- 
ally reading your ad. And the copy is short, to the 
point, and aimed in each case at securing inquiries 
in connection with remodeling work. 

Read over these advertisements; send in your 
order now for your set of ten mats. They will be 
shipped to you promptly and you can begin to make 
use of them in order to secure remodeling work in 
your community. Notice, too, that the copy may be 
used on blotters or for letter enclosures—and that 
-ach advertisement may be made the basis of a sales 
letter to be sent out at the time you are using that 
particular ad in your newspaper. 



































Where’s his mother? 
—tending the fire 


[t got too cold, or too hot, and his mother 
had to make another trip into the basement 
to fix the fire. She'll hear the thump when 
he falls—and will blame herself. 


But she wouldn't have to leave him alone 
half a dozen times a day in the winter if the 
heating plant were controlled, automatically, 
from upstairs. 

We're specializing in modernizing heating 
plants. A phone call will bring particulars, 
without obligation. 
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Exclusive with Hays, 
The Double Seal. 
A 45-degree seat plus 
a 90-degree seat. 
Patent pending. 
Also exclusive with 
Hays——the only 
standard threaded 
fittings that will 
tie in with 
present plumbing. 





DOUBLY GUARDED 
AGAINST PLUMBING LEAKS 


HEN you recommend a copper plumbing system installed with 

Hays Double Seal Connections, you provide wisely for the future 
protection of the house. Not only a practical, more flexible system, but 
one that is permanently leak-proof. Every point of connection doubly 
sealed. A 45-degree angle that grips the pipe like a vise. An added 
90-degree angle that locks and seals it firmly in position, resisting all pulls, 
strains, shocks and vibrations . . . Send for “The Hays Copper Plumbing 
Method,” a helpful book describing this modern method in full detail. 


HAYS MANUFACTURING COMPANY, ERIE, PA. 


HAYS 


DOUBLE SEAL CONNECTION 































































lig. I—The Y. M. 
(. A. Hotel in Chi- 
engo, the owners 
of which found it 
necessary to pro- 
vide modern 
plumbing accom- 
modations for its 
guests 















Row 
Short-Cuts Made 
a Big Remodeling 


Job Profitable 


By Wm. W. STEVENS 








Hk remodeling — 
of the Young 
Men's Christian 

\ssociation Hotel in 

(hicago, a_ nineteen- 

story building, is an 

outstanding instance 

of the recognized im- 

portance ot modtlern 


Systematic planning made 
this job profitable 


Contractors conferred with owners’ engi- 
neer on preliminary plans and specifica- 
tions, thus obtaining a thorough knowl- 
edge of conditions with the privilege of 
making suggestions. 


When labor was being estimated, the contractor, his esti- 
mator and the foreman who was selected to supervise the 
work came together and set the working time. 


The successful bidder prepared his own detailed plans, to sup- 
plement the architects’ plans, which he had the owner 


Lengths for pipe over two inches in diameter were measured 
from an actual typical set-up in the contractor's office, and 
were delivered to the job cut to size and threaded. 


Careful planning and headwork on the part of the foreman 
caused perfect connection into old pipework. 


modations ol 
this kind led to 
remodeling. 


While the pro) 


Complete preliminary distribution of material on every ect was still in 
floor saved time in erection. 


the development 
stage, before any 
plans were drawn 
or any _ altera- 











and attractive plumb 
ing. [The demand, 
coming from a hotel, indicates the demand of the 
traveling public and, in turn, indicates the existent 
standards throughout the country. This 1s espe- 
cially so, since the hotel was built for the purpose of 
providing comfortable and sanitary, although necessarily 
plain, accommodations for men travelers, coming to 
Chicago, at a very low cost. 

tach floor contains a general wash room, that shown 
in lig. 9 being typical, consisting of lavatories, toilet 
stalls and shower compartments. The entrance to the 
wash room is shown in the end wall and the toilet and 
shower stalls are to the right, only the door openings 
being in view. As onlv a section of the hotel is being 
remodeled at this time, the general wash rooms will 
continue to serve. Objections on the part of a con- 
siderable proportion of the hotel guests to public accom- 


tions were made, 
several contrac 
tors were called in by the engineer of the building 
to assist him in working out the space requirements 
for bathrooms and piping, and in working out the 
general mechanical features, together with approx 
imate prices. After all of the preliminaries were com 
pleted, the architect for the Y. M. C. A. organization 
drew plans and specifications and received compett- 
tive figures to remodel portions of the building cov 
ering the installation of sixty water closets and 
lavatories and forty showers. Noble & Thumm of 
(hicago were the successful bidders, and when they 
received the award of the plumbing contract, the first 
thing they did was to make a detail drawing of the 
complete mechanical layout showing all of their 
work. The details were then approved by the own 
ers representatives. 
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YOU DON'T 
HAVE TO FIGURE 
THE PITCH 
OF THE TUB 
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saved time, the bigger profit which this 
Scovill 2” waste and overflow pictured 
here, gives you. 


JU coved ti figure the easier installation, the 


The ball-shaped elbow at the top makes it easy 
to fit this fixture to any pitch or make of tub 
and saves 4 lot of your time. So does the heav'y 
cast Tee at the bottom, which has very deep 
slip joints that largely eliminate fussy, time- 
wasting preliminary fitting. Slip nuts and 
special tapered conical brass washers provide 
watertight seals. Tubing is of well known 
Scovill Brass, No. 17 Brown and Sharpe gauge. 


Scovill superiority is the result of years and 
years of work. Manufacture of the finest brass 


goods of all kinds, and a thorough knowledge of 
all production methods, make it possible for 
Scovill to give you, in their entire line of 
Plumbers’ Brass Goods, just such time-saving, 
profit-making features as are incorporated in 
this 2’’ waste and overflow. 


The fact that Scovill Fixtures are high in 
quality doesn’t necessarily mean that they're 
high in price. There’s no need in risking your 
reputation and your profits for the few cents 
you might possibly save by buying inferior 
quality goods. In the comprehensiv® Scovill 
Line you'll probably find just what you want 
get acquainted with it now-—if you aren't 
already so. Send for catalog. 


Plumbers’ Brass Goods Division, Scovill Manufacturing Co., Waterville, Conn. 
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alves ~ Shower and Bath Fixtures ~ 
Tubular and Miscellaneous 


Plumbers’ Brass Goods , 
A COMPLETE LINE / 
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CADWELL No. 10 NON-ADJUSTABLE AIR VALVES 


Aisi 


Needs 
istie 





















Owners of buildings lose thousands of \ ‘Cadwell No. 10 closes the instant 
dollars yearly heating their buildings 
simply because good valves are lacking 
on the system. You can save much of 
this loss for the building owners in your 
territory. Show these people The 
Cadwell No. 10 Non-Adjustable Air 
Valve. Tell them how it will cut heat- 
ing costs and increase heating system 
efficiency. 


steam comes in contact with the 
thermostatic float. The diaphragm 
expands and lifts the float and valve 
pin into the seat, and saves your cus- 
tomers’ money and gives them more 
heating comfort. These valves also 
made in \%-in. and 14-in. bottom out- 
let for return lines. 





i 


We will be glad to give complete information 
upon request a al 


BEATON & CADWELL MFG.CO. 


Sstablished 1894 
NEW BRITAIN, CONN. 
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rig. 2—Piping behind the walls of Fig. 3. 
This constitutes one of three sets of soil 
and vent stacks 


The remodeling called for the installation 
of three individual sets of soil and waste 
stacks. Two sets accommodate double in- 
stallations of lavatories, water closets and 
showers and one set of stacks accommodates 
a double installation of lavatories and water 
closets. This is shown in the plan designated 
as Fig. 4. The actual roughing-in on a 
typical floor for the first mentioned set of 
stacks is shown in Fig. 7, and the typical 
roughing-in for the set of stacks serving 
only water closets and lavatories is shown 
in Fig. 2. Fig. 8 shows the finished effect 
and corresponds with Fig. 7; and Fig. 3 
corresponds with Fig. 2. As will be ob- 
served from the illustrations, the water 
closets are the wall hung vitreous china 
type equipped with flush valves. The lava- 
tories are also vitreous china and are sup- 
ported by concealed wall hangers. 

The improvement extends over one cor- 
ner of the building and is from the tenth to 
the nineteenth floor, inclusive. The entire 
section was turned over to the workmen 
and all of the work progressed as a single 
unit. 

It was not necessary to complete one 
floor before the next was opened to the 
remodeling work as is often the case in work 


of this kind. 
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Model Set-up Erected in Office 


The entire job was well organized and serves as 
an example of excellent planning. As has already 
been stated, complete detail plans were prepared in 
the office of the contractor as soon as he received the 
contract. These plans were approved by the own- 
ers’ representative. The estimator then went to the 
job with the superintendent who was to be in charge 
of the actual work and together they measured the 
exact height from finished floor to finished floor from 
the tenth to the nineteenth floor. This height was 
obtained by punching holes in.the floors and drop 
ping a steel tape through to the lower floor. Then 
exact floor measurements were made and the exact 
space which each bathroom was to occupy was de- 
termined. With this data, they went back to the 
contractor’s office and on the floor of the estimating 
room they drew to full scale the partition lines of 
the bathrooms. Sample fittings were obtained and 
these were set up on the office floor in proper rela 
tion to the partitions and each other and the exact 
lengths of pipe over 2 in. in diameter were measured. 


Pipe Lengths Cut and Threaded Before Delivery 


As a result, it was possible to order pipe cut to 


Fig. 3—The finished effect. This view corresponds with Fig. 

2. The second lavatory and water closet discharging into the 

common stack is on the other side of the wall serving an- 
other bedroom 
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Fig. 4—The architect's drawing of the remodeling work. 
When the contract was awarded, the contractor drew supple- 
mentary details on which he obtained the owner’s approval 
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length and threaded for the entire installation. The 
weight of the first delivery of pipe handled in this 
manner was twenty-four tons. When the pipe and 
fittings were delivered to the building, the working 
foreman and a helper, with the co-operation of the 
elevator operator, carried the material into the build- 
ing, elevated it to the various floors on which it was 
to be used and distributed each piece to its respec- 
tive section where it would be ready for immediate 
erection. 


Actual Time Records 


All of this was done before a single piece of pipe 
was connected to a fitting. 

Up to this point the time charged against the job 
was as follows and nothing was yet accomplished on 
the actual pipe fitting: 

One-half day on job getting story heights and 
measurements (estimator and foreman). 

One and one-half days in office measuring lengths 
and billing material (estimator and foreman). 

Two days unloading and distributing pipe (fore- 
man and helper). 

One day unloading and distributing fittings (fore- 
man and helper). 

This totals: Estimator, 2 days; foreman, 5 days; 
helper, 3 days. 

A total of ten man-days had been spent and noth 
ing had been done in the way of pipe fitting, but 
everything for the roughing-in was in place, pipe 
over 2 in. in diameter was cut to length, threaded 
and within arm’s reach of the pipe fitters. The wis- 
dom of the careful planning and elaborate prepara- 
tion work was proven when the work was started. 
Two men were put to work on each set of stacks, 
making a total of six men. As the work progressed, 
this number was reduced to four, and after the 
roughing-in was completed only the foreman and 
his helper were retained on the job. 

In estimating the probable time for the labor, a 
consultation was held between Mr. Thumm, the 
estimator and the foreman. While the job pro- 
gressed, the estimated labor was checked back 
against the actual labor and it was found that the 
job ran as estimated. 


Down-feed Water Supply 


There were many features about the original 
plumbing installation which made the remodeling 
much easier than it might have been under nor- 
mal conditions. One of the outstanding features of 
the plumbing which facilitated remodeling was the 
hot and cold water supply system, it being a down- 
feed job. The hot and cold water is pumped up tc 
the attic of the building, where there are storage 
tanks. The hot water lines are made up of a two- 
pipe system, which allows natural circulation of the 
hot water as the fixture outlets are taken from the 
return line. In this way the upper floors receive 
hot water first and the lower floors receive it only 
after enough water has been heated to cause circu- 
lation or when sufficient water is drawn off to pull 
the hot water down. The function of the pump is 
to maintain static pressure sufficient to force the 
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When You’re Buying | 
Copper Tube Fittings —\ 


Remember the M.I.F. Trade Mark. It is still 
the sign of the same high quality that has 
marked all Malleable Iron Fittings 
Company’s products, throughout the 
y ears. » » » » » » » 
















And now, when owing to the compara- 
tive newness of copper tube plumbing 
you must be doubly sure of the fittings 

you install, the M.I.F. mark should 
more than ever be your guide to safety. 





The Double 45° seat , ° 

is the dominant rea- Don’t gamble with profits and with 

son for unusual wear, . 

ey ofthis henge customer satisfaction. Use fittings 
ovides two poi ° b4 

of contact which as/ that you know are superior if for no 


sure a tight joint and 


eliminate the neces- other reason than the fact that 


sity of cutting tube 


€ absolutely square. they bear the M.I.F. sign. 























MALLEABLE IRON FITTINGS COMPANY, BRANFORD, CONN: 
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water up to the storage tank, from which it 
circulates within the system by heating and 
flows out of the fixture outlets by gravity. 

Obviously, it was only necessary to tap 
the storage tank in the attic and start out 
the piping as a new system independent ot 
the other piping in the building. The larger 
supply piping was required at the top, re- 
ducing as it was carried down. The cold 
water supply piping also started at the attic, 
tapping the cold water storage tank. As 
the cold water line is not recirculating, it 
terminates at the bottom fixtures on the 
tenth floor. The hot water return is seen in 
Fig. 5, where it is shown supported from 
the soil stack running along the ceiling of 
the ninth floor and into the pipe shatt, where 
it connects with the original riser, thus com- 
pleting the circuit for the hot water circula- 
tion. 

Referring to Fig. 5, the care and work- 
manship exercised in doing the work is out- 
standing. Notice the very small hole which 
was punched in the wall to permit the en- 
trance of hot water supply pipe into the 
pipe shaft. Also, note the very small space which 
was opened up in the wall to permit making the 
welded connection to the main soil stack. The pipe 
hanger to the left likewise indicates good work- 
manship. Care in not tearing out more of the plaster 
and partitions than was necessary to install the work 
properly was a feature of the job, as the ninth floor 





J, TRIAL LINE 
A eT , 
, me Bes 6 MAIN 


: ie CONNE _ At : 
or CONNECTION yy eum. STACK 
| J 


FLANGE” Bs 
aN’ 






ss. 











uJ 
, UO 
4 < 
/ a 
; lpn 
y | ve 
7: MA 
= if a 
y x Hy 
4 
AW 25 is 
7 O ! oO 
4 Oo = j w 
All| & = Migs 
, 3 0 AH 
yy J v if 
Litititillttltltill 2 —— 
k —— WW 
~ 











e 
ye CORRIDOR 


CO 


4 MAIN 


Fig. 6—The plan for making a perfect connection into the 

old main soll stack at the ceiling of the ninth floor, worked 

out by the foreman on the job. The finished effect ix shown 
in Fig. 5 


and all but small sections of the above floors were 
open to guests while the work was in progress. 

The pipe hanger shown extends through the floor 
and connects to a tee. The tee was countersunk into 
the floor above and covered with cement, the original 
Hoor material, and unless pointed out its presence is 
not apparent. 

Additional evidences of care and good workman- 
ship are shown in Fig. 2, and especially in Fig. 7. 
Note the wooden pipe spacers and supports, which 








ans evidenced in this view was a feature of the job. 
efficient method used by the foreman in making the welded connection 





Fig. 5—Careful workmanship with a minimum amount of tearing-out 


The logical and 


into the old pipework was a trouble saver 


were carefully wired to preserve alignment. In Fig. 
7 is shown the reduction in size of the hot water 
supply riser, already mentioned. The reducer is seen 
between the hot and cold shut-off valves. 

It is interesting to note that under the provisions 
of the new revised New York plumbing code which 
is being written, the hot and cold water riser-in- 
stallation would not be permissible unless the hot 
water line were insulated. The reasoning in back 
of this is that by having the two lines less than 6 in. 
apart, the hot water line heats up the cold water 
piping and, in turn, the water, and occupants in 
desiring cold water will allow it to run until it runs 


cold, thus causing needless waste of water. It is 
essentially a water conservation measure. In this 
installation the pipes are about 2 in. apart. From 


the owner’s standpoint it would be economical to 
insulate the hot water line since the hot and cold 
risers were placed so close together, as naturally 
there would be a considerable heat loss from the hot 
water supply. From the installation standpoint, the 
object was to cut as few and as small holes as was 
possible. This, as will be noticed, was accomplished. 


Welded Connection to Main Stack 


Difficulty was experienced at the start in making 
the connection of the new 4-in. soil stack into the 
existing 6-in. main Soil stack. Referring to Fig. 6, 
the problem was as follows: The main soil stack 
was in place; the new horizontal waste line was in 
place and the two had to be joined. There were 
three possibilities. The first considered was that of 
continuing the horizontal waste until it was in line 
with the main soil stack, inserting a 90-deg. ell and 
running through a narrow pipe space behind the 
corridor wall and into the stack. This idea was 
discarded as soon as the practical installation fea- 
tures were considered. The pipe space was so nar- 
row that while it would permit of running in the 
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A$600,000.000 Waste/ 


Are you responsible for a part of it? 


The annual loss in the United 
States due to rust is estimated at 
$600,000,000. This figure is appal- 
ling— particularly when you realize 
that much of the loss is preventable 
by using equipment made from cop- 
per and its alloys, 









































Do you contribute to this waste by 
installing equipment that can rust— 
for service where it is constantly ex- 
posed to dampness? 








Penberthy Automatic Electric Sump 
Pumps and Penberthy Automatic 
Cellar Drainers cannot rust, because 
they are constructed of copper, brass 

and bronze throughout. Plumbing con- 
tractors who install them keep their 
customers’ dollars out of the rust pile. 


The operation of Penberthy Sump 
Pumps and Cellar Drainers is 
thoroughly dependable and economi- 
cal, There is a size and type for every 
drainage requirement. 


Penberthy Automatic Electric Sump Pump\, ‘The Penberthy Pumps are quick. 


ly available—they are carried in 
stock by the leading jobbers 


throughout the country. 


PENBERTHY INJECTOR COMPANY 
PIN 1686 DETROIT CINCO OE 


WINDSOR ONT.’ 
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Fig. 7—The accurate pipe spacing with 

wooden and steel supports proved its value 

when the fixtures were hung and at the 

same time could not help but create a favor- 
able impression on the owner 


pipe, there was not sufficient working room 
to make the connection into the main soil 
stack. 

The second possibility was in making the 
90-deg. bend in the main corridor, as shown 
in Fig. 6, running down the elevator corri- 
dor until in line with the stack and then 
making a second 90-deg. bend into the stack. 
This idea also was discarded as being poor 
plumbing practice as far as the second 90- 
deg. bend was concerned, so the third pos- 
sibility as shown was employed. However, 
while the plan was decided upon, the con- 
nection was not yet made and further details 
had to be worked out. These were mechan- 
ical and were solved by the foreman on the 
job. They had to do with obtaining meas- 
urements and aligning the pipe for the weld 
and the flange joint. 

The first step was to obtain the horizontal 
distance from the center of the main soil 
stack to the center-line of the waste in the 
elevator corridor. This was accomplished 
in the following manner: Plumb lines were 
dropped from the center of the waste pipe 
at points C and D after a trial elevator cor- 
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ridor extension in the tee was screwed in. 
These lines were centered as far apart as possible on 


the pipe. Then marks under the plumb-bobs were 




















made in the floor and a line was drawn between them 
and extended to the point opposite the center of the 
main soil stack. Making a 90-deg. angle with this 
line the distance, X, was measured from the line to 
the center of the stack. This measurement was made 
on the trial line and the point A, exactly opposite 
the center of the stack was obtained by measuring 
the right-angle distance between the trial line and 
the center of the stack and then measuring a like 
distance from the trial line establishing the point A. 

Insomuch as the two legs of a 45-deg. triangle 
are equal, and having the distance, X, from A to 
the center of the stack, it was only necessary to 
measure back on the line on the floor an equal dis- 
tance, X, to establish the center of the 45-deg. ell. 
The plumb-bob transposed this point on the floor 
to the pipe above. Due allowance was made for the 
fitting and the thread on the waste pipe. 


Aligning the Welded Connection 


The next problem was to bring out the welded 
connection at the proper angle. Having the waste 
pipe screwed into the tee and having the 45-deg. ell 
all set on the end of that, it would be logical to 
progress in a like manner, screwing into the 45-deg. 

(Continued on Page 132) 


Fig. S—The modern private bathroom. This should be viewed 
in conjunction with Fig. 7 as the photograph was taken after 
the work was completed about the piping shown therein. 
The camera photographed the finished effect from the position 
which the pipe vise occuples in Fig. 7 
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PERMANENCE av/ ECONOMY 


procedure of installing Toncan Iron Pipe. From the very 
beginning of its manufacture, this alloy of highly refined 
iron, copper and molybdenum is processed to withstand the ravag- 


y can easily anticipate longer life from pipe by the simple 








ing attacks of rust and corrosion. 


Permanence is worked into every tiny grain of this unusual alloy. 
Its power to resist the elements that cause early failure of ordinary 
ferrous pipe is not confined to the “skin” or surface of the metal, 
but is uniform throughout the entire thickness of the pipe wall. 


Today, Toncan Iron holds first place in the list of commercial 
ferrous pipe materials. Let us tell you about the records it has made 
in the most severe types of service in industries the country over. 
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REPUBLIC STEEL CORPORATION 


YOUNGSTOWN, OHIO 


Birmingham Boston Buffalo Chicago Cincinnati Cleveland Dallas Denver Detroit 
El Paso Los Angeles New York Philadelphia Pittsburgh San Francisco Seattle St. Louis 




















What the court says about 


Removing Fixtures for Non-Payment 


A study of the trend of legal 
decisions relating to conditions un- 
der which fixtures are considered 
permanent or non-permanent 


By JOHN 


iT us begin with the general understanding that in- 

| ee in plumbing and heating are fixtures, bath- 

room accessories, piping, and other materials that, 

when installed, may raise the question as to whether or 

not they are what the law terms annexations to the free- 

hold, and more or less immovable, as distinguished from 
furniture which may be moved at will. 

One of the oldest and most cherished traditions of the 
law, dating back to feudal days, is the rule that that 
which is attached in a more or less permanent nature 
to the soil becomes a part of the freehold. This rule, 
under the old common law, was most strictly enforced, 
and it has persisted all the way down to the present— 
in many states in all its rigidity. Therefore it has con- 
stantly been a source of great perplexity and consterna- 
tion to plumbing and heating contractors and even to 
factors in the machinery and power boiler business, 
which in their very nature have to be attached in special 
foundations, and bolted down for stability. 

Even movable parts of the machines, or parts of the 
equipment of a house, such as shutters which have been 
removed and stored for the winter, trays, saws, re- 
movable and extra parts which have been removed and 
are not in use, have repeatedly been held to be beyond 
the reach of the law. 

But, happily, the trend in recent decisions has been 
to modify the harshness of the old established common 
law. 

It is not our intention in this article to discuss all 
phases of the question, but we will limit ourselves to the 
problem of the seller of fixtures retaining title to them, 
who finds himself confronted by the danger of having 
his security swept away by the foreclosure of a senior, or 
prior, mortgage or lien. 

The general rule is that the intention of the parties 
is the most important test in determining whether an 
article of personal property is to be what is known as a 
“fixture.” or “trade fixture,” or whether it will be re- 
garded as a “permanent annexation.” In making this 
distinction a great deal of confusion arises. Cabinets, 
curtains, lockers, easily removable shelves, have been held 
in Illinois to be trade fixtures, whereas marble furnished 
in the installation of a shower bath has been held to con- 
stitute a permanent fixture, rather than a trade fixture 
(Fehr Const. Co. v. Postl System of Health Building, 
189 Ill. A. 519) and a claim for tanks and cisterns where 
pits were excavated for the purpose has been held to be a 
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permanent fixture (Beck Coal etc. Co. v. Peterson 237 
Ill. A. 250). 

It has been further held in a recent case that the 
intention with which a ventilating apparatus is installed 
is very important in determining whether it is a trade 
fixture or a permanent annexation. A furnace has been 
held to be a permanent fixture in Illinois, as in New 
York, in fact in the recent case cited above (Fehr v. 
Postl) the Illinois appellate court held that statutes 
concerning the question as to whether or not a fixture 
was a permanent annexation or merely a trade fixture, 
being in derogation of the common law, were to be 
strictly construed, and very little latitude is permitted 
for the deviation from one side to the other. 

Coming now to the discussion of the position of the 
contractor who furnishes and installs plumbing or heat- 
ing fixtures, retaining the title in himself, the question 
of intention also plays a part. In Maryland (156 Md. 
368) it has been held that there must be a record of in- 
tention in order to hold subsequent mortgagors and pur- 
chasers. And let me add here that whether or not it 1s 
written into the statute books or decisions that this 
record must be made, it is certainly splendid practice to 
record all chattel mortgages or retain-title contracts im- 
mediately after they are executed in order to avoid this 
question of intention from arising. 

It follows that the seller of fixtures who retains title 
may, upon default, remove them from mortgaged 
premises unless such removal would materially injure 
the premises. The usual rule in this regard is that 
where the fixtures are embedded in concrete and its re- 
moval entails the tearing up of the floor, or the tear- 
ing out of plaster or wainscoting, or otherwise defacing 
the wall and the property generally, they are held to 
be permanent rather than trade fixtures and cannot be 
legally removed. 

In some jurisdictions the discriminations are rather 
fine. For instance it has been held where fixtures are 
lightly nailed, or even tacked, down they are permanent 
annexations. This discrimination has been applied to 
carpets tacked to a wooden floor, because forsooth tack 
holes would deface the floor when the carpet was re- 
moved by the conditional vendor. Where the floor has 
been of concrete and a small board lined the wall for 
the purpose of nailing carpets to it, the decision has been 
the reverse. And so we see that the shades of opinion of 
the judges are great, though the principle borne in mind 
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Revere Products 


marketed under this label 
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Lise SEVEN PLANTS of Revere Copper This label stands for reliability, responsibility 
and Brass Incorporated make a complete line of and service. The Revere organization is the | 


copper, brass and bronze products of finest quality. oldest, their copper mills, located at important 


All Revere products will be marketed under industrial centers, are the largest, and their 





the Revere red, white and blue label. equipment is the most modern in this country. 
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I. Baltimore, Md. 


2. Chicago, Ill. 


3. Detroit, Mich. 














4. Detroit, Mich. 
§. New Bedford, Mass. 
6. Rome, N.Y. 


7. ‘Taunton, Mass. 


aan, REVERE, in 1801, 
installed the first copper rolling mill in this 
country, which was operated by Paul Revere 
and Son. In 1828, Paul Revere and Son, combin- 


ing with James Davis and Son, brass founders, 


These 7 plants 







Baltimore Copper Mills 


Dallas Brass & Copper Co. 


Higgins Brass & Manufacturing Co. 


Michigan Copper & Brass Co. 


Taunton-New Bedford Copper Co. 


Rome Brass & Copper Co. 


Taunton-New Bedford Copper Co. 
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Revere 


COPPER and BRASS 
PRODUCTS 





started a chain of consolidations which finally 
culminated in Revere Copper and Brass Incor- 
porated. This organization now operates seven 
plants, comprising better than 25% of the copper, 


brass and bronze mill capacity in this country. 














Revere Copper and Brass Incorporated 
General Offices, Rome N. Y. 
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has been the same, namely that the conditional vendor 
should not be permitted, by injuring the premises in the 
removal of his property, to impair or diminish the mort- 
vagee’s security. 

An Arkansas case recently decided, that of Evans vs. 
Agrenta Building & Loan Assn., holds that the condi- 
tional seller of fixtures may upon default remove them 
from mortgaged premises unless removal would mate- 
rially injure the premises. Of interest to the plumbing 
trade, it was held that he could not remove water pipes 
installed where the removal would leave holes in the 
floor and walls and require excavation of adjoining 
premises. 

Other interesting commentaries on this law as ex- 
plained in this article are now given. One sees readily, 
after the general principle is understood, that each de- 
cision rests on the facts in the case and the application 
of the principle to them. 

In the Maryland case cited above it was held that the 
parties may agree that a radiator sold may be treated 
as personal property and title retained by the vendor, 
so that he may retake it on default. 

A gasoline tank, buried in and attached to the soil by 
concrete, becomes a part of the realty and the vendor 
loses his lien. (6 La. App. 337.) 

Where a seller of pumps to an oil refinery filed a mate- 
rialman’s lien for them, the pumps being removable from 
their concrete base on the refinery’s premises without in- 
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jury to the freehold beyond the value of the pumps 
themselves, such pumps were held not to be fixtures at 
the time of the purchase of the premises of the oil re- 
finery when sold under foreclosure of the prior vendor’s 
lien and deed of trust lien, and the materialman’s lien 
on the pumps was held to be superior to such prior 
existing liens. (244 S. W. 212.) 

Another decision along this same line is the Texas case 
(282 S. W. 286) in which it is held that where gasoline 
pumps and gasoline tanks, sold under a conditional sales 
agreement, secured by a chattel mortgage thereon, were 
duly installed in a service station upon leased premises, 
as between the assignees of the respective parties to the 
contract of sale, that the gasoline pumps did not become 
fixtures as a matter of law so as to defeat the right of 
vendor’s assignee to claim possession thereof upon bank- 
ruptcy of the vendee. 

It has been held that a furnace or steam heating plant 
was a permanent improvement, within the provisions of 
a lease against the removal of permanent improve- 
ments. 107 N. Y. Sup. 713. 

In another New York case it was held that a steam- 
heating plant lost its character as personal property from 
the manner of its permanent annexation to the realty and 
the serious injury its removal would cause. 

But it has been also held to the contrary in Indiana 
that a furnace or heating plant is not a permanent im- 


(Continued on Page 134) 


Why It Often Is Necessary to Use Time Payments 


“*T wish I could have some new plumbing fixtures and get my heating 
plant fixed. But I simply haven't got the money!”’ 


By RICHARD WARREN 


ing with their families the problems involved 

in the owning and operating of a home. And 
all over the country these same home owners are 
saying, regretfully, “I ought to have the heating 
plant fixed and I ought to get some new plumbing 
fixtures, but I can’t get the cash together.” 

And yet, at the same time, when the problem of 
getting a new car is being discussed, it is settled 
rather simply by the decision, usually phrased in 
these words, “Well, we can pay for this a little bit 
each month, and be using the car meanwhile. I 
certainly couldn’t buy a new car if I had to pay cash, 
but since they have these time payment plans I can 
manage it easily.” 

A good heating system and the right type of 
plumbing fixtures, while they are necessary to the 
health and comfort of the family, nevertheless are in- 
visible, little recognized servants of mankind. It 1s 
only when these conveniences cut up that the home 
owner begins to pay any attention to them—but by 
far the largest proportion of the time they. “carry 
on’ and do not receive their just due from the family. 

On the other hand, an automobile is something 
that the whole family can ride in, can appreciate each 


. LL over this country home owners are discuss- 


day as they see it standing in front of the house, or 
go out on the highways and byways. A radio its 
something that the whole family can listen to, and 
by means of which they have brought to them fine 
music, news of world events, hints for home making, 
and countless other things which give them pleasure 
and satisfaction. 

A new washing machine gives good service each 
time there is any washing to be done, and is appre- 
ciated because it quite tangibly and definitely saves 
on labor and makes the washing that much easier. 
Likewise, the vacuum cleaner, which makes house- 
keeping that much easier, is daily appreciated as the 
housewife or her servants use it in their work. 

And everyone of these last enumerated products 
the automobile, the electric washer, the radio, the 
vacuum cleaner, the electrical phonograph — all are 
sold in large measure on the time payment basis. 
Now why is this? Why should these products be 
bought on the deferred payment plan and plumbing 
and heating be sold for cash? 

The failure of the plumbing and heating industry 
as a whole to take and use this modern selling plan 
of many payments spread over many months has 
been one of the most astounding developments of our 
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you Can Make Every Sale 
MAKE DOUBLE PROFIT 


Every sale you make of Fords Porcelain 
should be a double profit sale for you. The 
answer is easy. A Fords Porcelain Wash 
Tray installed in a home brings ease, appear- 
a. ance and economy never before thought of 
by the home owner. The result, confidence 
and respect for your judgment that-is sure 
to lead the way to other purchases. 





Fords Porcelain is better and in the long 
run less expensive. Why not investigate it 
and reap the benefits. Write us today. 


Forps DORCELAIN Works 
PERTH AMBOY, NEW JERSEY 


MANUFACTURER S O F SANITARY WARE 
eE—— —_—_ pio 
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The essential element of the time payment plan which makes it so 
attractive to the home owner is that he can pay for the comforts 
and conveniences of modern plumbing and heating while he is using 


these conveniences, and pay out of income, rather than having to 


save up for a considerable period of time to make the investment 


last ten years. It seems incredible that plumbing 
and heating dealers should have been so woefully 
slow to take up this new plan of selling. And yet 
other much younger industries which are using this 
method of merchandising have grown by leaps and 
bounds, are in a sound condition, and are set to 
move ahead inexorably and steadily to greater vol- 
ume and greater profit both for manufacturer and 
dealer. 

There seems to have been on the part of the 
plumbing and heating contractors of this country, as 
well as many of the wholesalers, the feeling that their 
industry was either too dignified or too well estab- 
lished to need the time payment method of selling. 
And yet while these dealers, wholesalers and manu- 
facturers have been thinking the matter over, other 
industries have seized their golden opportunity and 
have succeeded in becoming entrenched to such an 
extent that it is going to be a most difficult matter to 
dislodge them from their position. And they never 
will be dislodged, or, to put it in another way, the 
proportion of the consumer’s dollar that should be 
spent on plumbing and heating comforts and con- 
veniences will never be forthcoming unless the 
p'umbing and heating industry takes hold of the de- 
ferred payment selling plan aggressively, intel- 
ligently, and utilizes it in all of the work that they 
do. 

Anyone who knows anything about the way 
plumbing and heating jobs are purchased by the 
average home owner knows that unless that home 
owner has the money readily available to pay for 
these jobs he will not contract for them, feeling that 
the expenditure is going to be too great for him to 
handle out of his savings or the money he expects 
to have coming in. And here is where the time pay- 
ment plan is such a wonderful thing. 

The essential element.of the time payment plan 
which makes it so attractive to the home owner is 
that he can pay for the comforts and conveniences of 
modern plumbing and heating while he is using these 
conveniences, and pay out of income, rather than 
having to save up for a considerable period of time 
to make the investment. 

Now is this sound, is it sensible, is it desirable? 

And to each of these questions the answer as writ- 
ten by the experiences of those in the industry who 
are using the deferred payment plan in their selling 
work is inevitably “Yes.” With the time payment 
method available to the home owner, many, many 
people who need and want new heating equipment 
and new plumbing fixtures right now, but do not 
teel that they can buy them because they haven’t 


the ready cash to pay for them, are now being put 
in a position where they can manage these purchases, 
and many, many dealers in this country are losing 
business to competing industries such as the radio, 
electric phonographs, the automobile and similar in- 
dustries, simply because they will not make use ct 
the time payment selling plan, but insist that their 
customers must have the ready cash in order to buy. 

And it is this lack of cash which makes the home 
owner defer the purchase of plumbing and heating 
equipment which he knows he should have, or which 
he feels will add greatly to the comfort of his family. 
If the home owner can buy from the dealer on time 
payments he can buy at once instead of waiting until 
he has saved the cash. The dealer makes the sale 
and a profit, while the home owner enjoys the use ot 
the equipment during the time that he is paying for 
it. 

Statistics show that 75 per cent of all automobiles 
are sold on time; 85 per cent of all radios are sold 
on time; 75 per cent of all vacuum cleaners are sold 
on time. And products such as furniture, washing 
machines, pianos and many other household com- 
forts are sold on this basis to the extent of over 8O 
per cent. 

These figures have a great significance for every 
plumbing and heating dealer in the United States, 
because they tell the story of what is happening to 
the consumer’s dollar. If the consumers can easily 
and conveniently make purchases of everything but 
plumbing and heating, they will buy those other 
things and not buy thé plumbing and heating which, 
in many cases, they actually need a great deal more 
than they need products such as radios, pianos or 
automobiles. 

And so it should be emphasized, and every plumb- 
ing and heating dealer in the United States should 
write it in letters of fire on the walls of his conscious- 
ness, that the plumbing and heating industry is com- 
peting with the automobile and all of the other 
things which can be bought on time, and which, so 
far, keep the owner’s income so tied up that he is 
not in a position to take on any more time payment 
responsibility. It is only by aggressive selling and 
aggressive merchandising of the time payment plan 
that the plumbing and heating dealers of this coun 
try are going to take their rightful place in the bust. 
ness scheme, and they had better start taking this 
place very soon or they will find themselves more 
and more on the outside, looking longingly at the 
contented prosperous people of their communits who 
are putting their money into everything but plumb 
ing and heating. 























RETAIL ADVERTISING SERVICE 





On these two pages this week you will find two newspaper advertisements, a sales letter, two 
publicity items and copy for a mailing circular. The cuts used in the newspaper ads and in the 
circulars are 35c each—you use the same cuts for both. If you want to subscribe for the service, 
you can get material from us for twelve weeks for $4.20—we send you two new cuts every other 


week, 




















Have the Thrill of a Plunge 
{| In Your Own Bathroom 


W§ ALL would like to be able to 
take a cooling plunge in the 
lake at sundown every day in this 
hot weather but, unfortunately, it 
isn't always convenient. However, 
the next best thing is a refreshing 
} shower. Every home should have 
one, for the shower is a time saver 
and a health builder. You can mod- 
| ernize your bathroom at a small cost 
| by having a shower attachment 
_ added to your present bathtub. It 
isn't necessary to tear out walls or 
muss up the bathroom to have this 
splendid convenience. A few min- 
utes work and the installation is 
made, and you have a shower that 
thrills like a plunge in the lake. 











(In this space your Name, Telephone 


Number and Address) 
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NEWSPAPER AD No. 95 __ 
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EXTRAVAGANCE 
VERSUS. ECONOMY 


“We are all very anxious to have 
the latest model in our favorite auto- 
mobile,’’ says Harry Brown, local 
plumbing and heating contractor. ‘‘As 
soon as a new model comes out we are 
usually ready to trade in the old one. 
But if it is something about the home 
——-remodeling the bathroom or the 
heating system then, we get ourselves 
into the mood of thinking that the 
old heating plant or the old bathtub 
is good enough for a few more years. 
We somehow begin to feel that spend- 
ing money in this direction would 
only be an extravagance. Afterwards, 
we go out and trade in last year’s per- 
fectly good car for a new one. The 
bathroom can always wait.”’ 








SALES LETTER 
No. 42 
HARRY BROWN 


PLUMBING & HEATING 





Two Rivers, N. Y., 


August 9, 1930 


Mr. Edward Jones, 
Two Rivers, N. Y. 


Dear Sir: 


When your heating system 
ceases to perform efficient— 


ly it has become an ex— 
travagance. When it has 
become an extravagance then 


is the time to join the Mod— 


ernization Club. 


No doubt many of your 
neighbors belong to this 
club and will be glad to 
tell you what they have 
gained through becoming 
active members. It isa 


club without a president and 


without a membership list, 
but you may be sure that it 
is the progressive resident 
of your community who is 
privileged to call himself 
a member. 


We invite you to join 
now and take advantage of 
the club's benefits. Have 
your heating plant modern— 
ized and save those costly 
fuel bills. Heat your home 
more efficiently and more 
comfortably. Enjoy health- 
ful heat at a reasonable 
cost. You can buy now and 
pay later. 


Very truly yours, 


HARRY BROWN 





ERE are two newspaper 
publicity items—clip 


them and hand them to your 
local paper. They represent 
valuable sales help. 
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It Is Time 
to Modernize 





H’* your heating plant outlived 
economy? Then why go on 
spending money for excessive 
amounts of fuel, trying to warm your 
home with an inefficient heater? By 
modernizing your heating system, 
you will save the cost of the installa- 
tion within a surprisingly short time 
In addition, you can heat your home 
more comfortably and with less 
trouble. At a reasonable extra cost, 
automatic temperature regulating 
equipment can be included. Then 
you can forget your heating plant 
and the greatest trial of winter will 
be eliminated. 














(In this space your Name, Telephone 
Number and Address) 
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MAKE ANOTHER ROOM 
IN YOUR HOME 


“Every family finds itself looking 
for additional space without knowing 
just where the extra space is going 
to come from,” says Harry Brown, 
local plumbing and heating contractor. 

“But lots of people are finding the 
way around this little problem,”’ he 
says, “by merely making a livable 
room out of the basement, using the 
heating plant as part of the decora- 
tive scheme. It sounds funny, doesn't 
it, using the heating unit as a deco- 
rative piece of furniture? But with 
the modern colored heating equip- 
ment so much in vogue now, it is easy 
to achieve. You may have the utmost 
in practicality, as well as style and 
harmony of effect.”’ 


Layout and Copy for Circular—No. 13 


Below ts layout and copy for a four-page circular which can be used as a mailing piece, or 
which may be used as an envelope stuffer. It ties in with the ads on the other page. Complete 
instructions are given in the center of the page for handling the printing of such a circular. 
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Here is how to handle the printing of 
a circular like the one shown above 


Show this page to your printer. That is all 


and six inches high. It will have four pages 














you will have to do. Just above is a “type a= = | and will be folded once. The small illustra- 
and rule layout” for the printer to follow. It =o iy I a tion with this copy shows what it will look 
is, of course, of smaller size than the actual =“s7 = like. The words “Copy A,” etc., show the 
circular, which should be made to fit the av- =e printer where each piece of copy is to be 
erage small envelope (which the printer calls z=ZZZ = placed. The same cuts shown on the opposite 
a 6% inch because that is its length). That —— page in the newspaper ads will be used in the 
means the circular will be three inches wide Oni in Oe circular. They cost 35c each. 
s is 





Copy ‘‘A’’ (For First Page) 


NOW IS THE 
TIME TO 
MODERNIZE 


Copy for Pages 2 and 3—Copy ‘‘B”’ 

Modernizing the heating plant makes it possible to 
convert the usually grimy basement into an attractive and 
livable place, suitable for a children’s playroom, a recrea- 
tion room for the entire family or a den for father, The 
modern heating system creates practically no dust, dirt 
or soot, and reduces the housewife’s cleaning task to 
the minimum of effort. 

Copy ‘*C” 

Not only is remodeling desirable from the standpoint 
of rendering the home more attractive, but it is an econ- 
omy. It is an economy for the simple reason that the old 
style heating plant burns an excessive amount of fuel 
compared with its actual heating capacity. It requires 
time-consuming attention. It is too often inclined to tem- 
peramental disorders. And it seldom heats every room 
in the house to the proper temperature. 

Copy “D" 

If you desire automatic temperature control you can 

enjoy the delight of owning a heating system that is com- 


way the circu- 
lar will look. 
Page 4 is, of 
course, the 
back cover. 





pletely self-operated, requiring no more at- 
tention than setting a small thermostat. You 
can eliminate furnace tending and all the 
disagreeable things that go with it. 

Copy oon 

You gét just the degree of heat that you 
wish, and at the time you want it. You 
waste no fuel by keeping a fire going all night, or all 
day on mild days or on days that you are not at home. 
You use fuel only as you require heat. For your con- 
venience, we will make the installation now and you may 
pay later. 

Copy *‘F” 

Carrying the remodeling program from the basement 
to the bathroom, brings us to the matter of showers. We 
all would like to be able to take a cooling plunge in the 
lake at sundown on these hot summer days, but it is not 
always convenient. However, the next best thing is a 
refreshing shower. And you can have that in your own 
home. 

Copy ‘'G”’ 

To have this splendid convenience it is not necessary 
to tear out walls, muss up the bathroom or go to great 
expense. A shower bath attachment can be installed in 
connection with your present bathtub in a few minutes’ 
time. The attachment is of simple construction—fool- 
proof—with nothing to get out of order. 
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prize competition 


in designing new bathrooms 


“Why shouldn't the bathroom be given as much consideration, as an 
interior, as the other rooms of the home?” Just a year ago the 
Standard Sanitary Mfg. Co. asked the question and, to make possible an 
affirmative answer, introduced new fixture designs and colors of real 
artistic worth. 

These new forms and colors have inspired a new consideration for 
the long neglected bathroom. B ginning as a converted hall end or a 
large closet, it became a room in its own right, essential but of no ar- 
chitectural or decorative importance. Today, the homeowner is eager to 
realize its possibilities as an interior. 

Naturally then the homeowner looks to the architect for a definite 
statement of these possibilities, for designs which will broaden the useful- 


ness of the bathroom and make it, architecturally, a worthy part of the home. 





Since plumbing fixtures must be installed permanently, any interesting place- 
ment which makes for individuality such as the sunken, raised, or recessed 
bath must have its inception in the architectural treatment of the room. 

And so the Standard Sanitary Mfg. Co. sponsors this friendly compe. 
tition to stimulate interest and originality in designing a new interior, 
the bathroom. The conditions governing this prize competition are stated 
on the Opposite page. 

‘ptandard” Plumbing Fixtures, even the most inexpensive designs, are 
made in White, Ming ( jreen, T'ang Red, Royal Copenhagen Blue, Cr. 
chid of Vincennes, Clair de Lune Blue, Ivoire de Medici, St. Porchaire 
Brown, Rose du Barry and lonian Black. A chart of these colors and 
a copy of the book, “Standard” Plumbing Fixtures for the Home, will 


be mailed on request. 
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27,900 
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in prizes for architects 


Class A: Design for a bathroom suitable for homes 


costing not more than $15,000 to build. 


First prize 
Second prize 
Third prize 
Fourth prize 
Fifth prize 

Ten prizes of 
Twenty prizes of 


One hundred prizes of 


$5,000.00 First prize 


2,500.00 Second prize 
1,000.00 Third prize 
500.00 Fourth prize 
250.00 Fifth prize 
100.00 Ten prizes of 
50.00 ‘Twenty prizes of 
25.00 ( Ine and prizes P| 





$13,750.00 


Class B: Design for a bathroom suitable for homes in the 


building of which cost is not a major consideration. 


$ 5,000.00 
2,500.00 
1,000.00 
500.00 
250.00 
100.00 
50.00 


25.00 





~ 
13,750.00 


Complete statement of conditions governing the competition 


Eligibility: The competition is open to architects 
and architectural draltsmen. Designs may be sub- 
mitted as the work of one or more architects, of one or 
more architectural draftsmen or of a firm of architects. 

Fach architectural draftsman shall give on the card 
referred to under paragraph, “Identification”, in addi- 
tion to his name, the name of a practicing architect 
as a reference. 

Application blanks are not required. 

No employee of the American Radiator & Stand- 


ard Sanitary Corporation may enter the competition. 


Time: The competition closes 12 Midnight, October 
30, 1930. Designs must be postmarked before that hour. 


Drawings required: (a) An elevation of each side 
of the bathroom (room may be rectangular, octagonal 
or any desired shape ); (b) Floor plan; (c) Ceiling plan, 
where special treatment is indicated. 

The elevations shall be drawn at a scale of three- 
quarters of an inch to a foot. The floor and ceiling 
plans, at a scale of three-eighths of an inch to a foot. 

Designs for Class “A” and Class “B” bathrooms 
shall he drawn on separate sheets, each mounted on 
cardboard twenty-six inches by thirty-nine inches. Fach 
sheet shall have the title “A Design for a Bathroom 
— Class A”, (or) “Class B” (as the case may be). 
Drawings shall not be framed. 

All drawings shall be in black ink. The sides of 
the bathroom shall be shown in direct elevation and 
no perspective elevation or rendering of any kind 
shall be shown. 

A color chart indicating the color of the plumb- 
ing fixtures, walls, ceiling, floor and decorations shall 
be shown. A legend shall be given indicating the 
materials used and a list of the plumbing fixtures and 
accessories shall be given. 


A competitor may submit one design in Class “A” 
and one design in Class ye but not more than one 
design in each class may be submitted by any com- 
petitor; group or firm. 


Plumbing fixtures and fittings: The selection of 
fixtures and fittings shall be made from the designs 
illustrated in the “Standard” general catalogue, or in the 
book, Standard” Plumbing Fixtures for the Home. 
The book, Standard” Plumbing Fixtures for the Home, 
and a color chart will be mailed upon request. 

The plumbing fixtures shall be in one of the nine 
colors in which “Standard” Plumbing Fixtures are made, 
or in white. 

Designs entered in Class “A” shall show one lava- 
tory, one water closet and one bath and may or may 
not include a shower above the bath. Number and 
character of plumbing fixtures and fittings are not 


limited for designs in Class “B”". 


Identification: The competitor s name shall not ap- 
pear on the design. On the back of the mount the 
This 


mark shall also be drawn on a card, three inches by 


competitor shall draw an identification mark. 


five inches, bearing the competitor s name and address. 
This card shall be placed in a plain envelope, sealed 
and glued to the back of the mount. 


WU here to send drawings: Drawings shall be sent 
prepaid, or delivered to: Standard Sanitary Mfg. Co., 
Competition Committee, Pittsburgh, Pa. 

Care should be exercised in preparing the designs 
for mailing so that they will be received in good con- 
dition. Each design entered in the competition is 
submitted at the risk of the competitor. The Standard 
Sanitary Mig. Co. will not be responsible for the loss 
of, or damage to, designs while in transit or in its 


custody. 


Title to designs: The prize-winning designs become 
the sole property of the Standard Sanitary Mig. Co. 

The Standard Sanitary Mfg. Co. reserves the right 
to publish or reproduce any prize-winning design, or 
to make it adaptable for publication or reproduction. 

Should the Standard Sanitary Mfg. Co. desire to 
publish or reproduce a competitor s design, he will be 


extended the privilege of signing his work, 


Jury of awards: The designs will be judged by a 


jury of awards composed of the following architects: 
William H. Beers, A. 1. A., of Beers & Farley, New 
Y ork City; Addison B. Le Boutellier, A. L. A., of Rip- 
ley & Le Boutellier, Boston; bugene H.K laber, A.LA.., 
of E.H. Klaber & E.. A. Grunsfeld, Jr. Chicago; l_ouis 
. Mullgarde, I. A. I, A. San kK rancisco; Allison 
Owen, F. A. 1. A., of Diboll & Owen, New Orleans. 


P. oints on whie i, the de "s1QN8 will he judged: 
(2 ) Originality, (b ) Practice ability, (c) +) Distinetiveness 
in color scheme and in arrangement of fixtures, (d) 


Suitability in the use of materials. 


Announcement of awards: The names of the prize 
winners will be announced as soon as possible alter 


the closing date of the competition. 


Professional adv ser: The professional adviser of the 
Standard Sanitary | “ Co.in this competition is t-low- 
ard K, Jones, A.L A, of the firm of Alden, Harlow 
& Jones, Architects, 2403 Farmers Bank Building, 
Pittsburgh, Pa. 

This program has received the approval of the 
Committee on Competitions, Pittsburgh Chapter, 
American Institute of Architects. 

Requests for further information regarding this com- 
petition should be addressed to the Standard Danitary 


Mig. Co., Pittsburgh, Pa. 


Standard Sanitary Mfg. Co. 


Competition Committee - a a 
» Divirion of AMERICAN RADIATOR & STANDARD SANITARY CORPORATION 


Stare tandard “i 

















106 Sixth Street, Pittsburgh, 
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CAPITOL 


OHN-910 = 
SINK FIXTURE 


Here is a sink fixture that combines utmost utility with rare good 
looks—worthy of a place in the finest home. 











It is obtainable in two types. In chrome-plate with china soap 
dish and china handles, or in chrome-plate with metal soap 
dish and metal handles. 


Both are made with 8" centers and are obtainable at the same 
price with either female eccentric, or male adjustable couplings. 


They are precision-made throughout and in keeping with those 
manufacturing standards which distinguish the entire Capitol 
line. 


Displayed and furnished by the better plumbing supply houses 
and plumbing contractors throughout the country. If there is 
not a dealer near you, write to us. 


Bohn Aluminum & Brass Corporation N 


APITOL BRASS DIVISIO 


MANUFACTURERS OF BRASS VALVES, BOILER TRIMMINGS AND PLUMBERS’ BRASS GOODS 


DETROIT ~ MICHIGAN==} — 
































The 


Annual Service Contract 


ITH the annual service contract, the plumb- 
\ ing and heating dealer takes a positive part 

in forestalling and anticipating difficulties 
which, if the system is not looked over regularly, 
may develop into more or less serious troubles. Is it 
not better business to work with the home owner in 
supplying him with a service which will keep his 
plumbing and heating systems operating on an ef- 
ficient basis at all times, rather than to wait for 
trouble? 


The problem resolves itself into creating the same 
sort of confidence between each American home and 
some reliable contractor who handles reliable prod- 
ucts as already exists between that home and _ its 
family doctor. For many years the Life Extension 
Institute has been spending a great deal of money 
to drive home to the American public the idea that 
they should go to their family doctor regularly every 
year for a physical examination. The Life Exten- 
sion Institute has been emphasizing in its advertising 
that “‘a stitch in time saves nine,’ and that these 
periodical visits for physical examinations are not 
only a means of saving money in the long run, but 
are a very definite factor in lengthening the span of 
man’s life. 

Precisely the same condition exists with regard 
to the plumbing and heating system that exists with 
regard to the human body. If that system has a regu- 
lar examination, and minor weaknesses are corrected, 
it will have a much longer life, give much better serv- 
ice, and the chance of stoppage in the operation of the 
system which may result in serious illness in the 
family are reduced to a minimum. 


Advantages of the Plan 


That such a service would be appreciated by the 
American public has already been proven, for in 
reply to a questionnaire sent to approximately thirty- 
hve hundred home owners more than eighty per cent 
expressed approval of such a regular inspection serv- 
ice. To show what a wonderful business-building 
opportunity such a service would offer to the plumb- 
ing and heating dealer here are some of the advan- 
tages of this regular annual contract plan for inspec- 
tion of homes: 


1. The owner would get the maximum of sat- 
isfaction from his plumbing and heating 
equipment. | 

The dealer would be in close contact with 
the owner, and a mutual confidence would 


inevitably follow so that the dealer would 
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An analysis of the advantages 
to contractor and consumer, 
when twelve-month agreement 
for service 1s entered into— 


By R. C. MAYWOOD 


often be given new jobs, usually without 
competition. 

The dealer, with his knowledge of each 
home with which he has a service contract 
could not help discovering needed improve- 
ments which the owner had neglected. 


The dealer would have a golden oppor- 
tunity for selling new products to the home 
owner, because while the average owner 
will not go to the plumbing or heating shop 
to look for new and improved products, the 
dealer can have easy access to the owner 
in his own home, and is given a chance to 
show just how the improvements he recom- 
mends would improve that particular home. 


By the very service rendered the plumbing 
and heating industry would be raised to the 
plane of a profession which offers a distinct 
service to mankind. 


Soliciting such a service contract from a home 
owner has many strong selling points. In the first 
place such a contract is a form of insurance. Major 
repairs can be avoided, because weaknesses or de- 
fects in a system so often caused by lack of atten- 
tion or proper knowledge on the part of the home 
owner can be corrected at the time of the inspection. 

There is a tremendous market for such a service 
among home owners, apartment houses, communi- 
ties properties; the home owner group alone offer- 
ing enough selling opportunities to many times pay 
for any cost involved in getting this business. 

The actual operation of this plan would require 
a service contract between the dealer and the home 
owner, providing, for a nominal sum, ranging from 
ten to twenty-five dollars (depending upon the size 
of the house), for annual inspections of all equip- 
ment for heating the home and all plumbing. The 
contract should specify definitely the type of repairs 
to be included under the terms of that contract. Such 
minor repairs as packing valves, cleaning the boiler, 
correcting leaky faucets, cleaning plugged pipes 
would be understood to be a part of the service to be 
rendered by the dealer. For such an arrangement 

(Continued on Page 121) 




















Co-ordinating Temperature Control 
Equipment on an Oil Burner Installation 


“Immediately, the problem arises of preventing the unit heaters 

from blowing cold air when the burners are not running.” This, 

as one of a number of temperature control problems, having a 
specific application, is solved in this article 


By PAUL R. UNGER and KALMAN STEINER 





1—The problem 
heated with 


Fig. 





of temperature control becomes complicated when a room such as the above is 
unit heaters obtaining steam from the same boiler that supplies heat to direct radiation in 


stores and apartments 


AN a three-story building, containing stores, apart- 


ments, a billiard room and a bowling alley (the 


last two requiring ventilation) be heated to an 
even temperature automatically ? 

The accompanying diagram shows how this was ac- 
complished, and the controls used, in a building of this 
type located in Chicago. 

The building is heated by direct radiation under a 
vacuum system in the stores and apartments, while the 
recreation rooms are heated partly with direct radiation 
of the same vacuum system, and in addition unit heaters. 
There are 2 low pressure boilers, oil-fired. The oil 
burners are equipped with complete automatic control. 
It is readily seen that, while in a residence or other small 
building centrally located temperature control would give 
satisfactory regulation, such control would not be prac- 
tical in a building of this size as it would keep at an 
even temperature the room in which it 1s located, but 
the rest of the building probably would be either too hot 
or too cold. 

The solution in this case lay in controling the burners 
from outdoor temperatures. Having the proper amount 
of radiation in the several parts of the building, the tem 
perature of the radiators is varied with the changes in 
outside temperatures. This is accomplished by placing 
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one bulb of the control instrument against the surface 
of the last radiator in the entire building to receive steam, 
and setting the companion bulb of the control just out- 
side the building at this point (see control D, Fig. 2). 
With outside temperatures of 70 degrees or higher these 
two bulbs compensate each other and the burners remain 
shut down. When the temperature is 60 degrees out- 
side, the burners operate until the temperature of this 
last radiator reaches 90 degrees. As circulation is rapid 
this is approximately the radiator temperature through 
out the building, and so we have even heat and have 11 
with the least amount of fuel consumed, because the 
radiators never become warmer than is necessary to heat 
the building. 

In the basement is an all electric clock switch which 
turns the burners off at 11 o'clock p. m., and turns them 
on again at 5 o’clock a. m. By 6:00 or 6:30 the build 
ing is again at 70 deg. Fahr. Should the weather be un 
usually severe with temperatures below zero, the clock 
may be temporarily shunted out of the circuit by simply 
snapping a switch, permitting the burners to continue 
operation; the time setting may be changed to have the 
burners start at 4 a. m. instead of 5 o'clock. 

Now as to the other controls on the boilers. [tach 
burner is equipped with an automatic expanding ga 


August 9, 1930 DOMESTIC ENGINEERING 93 


* a. and plumbing OX \/W/ E | D E D 


contractors have found 


that oxwelding cuts the cost of P p N .. 


every step in a pipe installation. 


Blue prints are simplified. Costly Lowe 4 Nn fj rs T 
fittings are eliminated. Pipe is an qd la ST Co ST 


bought in random lengths at a 











considerable saving. Weight is 
reduced, and heavy supports 
and scaffolding are unnecessary. 


Tool expense is cut in half. The 





oxwelded joint requires less time 
and labor. The cost of covering 
oxwelded pipe is less. An ox- 
welded joint is permanently tight 
and eliminates expensive ser- 


vicing. 






RETURN THE COUPON 
FOR THIS NEW BOOK 





Contractors equipped to do 











oxwelding make greater profits. 


Their oxwelded installations win 





the good will of satisfied cus- 

















tomers. 
T inde Air Products Compan maiatiatiaes | 
THE LINDE AIR PRODUCTS COMPANY . .. THE PREST-O-LITE a yen Street, tak York, N. Y. 
COMPANY, INC. . . . OXWELD ACETYLENE COMPANY Without obligation send me a free copy of your 
book " Welded Piping.” 
Name.... 


UNION CARBIDE AND CARBON CORPORATION 
General Offices . . New York ucC Sales Offices in the Principal Cities 


65 Linde plants . 48 Prest-O-Lite plants . 174 Oxygen Warehouse stocks . 156 Acetylene 
Warehouse stocks . 42 Apparatus Warehouse stocks . 245 Union Carbide Warehouse stocks 


Company... Position 


Street Address. . 
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UNION CARBIDE SALES COMPANY . . . . . UNITS OF } 
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A WASTE that STAYS PUT 


...and everything is accessible 
from the front of the tub 


Install this pop-up bath waste and you’ll never need to 
get at it from behind in case of trouble. (Asa matter of 
fact, we’ve done everything we could think of to avoid 
any kind of trouble. A typical waste taken out of stock 
has been operated on a testing block, tens and tens 
of thousands of times—as good today as when first 
inspected.) 


Anyway, this mechanical waste has the stopper in the 
tub outlet. Should anything go wrong, the trouble can 
be instantly located. Actually, this waste has all the 
simplicity and efficiency of the old-style chain and plug, 
the chief difference being that the chain is inside the 
waste tube. 


FOUR EXTRA FEATURES 
WITH THE “MANHATTAN” 


1. Face plate on shower head is removed instantly by 
simply loosening the center screw. 








2. Diverter valve on face of wall. Water first tempered 
at spout then switched to shower—prevents scalding. 
When water is shut off diverter drops back auto- 
matically—always in tub position until lever is lifted 

‘avoids unexpected showers. 











j 


3. New I-piece fitting for tub and shower. 






4. Valves equipped with standardized unit which can be 
renewed as easily as changing a light bulb—costs only 
a few cents. 


Our new 76-page catalog will be 
sent free. Write today. 


The Chicago Faucet Co. 


2700-22 N. Crawford Avenue 
Chicago, Illinois 


CHICAGO FAUCETS 
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pilot for igniting the burners. A small contintously 
burning gas flame is carried until the burner is about to 
start. Then when the control instrument calls for heat 
the motor starts, an electric oil valve begins to open and 
the gas flame expands, throwing itself across the path of 
the oil stream. This gas pilot remains expanded for 
about 45 seconds, giving ample time for complete igni- 
tion. The burners. then operate continuously until the 
temperature control says enough heat, provided boiler 
pressure remains under 2 {b. per sq. in. Should steam 
be generated more rapidly than the building takes it, 
and the boiler pressure build up to more than 2 Ib. per 
sq. in., a pressure control on the boilers will stop the 
burners entirely. As the radiation continues to take 
steam from the lines, boiler pressure drops, and is per- 
mitted to fall to 4 ins. of vacuum before the pressure 
control cuts the burners in again. If now the building 
is still not warm enough and the control still calls for 
heat, the burners resume operation and the cycle is re- 
peated until the control is satisfied. 

Should the water line in the boilers for any reason 
fall too low, the burners stop and will not again function 
until sufficient water is added to restore normal water 
line. There can be no better instrument of safety than 
such a low-water cut-out device. Should the oil flame fail 
for any reason, such as lack of fuel or a plugged line, 
a safety stack switch cut-out will, within 60 seconds, 
shut down the burners. 

The boilers are so sized that when outside tempera- 
tures are 30 deg. Fahr. or warmer, one burner will carry 
the entire load. All that is necessary to cut out one 
boiler is to close the steam and return valves and pull 
the service switch on the burner circuit serving that 
boiler. 

Under summer time operation, control is also auto- 
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matic. A water temperature control is placed on the hot 
water riser at a point close to the storage tank. Hot 
water is secured from a submerged system of tubes in 
the boilers. The burners operate until the temperature 
of the hot water in the riser pipe is 180 degrees. The 
burners then stay off until water temperature drops to 
160 degrees, the cycle then being repeated. The same 
pressure controls and low-water controls of course are 
still operative to prevent excessive pressures or firing of 
a dry boiler. 

The above controls give complete automatic heat for 
summer and winter for all of the building with the 
exception of the billiard room and bowling alley. These 
two public rooms are each equipped with two unit 
heaters, used for both heating and air circulation for 
ventilation. A small amount of direct wall radiation 
is also used. 

Unit Heater Control 

Immediately the problem arises of preventing the unit 
heaters from blowing cold air when the burners are 
not running. Were the unit heaters to run wild or to 
be merely equipped with a standard room temperature 
control, they would more often than not be running when 
no steam was available in the mains. 

The problem was worked out in this manner. Each 
blower has in its electrical circuit a temperature control, 
and a reverse action pressure control in series. ‘There- 
fore, in order that the unit heater may run, the tem- 
perature control must be calling for heat, and the pres- 
sure control must be in the closed position, indicating 
that steam is present in the coils. ‘The dual control be- 
fore described will insure the steam being there if out- 
side temperatures require it. 

Under summer operation, when the blowers are used 

(Continued on Page 129) 
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Fig. 2.—Wiring and piping diagram illustrating how the temperature control equipment on thix jah was co-ordi- 
nated so that each device would operate as originally planned and all serve to produce heat comfort 
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MEETING ARCHITECTURAL STANDARDS OF QUALITY 














Above: Standard Sanitary 





ues 


Nicke| \IHE INTERNATIONAL NICKEL COMPANY) 
\ | 


Above: Solid Nickel Silver 
shower installation in Marine 
Officers’ Apartment Building, 
Quantico, Va., furnished by 
Standard Sanitary Manufac- 
turing Co., Pittsburgh, Pa. 





itd? ibe 


Solid Nickel Silver bath tub 
fixtures in Marine Officers’ 
Apartment Building. 


Center: Standard Sanitary 

Solid Nickel Silver faucet as 

installed in Marine Officers’ 
Apartment Building. 


SOLID NICKEL SILVER PLUMBING FIXTURES BY STANDARD 


USED IN MARINE OFFICERS’ APARTMENT BUILDING, QUANTICO 


HESE beautiful clean-looking fixtures, con- 
taining 18 to 22% Nickel... the amount 
necessary to secure the accepted colorand essen- 
tial physical properties ... retain their lustrous 
sanitary appearance during years of severest use. 
Solid Nickel Silver fixtures resist corrosion, 


are easily cleaned, and do 





not chip, mar or discolor 


agS 
E 


1eke 


SILVER 


IN ( 


during installation or use. In hardness, tough- 
ness and strength, plumbing fixtures of Solid 
Nickel Silver are similar to tough bronze. 
These properties give exceptional wear-resist- 
ance to valve seats and in general insure 
sanitary equipment that measures up to the 


very highest architectural 





standards. 





WALL STREET, NEW YORK, N. ¥ “NieweL 


Firing Small Domestic Boilers 


Article No. 2 


ICHIMNEY CHECK 
(CLOSED DURING FIRING) 


a 















CHIMNEY SX - Ry ae 
DAMPER \\ . ‘ 
(OPEN WHEN WO NAN 
FIRING) \ SY 
‘ ~ 
FRESH FUEL 
APPLIED 
SSUMING that a UNIFORMLY | 
proper selection of ory ea 


fuel has been made 
to meet the requirements of 
the plant, just how is the 
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FIRE DOOR 
|. DAMPER 

OPEN WHEN 
FIRING ) 
of air entering is controlled 
by varying the size of the 
opening. Such a method is 
known as a downdraft 
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=~ ASHPIT DAMPER 
(OPEN WHEN 





plant to be operated? This 
brings us to the second 
phase of the matter of fir- 
ing small domestic 


ig. 1.—The ordinary method of firing applying fresh fuel 
uniformly 


FIRING) ' 
method. Its use as a dis- 
tinct method is not. as 
widely prevalent as is the 


updratt. 
Most domestic boil- 





hoilers. Recall that 
the method used de- 
pends somewhat on 
the fuel selected as 
well as upon the na- 
ture of the plant. 
Several general methods of 
firing are in common use which 
differ from each other in two 
main features, viz: 
(a) The way the fuel is ap- 
plied to the boiler, and 
(b) The way the air for com- 
bustion is admitted and 
controlled. 


By C. H. B. HOTCHKISS 


Associate Professor of Heating and Ventilating, Purdue University 


Who Says: 


‘SA little advice and instruc- 
tion in operating will very 
often turn a potentially dis- 
contented customer into a 
well-pleased one’’— 


ers are provided with 
adjustable openings 
for admitting air both 
above below the 
fuel bed. This makes 
it possible to admit air at either 
or both openings as desired, or 
to close both completely at will. 
It is thus possible to admit the 
greater part of the air through 
the ashpit while admitting addi- 


and 


tional, and smaller, amounts 
above the fire bed. ‘This is per- 
haps the most widely practiced 
method in use, and is thus a com- 





The Updraft Method 


The air for combustion may be admitted through a 
door or opening in the ashpit under the grate. In this 
case the air must find its way up through the hot fuel 
bed. It becomes heated, burning takes place, and the 
gaseous products, the so-called flue-gases, find their way 
on up through the furnace and pass up the chimney. 
This is the traditional method of admitting the air and 
is in wide use. The amount of air entering, and conse- 
quently the rate of burning the coal, is controlled very 
largely by varying the amount of opening of the hole 
through which the air enters the ashpit. Such a method 
is commonly called an updraft method. 

The other place for air admission is above the fuel 
bed. In order that this might occur, an opening is pro- 
vided above the bed, either through the firing door, or 
elsewhere. The air entering is usually the coldest gas 
present in this space and tends to fall through the hotter 
However, it is quickly warmed by contact with 
the hotter gases and then rises with them. The amount 


vases, 
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bination of updraft and down- 
draft with control at will. It has 
been especially widely practiced in burning bituminous 
coals, especially those with much gaseous matter. It is 
apparent that many combinations of air admission are 
possible. 


Firing Periods 


In the hand-firing of small boilers the fuel may be 
added in various ways. It is evidently possible to add 
large amounts at long periods or else small amounts at 
short periods. The shorter the firing period the greater 
the attendance necessary. As domestic boilers are fired, 
few are ever given any more attendance than absolutely 
necessary. The tendency is very decidedly to add large 
quantities of fuel at as long intervals as possible to keep 
down the time required to attend the fire. Some fuels 
lend themselves rather well to such a method, 
others do not. In fact, it is extremely difficult, if not 1m 
possible, to practice such a method with some cgals. For 
these coals, the only successful method appears to be to 


while 
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use fairly short-period firing. However, no one is will- 
ing to go to an extremely short period and the result in 
practice is that methods of applying the fuel to the boiler 
have been developed which permit of a reasonably long 
firing period while at the same time fitting the burning 
qualities of the coal used. 
The methods in common 
use are: 


— 


1. Applying the fresh 
coal rather uniformly over 


the fuel bed. This 1s 
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is necessary. This method of firing, although long prac- 
ticed in the firing of stoves, appears to have been adopted 
but recently to any considerable extent for firing boilers, 

or at least to have received a new lease on life recently. 
Fig. 1 illustrates the ordinary method. After the fire 
has been in operation the 
firing procedure is as fol- 

lows: 

1. Open ash pit damper 
and close chimney check. 
Open chimney damper, by- 





known as the ordinary fir- 
ing method, is perhaps the 
oldest, and is probably the 
one in widest use. 





2. Applying the fresh 
coal over only a portion of 
the fuel bed ata firing. This 
method has several varia- 
tions, is known by several 
names, is rather newer than 
the other, but is probably 
not so widely practiced. 

In general anthracite coal 
and coke lend themselves 
rather well to the first 
inethod. The other domes- 
tic coals do not. Conse- 
quently the partial-covering 


RING OF 
RED COALS 








pass damper (not shown), 
and fire door damper. 


2. Open fire door and 
observe condition of fire. 
Fresh coal should be ap- 
plied before previous 
charge has burned too far. 
Bed should be red. With 
a poker or slice-bar gently 
stir the bed, especially 
around the edges, and level 
it. Do not disturb the bed 
with the bar any more than 
seems necessary. Rake out 
any clinkers or slate if pos- 
sible. In cold weather it 
3 . may be necessary to shake 

the grates at every firing of 











methods are especially 
adapted for use with soft 
coals. As the gaseous mat- 
ter in the coal increases the 
use of one of the partial- 
covering methods becomes 


Fig. 2—The alternate or conical method of firing. 
word alternate is commonly used where this method of 
firing is practiced in rectangular boilers and the conical 
iden comes from the shape assumed by the fuel on the 
arate when this method is used in circular boilers 


fresh fuel. In mild weather 
never shake the grates any 
more than absolutely neces- 
sary. At any rate, if shak- 
ing is to be done, do it be- 
fore applying the fresh fuel 


The 





more and more desirable. 


Three Methods of Firing 


As a result of all these factors 
and considerations three methods 
of firing are in common enough 
use to justify describing them in 
some detail. They are as fol- 
lows: 

1. The Ordinary Method—in 


The first of these articles went 
very thoroughly into the 
matter of fitting the fuel to 
the heating plant. This sec- 
ond article takes up various 
methods of firing 


and not afterwards. Never con- 
‘tinue the shaking after red coals 
appear in the ashpit. Most of 
the time it will not be necessary 
to give the grate more than a 
half dozen shakes. 

3. Apply the fresh coal gently 
to the bed with a shovel. Do not 
throw it on. Try to place each 
shovelful where it belongs in or- 





which the fresh fuel is applied 
fairly uniformly over the whole 
surface of the fuel bed and in which practically all the 
air for combustion is admitted through the ashpit with 
only as much admitted above as appears to be necessary 
to fit the coal being burned. 

2. The Alternate or Conical Method—in which the 
fresh fuel is applied over only a portion of the fuel bed 
and in which the air admission is practically as in the 
ordinary method. The word alternate is loosely applied, 
but is commonly used where this method of firing is 
practiced in rectangular boilers. The conical idea comes 
from the shape assumed by the fuel on the grate when 
this method is used in circular boilers. 

3. The Alternate Downdraft Method—in which the 
fresh coal is applied over only a portion of the fuel bed 
but in which all, or nearly all, of the combustion air is 
admitted above the fire bed. No more air is admitted 
to the ashpit than is absolutely necessary. Often none 


der to keep the bed level and to 
apply the fuel uniformly. The 
amount of fuel to be applied will have to be judged by 
the condition of the bed. If the bed is bright, and is 
free of ashes and refuse, and if there is an adequate 
draft, much more fuel can be added safely than if these 
conditions do not exist. At any rate try to carry as 
thick a bed as seems possible under the circumstances. 


4. After the fuel has been applied, close the firing 
door tightly, also the ashpit door. Leave the ashpit 
damper open and the firing door damper partly open. 
In many cases where a given grade of coal is being 
burned the firing door damper is left in a fixed position, 
partly open, and is not used as a means of control at 
all. 

The chimney damper and the by-pass damper can 
usually be partly closed immediately after the fresh coal 
is added. In this position of the controls the rate of 
burning will be faster than the heat loss from the house 
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its suction pipe 18 
submerged in the put 


T ‘HERE’S no preliminary work to 
be done before starting to in- 
spect or clean a Jennings Suction 
Sewage Pump. No time is wasted 
in bailing, No need even to lift the 
pit cover. 


The only submerged part is the suc- 
tion pipe. Everything else is outside 
the pit... high and dry .. . acces- 
sible at a moment’s notice. 


The Jennings is a self-priming cen- 
trifugal. Its main pumping unit is 
an efficient, non-clog impeller. The 
priming device is a simple, sturdy 
Nash Hytor. A Jennings Pump will 
not clog, air bind or lose its prime. 
Screens are not necessary. 


Jennings Suction Sewage Pumps are 
furnished in a series of sizes with 
capacities to meet all of the usual re- 
quirements. Heads up to 75 ft. Write 
for Bulletins 113 and 124. 


NASH ENGINEERING COMPANY 
33 Wilson Rd.. SOUTH NORWALK, CONN. 


Jennings 


SUCTION 
SEWAGE 


No bailing is necessary 
to expose a 


Jennings Sewage Pump 


for inspection or cleaning 
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if the boiler is of ample size or unless the weather is 
very severe. 

5. After the fire has burned for a short period (the 
actual time will vary with the weather, the condition of 
the fire, and the kind of coal being burned) the fire may 
be set. This consists of setting the controls so the rate 
of burning is about equal to the heat loss from the house, 
or less. The ashpit damper is either fully closed, or 
nearly so. The chimney check is opened, and the chim- 
ney damper is closed until the fire appears to lose its 
life. In reality what happens is that only a compara- 











FIRING DOOR 





ASHPIT DAMPER 
(ALWAYS CLOSED) 








Fig. 3—This method of firing, the alternate downdraft, 

although long practiced in the firing of stoves, appears to 

have been adopted but recently to any considerable extent 
for firing boilers 


tively small amount of air is admitted to the fire. This 
set condition may be very easily judged by eye after a 
little practice. Commonly, however, this final operation 
is accomplished by chain pulls attached to the dampers 
and the fire is not examined by eye. The fire is now 
ready to be left until the next firing is necessary. 

Fig. 2 illustrates the conical method. The alternate 
method is essentially similar. After the fire is in ordi- 
nary operation the procedure is as follows: 

1. Adjust dampers before firing as in the ordinary 
method. 

2. Open fire door and observe condition of fire. In 
the successful use of this method it is essential that the 
fresh charge be added while the bed is still hot and 
while the temperature in the boiler is still high. With a 
poker or slice bar gently stir the bed to free the ash, 
especially around the edges. If the bed needs shaking, 
shake it, observing the same precautions as in the ordi- 
nary method. Now gently and carefully rake the hot 
bed with the poker, drawing and pushing the live coals 
toward the sides and forming a hollow in the center. 
This hollow should extend well down toward the grate, 
but some distance (4 or 5 inches) from it. 

3. Apply the fresh fuel gently to the bed with a 
Shovel. Do not throw it on. Attempt to place each 
shovelful directly above the center of the hollow in the 
hot fuel bed. Continue to add fuel until a cone of fresh 
coal is formed, but stop adding when the cone reaches 
within three or four inches of the sides of the fire pot. 
Here a ring of red coals should completely encircle the 
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fresh charge of fuel. Sometimes the top of the cone 
can be made to reach a height level with the middle of 
the firing door before the ring around the fresh charge 
becomes too small. In firing by this method it is essen- 
tial that the ring of hot coals be left around the fresh 
fuel. 

4 and 5. These steps in the process are similar to those 
outlined in the ordinary method. 

Kig. 3 illustrates the alternate downdraft method. 
When the boiler is in ordinary operation the firing pro- 
cedure is as follows: 

1. Open the chimney damper and by-pass. Close the 
chimney check. The ashpit damper may also be opened 
during firing period, but usually this is not necessary. 

2. Open the firing door and observe the condition of 
the fire. As this method is also a coking method, it is 
desirable that a fresh charge of fuel be added while 
the bed is still hot. ‘This is especially true when this 
method is used with gaseous coals. Gently stir the bed 
with a poker or bar to free the ash, especially at the 
edges. If shaking is necessary, do it before adding the 
fresh fuel, and shake sparingly. Rake out any clinkers 
or slate if possible. When fire bed is thus ready, gently 
push nearly all hot coals toward the back half of the 
grate with a shovel, leaving them piled up at the back 
to a height as high as the bottom of the firing door if 
possible. This will leave the front half of the grate 
practically clean. 

3. Apply the fresh fuel to the bed with a_ shovel, 
letting it rest on the front half of the grate. Continue 
until the fresh charge is level with the bottom of the 
firing door. This should leave a hollow near the center 
of the grate, where the fresh charge comes in contact 
with the old fuel. 

4. After the fresh charge has been added, close the 
ashpit damper tightly at once, if it has been opened 
during the firing process. Partly close the chimney 
damper and the by-pass at once. Air for combustion 
will now enter through the damper in the firing door. 
In case the damper is not large enough, the firing door 
itself may be left ajar. The use of the firing-door 
damper for control is the distinctive feature of this 
method. In this position the fire will usually burn faster 
than necessary. 

5. After the fire has burned for a short period (as 
in the other methods) the fire is set by readjusting the 
controls. The chimney check is opened, the chimney 
damper may be further closed, and the firing-door 
damper is adjusted until the desired rate of burning is 
obtained. 

The fire will burn smoothly and steadily. It will 
propagate itself into the new fuel gradually. Some of 
the fresh fuel tends to fall down the incline toward the 
depression at the center as the burning continues. 


Firing Applicable to Type of Fuel 


These three methods of firing each has its field ot 
usefulness, for each has characteristics which make its 
use especially desirable with certain kinds of coal. 

The ordinary method is especially applicable to the 
burning of coke, which requires the keeping of a thick 
fuel bed both to keep down the draft and to permit 
getting a sizable charge of fuel fired at a firing. It 1s 
also applicable to the firing of anthracite coal in the 

(Continued on Page 130) 
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FOR SERVICE... 


both in delivery 
and long life 








ARCO METAL PIPE is verti- 
cally cast —seamless — regularly 
finished in 12-ft. lengths. 








( Above) Six carloads of ARCO 
METAL PIPE for rush shipment 
to Industrial Plant. ( At right) 
Truck loads of ARCO METAL 
PIPE from distributors stock ready 
for delivery. 


HUTDOWNS and 
delayed delivery of 
repair materials cost 
money. Arco Metal Pipe will greatly reduce shutdowns of pro- ordinary pipe in actual operating conditions. It can do the 
duction units due to pipe failures. In a wide variety of industrial same thing in many places throughout your plant. 
plants Arco Metal Pipe has given many times the life of 








The fine grade of cast iron alloyed with nickel and chromium 
gives Arco Metal Pipe greater flexibility and strength and 
IMMEDIATE SERVICE greater corrosion-resisting qualities than ordinary cast iron. It 
Arco Metal Pipe is carried in stock and is cast vertically in dry sand molds with the same inside and 
wate gh sd — outside dimensions as extra heavy wrought pipe in the follow- 
turing facilities enable us a make prompt —— 14, a, 278%, 3, @, and 6. Standard ne 
shipment of any size of order in either 294 threading tools and standard fittings are used in making 
random lengths or cut-to-length pipe. Up Arco Metal Pipe. 


AMERICAN RADIATOR COMPANY 


Arco Metal Pipe Division 
AMERICAN RADIATOR & STANDARD SANITARY CORPORATION 


40 West 40th Street, New York 816 So. Michigan Avenue, Chicago 1344 Broadway, Detroit 
8th and Broadway, Cincinnati 1294 East 55th Street, Clevelan 4201 Duncan Avenue, St. Louis 















































When you 
connect 
water closets 
at different 
levels to the 
same stack 




















You Meet Some New Problems—II 


we showed thirteen illustrations of dif- 

ferent combinations and methods in- 
volved in the installation of two water 
closets at different levels, each discharging 
into the same stack. In this article we shall 
consider a number of additional combina- 
tions. 
As we brought out in the previous article, the sub- 
ject we are discussing involves more than anything 
else, the subject of 
venting. And as we all 
know, the reason for 
venting is the preven- 
tion of siphonage of 
trap seals. 

It is quite generally 
considered, we believe, 
that it is almost impos- 
sible to siphon the trap 
of a water closet. This is not so, and we should not 
take it for granted that the large area that the pas- 
sageway through a water closet bowl has, ensures 
it against siphonage. 

It is difficult to get defi- 
nite data on this subject 
however. During the in- 
TY vestigation made by the 

Hoover commission, exten- 
sive tests were made to 
prove the siphonic effects 
produced on the traps of 
the plumbing system gen- 
erally installed in resi- 
o ort —> dences and other dwellings. 


if OUR previous article on this subject, 


























In connection with our 
present subject, we think 


‘ . . 
Fic. 3 ) it will be of value to devote 


some space to a descrip- 
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A continuation of the 
study by S. M. BARR 
of variations in regu- 
lations in some Cities 


tion of these tests, and the results as they concern 
our present subject. 


Testing Venting 


Fig. 1 shows the plumbing layout that was tested. 
It will be noted that the vent for the basin and bath 
is controlled by a valve, and likewise the vent for the 
sink. This allows either fix- 
ture to be tested as a 
vented or unvented fixture. 

These fixtures were first r 
tested as a top floor lay- YY 
out. After a description of 
this test, which is not of 
interest in connection with 
our present subject, the 
report continues as fol- }-| — 
lows :— 4 

“The same arrangement 
of fixtures (Fig. 1) was } i 
completely tested as the nor oven # rt: 
first floor of a two story Fig. 4 
and basement structure, ES 
with 10 ft. 10 in. between 
first and second floors, with the fixtures arranged 
as shown in Fig. 2, installed on the second floor. 
The discharge from the water-closets was varied by 
adjustment of supply devices up to a mean rate of 
discharge of 60 gallons per minute, The tests show 
that the venting with valves (1) and (2) open (Fig. 
1) is sufficient and needed, to completely protect the 
bath, basin, and sink traps in that particular layout 


r . - - . — 
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against the aspirating effects produced by the com- 
bined discharge of a water-closet with paper and 
soil, a bathtub, a washbasin, and a kitchen sink from 
the floor above. Repeated tests with a heavy dis- 
charge from the second-floor fixtures in conjunction 
with the discharge of the washbasin on the first 
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Fig. 6 
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floor in various orders of sequence failed to produce 
any measurable loss of seal in the bath trap on the 
first floor. Apparently the interval between the clos- 
ing of vent (1) by the washbasin discharge and the 
closing of the horizontal waste from the bath 1s too 
short to permit the transmission of aspirating effects 
to the bath trap. Once the horizontal waste is filled 
the bath trap is completely protected from aspirating 
effects. With valve (2) closed a complete loss of 
seal was produced in the sink trap by a heavy com- 
bined discharge or by the repeated discharge of a 
single water-closet from the floor above. The pro 
tection offered the water- 
closet trap by the venting 
with valves (7) and (2) open 
is not complete. A heavy dis- 





f | charge from the second floor, 
| in conjunction with either or 
- both the washbasin and bath- 


tub on the first floor discharg- 
ing, produced a measurable 
| loss of seal in the water-closet 
| trap on the first floor. A re- 
oven srt peated discharge of a water- 

ory closet with paper and _ soil, 
washbasin, bathtub and 
kitchen sink from the top 
|! floor in conjunction with 























either or both the basin and 
bathtub on the first floor left 
Loe approximately 0.7 in. seal in 
— the closet trap on the first 
floor, starting with a normal 
full seal of 4 in. in the water- 
closet trap. A_ single dis- 
a charge of the same fixtures 
co ae did not reduce the _ water- 
closet seal on the first floor 
below 1 in. The conclusions 
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to be drawn with reference to layout (Fig. 1) with a 
bathroom group, or bathroom group and kitchen 
sink, on a floor above are: (1) ‘That each small 
waste connecting independently into the stack must 
be vented; (2) that considering the slight probability 
of all the fixtures of the 

group above discharging at 
| the same time as the basin 
| or bathtub in the lower 
| group, the water-closet may 
be left without a separate 
| vent with comparative 
| safety; and (3) that with 
| possible heavier discharges 
| from above than described 
| the water-closet should be 

} . | separately vented.” 


Water Closets Can Be 
Siphoned 


The purpose of the foregoing is to show that 
water closets are by no means free from the danger 
of siphonage. We wished to bring this point out, 
as we believe it will help to give a clearer concep- 
tion of the different statements that follow, relative 
to the subject we are considering. 

We want to explain conclusions 2 and 3 given at 
the end of the description of the tests. 

Conclusion 2 states that the water closet may be 
sately left without a separate vent. By this is meant 
that the water closet, which discharges into a crow- 
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foot fitting, will be sufficiently vented through the 
fixture connection made into the side inlet on the 
same fitting. 

In the previous article we discussed somewhat, the 
subject of unvented water closets. Fig. 3 shows a 
practice that is typical of a considerable number of 
cities, which do not demand the venting of a lower 
water closet if it is within a certain limited distance 
of the stack. In this case, if the distance is greater 
than 8 ft., the fixture would have to be vented. 

It might be stated that the city whose practice is 
illustrated in Fig. 3, requires no venting of residence 
fixtures, but makes free use of non-siphon traps, and 
allows the free connection of fixture wastes into the 
water closet lead bend. 

A similar treatment, shown on the pilot drawing of 
an eastern city, appears in Fig. 4. 

Here is a peculiar provision, taken from the pilot 
drawing of a city in the middle west,—“Two water 
closets, one above the other, within a distance from 
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F you followed Square “Gee” pro- 
duction and inspection methods you 
would think the goodwill of each 


customer hinged on a single fitting. 


Soundness, chamfer, bands, threads. . 
details that assume huge proportions 
to the man on the job are guarded 


closely in the modern Grabler factory. 


The man on the job must be satisfied. 
We respect his judgment of sound fit- 
tings and thereby establish his prefer- 
ence. When you need fittings, think of 
Square “Gees” and the man on the job 


will know you are thinking of his needs. 


THE GRABLER MFG. COMPANY 
6565 Broadway :- Cleveland, Ohio 


Warehouses 
New York - Chicago - Los Angeles - San Francisco 
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HERE is a characteristic fineness to 

Mueller Bronze that distinguishes it 
from all other. Every bit of it comes from 
laboratory controlled sources—every batch 
is tested over and over again. This is one of 
the reasons why G-3612 all metal lavatory 
combination with pop-up drain will provide 
that super-dependable service. The extra 
heavy chromium plating assures lifelong 
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beauty, too. Write for complete information 
about Mueller Bronze for the “‘vital spots of 
plumbing.”’ It will be gladly sent free, of course. 





MUELLER CO. (Established 1857), Deca- 
tur, Illinois; Branches: New York, Dallas, 
Atlanta, San Francisco, Los Angeles, Chi- 
cago; Canadian Factory: MUELLER, Lim- 
ited, Sarnia. 





MUELLER 


PLUMBING BRONZE AND VITREOUS WARE 
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the stack of one 5 ft. length of pipe and a fitting, 
need no vent, but with water closets on three or 
more floors entering the same stack, all but the top 
water closet shall be vented.” . 

Fig. 5 shows a practice covered by an ordinance 
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in a southern city. It calls for the venting of the 
lower water closet, but allows this vent to be used 
as a waste for minor fixtures, under the following 
ordinance :—“All water closets shall be vented 
through a T-Y, Y or drainage fitting, or the top of 
the horizontal part of the lead bend, or the side of 
the vertical part of the lead bend, and rise to a point 
12 in. above the floor line of the closet, and there 
connect to the vent stack, except for circuit venting 
and for top closets, as herein prescribed. In case 
the closet on the lower floor is vented, and there are 
not more than two minor fixtures, with 1%4-in. waste, 
or one minor fixture with 114-in. waste, within 3% 
ft. of the said vent, they may discharge into said 
vent as a washover. Horizontal part of said revent 
shall not exceed seven feet in length.” 


Venting with a Wet Vent 


The use of a water closet vent as the waste for a 
minor fixture, has become common practice in recent 
years. No doubt the chief influence that has brought 
this practice into accepted use, is the fact that the 
Hoover recommendations endorse it very strongly. 
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Following is an instance of the endorsement the 
use of wet vents has received from that source :— 
“Every trap seal of a plumbing system should be 
adequately protected against failure, but to accom- 
plish this it is not necessary that each particular trap 
have an individual vent 
pipe. For example, 
stack venting appropri- 
ate for the highest fix- 
tures is the most effi- 
cient and certain of all 
forms of venting. Vent- 
ing requirements relate 
to the drainage system 
as a whole. Wet vents 
—that is, portions of 
the waste pipe which 
are used alternately for 
the discharge of water 
and for venting pur- 
poses—are unobjection- 
able if installed with re- 
gard to the principles 
already set forth. 


“The committee is 

















Fig. 16 





strongly of the opinion that if 
due thought is given to the de- 
sign of the drainage system, 
vent pipes may be reduced in 
size and number, plain traps 
may be used, and the whole 
system made simpler and 
cheaper than is often the case 
today. To do this however, 
generally requires that fixtures 
be located relatively near a 
stack, and architects are urged 
to design buildings so that this 
can be done.” 











Use of the Wet Vent 





Fig. 6 shows an example of 
an intelligent and correct use 
of the wet vent, It will be noted 
that the sihk wastes into the 
vent of the water-closet. It 
goes without saying that this 
connection, except the sink trap, must be 2 inch, for 
that is the size demanded of water-closet vents. 

















We do not think that the Hoover recommendations 
ot the discussion that is given concerning the sub- 
ject of wet vents, closely restricts or defines their use. 
From our knowledge of the subject as handled in 
the Hoover report however, we believe that the in- 
tent is to confine its use to bath rooms or small 
toilet rooms. As it appears to us, if one of two 
fixtures wet-vents the other, it would not be an in- 
telligent practice to use if there was likelihood of 
the use of both fixtures at the same time. In resi- 
dence bathrooms for instance, it would be seldom 
that the water closet and one of the other two fix- 
tures would be in use at the same time. Under 
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| peeing sharp is competition 
today. Figuring on a heating job 
is often just about 90% subtraction. It 
takes close whittling to even land a 
job... not to mention the making 
of any money on it. 


But here is exactly where Sturtevant 
Speed Heaters come into the picture! 


Do you realize that a single Speed 
Heater replaces anywhere from )% to 3 
tons of ordinary direct radiation? With 
very few .exceptions Speed Heaters 
mean a substantial saving in both cost 
of equipment and labor! 


Hundreds of alert contractors are taking 
advantage of this opportunity. When- 
ever they get in on a heating job on 
which Speed Heaters can be used to 
advantage, they sell their prospect on 
the Speed Heater idea... on the saving 





e 


.on the superior heating results that 
follow their use. And they are landing 
the business...and making a satisfac 
tory margin of profit on it. 


It will pay you to investigate Speed 
Heaters. When you figure on your next 
industrial or commercial heating job, 
call in a Sturtevant Sales Cooperator. 
He will gladly help you work up the 
cost of a Speed Heater Installation... 
sO you can compare it with the cost of 
direct radiation. 


In the meantime... mail the handy 


coupon below. 


B. F. STURTEVANT CO. 
Main Offices: 

HYDE PARK, BOSTON, MASS CHICAGO, 

410 No. Michigan Ave. SAN FRANCISCO, 681 Market Sr. 


Branch Offices: Atianta; Baitimore, Boston; Buffalo , Camden; Charlotte; 
Chicago; Cincinnau, Cleveland; Dallas, Denver; Detroit; Hartford ; 
Indianapolis: Kansas City; Los Angeles; Milwauke Minneapolis 


Newark, New York Omaha; Pitrsbufgh ; Portland, Mc 
Rochester; St. Louis; San Francisco; Seattle; Was hingto D. C. 
Canadian Offices: Toronto; Montreal; Galt. Canadien Repre Kip p Kelly, 


~P ettan d, Ore 


ee Bid epped the job!” 











in initial cost that Speed Heaters insure Led., Wianines, Agate de Pavign Gosetris 





(REG. ‘v. Ss. ‘PAT. orn 


SPEED h EATERS 


—--------—---——--——-- COU PO N-——--——--—---------- 





B. F. STURTEVANT CO., Hyde Park, BOSTON, MASS. 


a me “Tips on ——— Selling” and Company ... paindina ae wes 
‘O I'd bike to see a Senie Heater Sales 
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such conditions we believe wet-venting would be 
acceptable. However, if those two fixtures were in 
a public toilet room, where both were likely to be 
in more or less continuous use, we would not sav 
that wet-venting should be allowed. 

There are a great many plumbing codes that lay 






































down certain venting restrictions for water closets 
at different distances from the soil stack. 

Figs. 6 and 7 illustrate the requirement as covered 
by some codes. For distances from the stack of 5 
to 10 ft., the vent may be returned to the main vent 
stack, in other words, a loop vent may be used. 
For distances over 10 ft., the vent must be car- 
ried undiminished 
through the roof, that 
is, of 4-inch size. 

Another variation of 
this requirement is 
shown in Fig. 9. Here 
y the restricted distance 
is 8 ft., but the vent 
need be only 3-in. 





In many plumbing 
codes there is the fol- 
lowing provision, or 
something similar to 
it: — “Any vertical 
branch rising more 
than ten feet, or any 

















lateral branch running 
more than twenty-five 
feet from the main soil 
line, shall be continued 
full size to a _ point 
above the roof, in the 
Same manner as re- 
quired for main _ soil 
pipes, or may be re- 








turned to main vent 
pipe full size. The 
combined length shall 
not be more than 25 ft.” 
Fig. 20 Inasmuch as the run- 
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ning of a 4in. vent 
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horizontally 25 ft., would often be a difficult or im- 
practicable proposition, the vent is generally carried 
through the roof. The foregoing is illustrated in 
Fig. 10. ) 

To show the wide variation in practice, we show 
in Fig. 11, the allowance made in another code, for 
a similar situation. Here the fixture can be 50 ft. 
from the stack, and 
still allowed to carry 
its vent horizontally 
50 ft. 

There is another 
combination, in which 
the lower of two water 
closets is located at a 
distance from the 
stack, in this case the 
distance being between 
5 and 10 ft. Here the tes 
vent for the lower fix- 
ture may be _ consid- 
ered the main vent, 
and receive the waste | 
of two minor fixtures y 
located on the upper 
floor. This results in 
such a layout as shown 
in Fig. 12, which was taken from a pilot drawing. 
In this case the two lavatories on the second floor 
wet-vent the lower water-closet. However, this is 
an instance of wet venting which we do not favor. 
We think there is a difference between a wet-vented 
height of only 2 or 3 ft., and one possibly 12 ft. 
higher. In other words, we feel that in the wet vent 
shown in Fig. 12, there is too long a stretch of pipe 
to be fouled. 


Water Closet Below Sewer Level 
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Fig. 21 











A final combination that occurs to us, where two 
water closets are on different levels, one above the 
other, is where this happens as illustrated in Fig. 13. 
Here one of the water closets is above sewer level, 
and therefore discharges into the gravity sewage 
system. The other water closet is below sewer level, 
and therefore has to discharge to a sewage ejector, 
which raises this low level sewage into the gravity 
sewer. Under these conditions some cities keep the 
venting of the high level and low level fixtures en- 
tirely separate, as shown in Fig, 13. Other cities 
allow the vent lines from the fixtures on the two 
levels to be served by the same main vent line. We 
do not see the need of two separate vent systems, 
and consider that it is O. K. to run the vent line 
from the low level fixtures into the main vent for the 
gravity system. 


Washington, D. C., Instruction Charts 


In Figs. 14 to 21 we show eight semi-isometric ele- 
vations that should be of value. While they do not 
apply perhaps so directly to our subject as the other 
illustrations that we have used, each of the illustra- 
tions shows two water closets, one above the other. 

These drawings are taken from a set of instruc- 
tion charts issued by the plumbing department of 














August 9, 1930 


«Let's Build a 











DOMESTIC ENGINEERING 111 





Boiler like an 


Automobile Radiator” 








"** Said H. M. Jerome 


HY should a man noted for his 
successes in the field of automotive 
engineering concern himself with boilers for home 
heating? When a really scientific problem pre- 
sents itself, a true inventor, once interested, can- 
not rest until it is solved. And Inventor Jerome 


was determined. He would perfect an automatic 
heat machine that would deliver heat at low cost. 


The cooling system of an automobile engine and 
a house heating plant are much alike . . . both 
transfer heat. In an automobile motor the tre- 
mendous heat developed in the combustion 
chamber must be carried away. Water around the 
chamber absorbs the heat . . . passes it through 
the great number of small passageways in the radi- 
ator, which is exposed to 
the cool air,...and the 
heat from the water is radi- 
ated into the open air. 


«Why not build a boiler 
like an automobile radia- 
tor,” reasoned Mr. Jerome. 
But, instead of exposing the 
“radiator” to the air and 
allowing it to throw off heat 

. expose it to the hot 








Gar Wood Engineering Co. 

4196 Bellevue Ave., troit, Mich. 
Gentlemen: Send me... without cost or obli- 
gation . .. a copy of “A New Principle of 
Generating Heat at Low Cost.” 


Firm Name _ 





Address 





City 


State 





Requested by 











The short, wide flues of the old type boiler are 
not built to absorb the intense heat produced 
by an oil burner. 





GAR 
4196 Bellevue Ave. 


gases of combustion (from fuel 
oil or gas) and make it absorb 
the heat and pass it on into the 
heating system. 











The late H.M. Jerome, 
Automotive Engineer, 
scientist, and inventor. 


The high velocity flow, through 
the very irregular water and air 
passages of an automobile radiator, produces a 
turbulence that washes off the film of air, which 
by adhering to the metal reduces conductivity. The 
result is a greatly increased heat transfer. In the 
Gar-Wood, the combustion chamber is placed at 
the top of the boiler and well over one-half the 
fuel’s radiant heat is absorbed by the water imme- 
diately surrounding the chamber. The remaining 
hot gases pass down into the narrow openings be- 
tween a series of flat water 
tubes, which are baffled in 
such a way as to cause a 
scrubbing action of the hot 
gases against the steel walls 
of the tubes.% The result is 
an almost complete transfer 
_of the remaining heat into 
Stack 
temperatures are held just 
high enough to prevent 
condensation. 
. 


Complete details of this 
most efficient and more 
economical balanced heat- 
ing unit are to be found in 
our new book. The coupon 
brings it. 


ENGINEERING CO. 


Detroit, Michigan 
Che 
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CAST IRON 
Screwed—Flanged—Drainage— 
Sprinkler 


ELECTRIC CAST STEEL 


Screwed—Flanged 


MALLEABLE 
Standard—Extra Heary— 
Hydraulic—Oil Country 
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Pipe fittings, like giant bridges, must be designed with ample safety 
factor to carry the stresses and strains of the service intended. Patterns, 
accurately made to plans, rigid material specifications and skillful 
molding are also essential in safeguarding pipe-fitting strength. 


All Stockham Fittings are designed to the American Standard, but 
have wide, heavy beads to stand the severest pipe-wrench strain, and 
extra body thickness to stand the gaff of pipe-line service. They are 
made according to the most up-to-date foundry practice under rigid 
laboratory control from selected, strong metals. Precision machinery, 
with constant inspections and tests, cuts accurate threads with beveled 
faces that make leakproof joints and straight lines. 


To save your time and money on the job, next time ask your whole- 


saler for Stockham Fittings. 


STOCKHAM PIPE & FITTINGS CO., Birmingham, Ala. 
Boston, New York, Philadelphia, Chicago, Detroit, Houston, Los Angeles 


\ Like the stresses of a giant bridge 
~~ * € | <4 
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the city of Washington, D. C. The original charts 
showed a floor plan also, which gave the relative 
location of each of the three bath room fixtures. 

It will be seen that each drawing shows the three 
bathroom fixtures in a different arrangement. In 
all eight layouts, the bath and lavatory wastes are 
carried into a branch on the cast iron closet bend. 
The same layout would undoubtedly be accepted if 
a crowfoot fitting had been used for the water closets, 
and the fixture wastes connected to a side inlet of such 
a fitting. | | 

In each layout, it will be noted that the lower 
water closet is wet-vented through the bath and 
lavatory wastes, Wherever these wastes serve as 
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the water closet vent, they would of course have 
to be 2-in. 

We can imagine that the use of such drawings as 
these would not only be very helpful to those in- 
stalling plumbing, but would be the means of light- 
ening the work of the plumbing department, by 
saving many individual explanations. 


Our readers are invited to discuss this important sub- 
ject of venting water closets installed on two different 
levels. Contributions should be in our hands not later 
than August 22, and should be based upon the readers’ 
actual experience in installing this work. Examples and 
descriptions of such instances are particularly desirable. 


Valuable Discussions on the Preceding Article 


Discussion from Minneapolis 


HIS question arises, do we install vent pipes because 
they are a necessity or because they are required by 
code? 

We do know that many plumbers, when asked that 
question by the customer, will reply in all good faith that 
they have to install vent pipes because they are required 
by the code, whereas it should be understood that plumb- 
ing fixtures are vented to prevent siphonage, prevent back 
pressure, provide a circulation of fresh air throughout 
the piping, and diminish the noise of flowing water. 

Another question arises, do plumbing codes make a 
sufficient distinction between buildings of various heights ? 
Thus a closet might be installed in a two-story building 
without a revent (save thé stack) with perfect safety 
and satisfaction, whereas that same closet installed in a 
high building would present other results. 


Also, a closet placed some distance from a stack might 
be satisfactory, if the water seal in the bowl were 
sufficient, whereas another closet bowl, with a shallow 
seal, would siphon when operated under the same con- 
ditions, 

Again, we set a limit at which certain closets can be 
installed from stack without venting, knowing that this 
distance will be exceeded from time to time for certain 
installations, therefore it is best to keep this distance at a 
minimum and allow for exceeding that limit rather than 
placing the limit at the extreme in the first place and 
then going beyond that limit. 

The term continuous waste and vent cannot be ap- 
plied to a closet nor to any other S trap fixture; a wall 
outlet closet with a P trap could be installed with con- 
tinuous waste and vent, but the action in a closet of this 
type is different from the action in a closet of the floor 
type. 

Why the 2-in. vent pipe? We know that in some 
cities they permit the installation of a basement closet 
and a minor fixture on a 14-in. vent and insist upon a 
2-in. vent for a closet above the basement. Also some 
cities permit the installation of basement closets with- 
out vents. Is there a good reason for the use of 2-in. 
pipe for closet vents or is this another relic of by-gone 


days? 


And instead of 1%-in. waste pipes and trap con- 
nections for bathtubs, why not get to a full 2-in. pipe so 
that when the plug is pulled the tub will empty in a few 
minutes. We are dealing with a volume of water much 
greater than is handled by either sink or wash-basin and 
with the same size piping. 

Top closet set close to stack surely does not require 
additional venting other than the main stack. 

Flat vents below the water line usually result in plug- 
ging from the back wash or when pipes fill with water. 

Minneapolis, Minn. W. W. Hughes. 


Comment from New Jersey 


T is remarkable, indeed, how many different ways 

there are to arrange the soil and vent pipes for two 
water closets on different floors. The most peculiar 
thing about it is that—apparently—all the methods are 
successfully applied and in every day use. After care- 
ful study of the various diagrams presented in the arti- 
cle the conclusion is forced upon one that there 1s more 
than one way to install a set of fixtures correctly. 

There once were seven men in London who wished 
to go to Hull; one walked, one rode an ass, one hired 
a horse, one begged rides on the farmers’ carts, one 
swam, one rowed a boat and one went by train. But 
they all arrived at Hull. Had this happened today, the 
story could have been stretched to- cover nine men, the 
other two using an automobile and an aeroplane. The 
chief fact to be remembered is that they all arrived! 
And the piping prevents siphonage in all the various 
arrangements shown. 

It is rather astonishing that no mention is made in 
the article of blowing out the trap on the lower water 
closet. It seems to me this would be much more likely 
to happen than siphonage unless siphonage was intended 
to include both negative and positive pressures, which 
may be generated. 

Mr. Barr is quite correct in arriving at the conclusion 
that the top water closet never requires a vent under 
any condition so long as it is the highest fixture con 
nected to the stack. This quite agrees with my own 
experience in a locality where there commonly were 
placed three or four closets in a house. All the lower 
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Sectional View 
Model No. 1 
Red Top Relief } ‘alve 


Red lead-+-and Red Tops 


High above the river workmen carefully cover every 
square inch of a mighty steel bridge with red lead. 





On girders, stringers and cables, this red coating guards 
the structural metal against the ravages of rust. It is a 
symbol of safety and protection. So, too, is the Red Top 


of a Red Top Relief Valve. 


Model No. 1 Red Top, installed in domestic hot water 
supply systems, is positive protection against rising pres- 
sures when heaters are accidentally left turned on. 
Relieving automatically before the danger point is 
reached, it forestalls explosions and other ruptures. 


A Red Top is simple in construction and operation. It 
works unfailingly on the gravity principle and can be set 
to relieve at 50, 75, 100 or 130 lbs. pressure. 


Red Top Model No. 1, as well as Red Top Models No. 2 
and No. 3 for hot water house-heating systems, are so 
reliable that they have the approval of the Underwriters’ 
Laboratories, Inc., America’s foremost testing organiza- 
tion. 


For complete information send the coupon below. 


NEPTUNE METER COMPANY 
50 E. 42nd Street New York City, N. Y. 


Branch Offices in Principal Cities 
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NEPTUNE METER CoO. D.E. 89-30 | 
50 East 42nd Street, New York, N. Y. , 
Please send me a copy of the new edition of your folder, “Protection,” 
which describes the Red Tep Relief Valves and their operation. | 
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closets were back-vented with 2-in. vents, but the top 
closet never was back-vented and never gave any trouble. 
Incidentally, the main 4-in. soil stack was extended from 
the top closet connection through the roof with a 2-in. 
vent extension. This, too, never produced any. objec- 
tionable results. 

Recently a twenty-story apartment house was erected 
with two complete bathrooms and kitchens on each floor 
all connected to a common soil stack. This involved 40 
water closets, 40 baths, 40 lavatories and 40 kitchen 
sinks. The bathroom. wastes were run to the tapped 
inlets on the sides of the stack double TY and the 
water closets came into the 4-in. tee outlets. With the 
sinks a special 6x2-in. double TY was used above the 
water closet TY. All wastes were kept separate until 
they entered the TY fitting. No venting pipes were 
installed. 

Now, it was considered at the time that this was taking 
a foolhardy risk, especially for the fixtures near the 
bottom of the stack, which would be subjected to the 
discharge of nearly 40 water closets above, to say noth- 
ing of the smaller fixtures. But the local plumbing 
bureau claimed other jobs had been put in in this manner 
and no difficulty resulted; the only requirement was to 
use a 6-in. soil stack and individual wastes from each 
fixture to the stack. 

This was done and the building has been in service 
for a year with no trouble showing up. You may think 
this is getting away from the subject of “Water Closet 
Installations on Two Different Levels,” but here is the 
application: The 6-in. soil stack has an area of about 
28 sq. in. or 28/40 =0.70 sq. in. per water closet. In 
a two water closet installation such as is considered in 
the article the 4-in. stack has an area of about 12 sq. in. 
or 12/2=—6 sq. in. per water closet. 

Therefore my conclusion is that the residence with a 
4-in. soil stack requires no venting at all, inasmuch as 
the 4-in. stack has 6/0.70==8 times as much area per 
water closet as the 20-story apartment, and the apart- 
ment gave no trouble. 

Someone may turn around and say: “Oh, that is no 
comparison! See how much more nearly a 4-in. stack 
will be filled up solid with water! That is what makes 
the trouble!” But in reply the fact can be offered that 
the area of a 6-in. stack is only a little over twice that 
of a 4-in., while not only two, but even three or four 
closets out of a total of 40 might be flushed at the same 
time. This would overload the 6-in. stack much more 
heavily than would be possible to do on the 4-in. stack 
as will be seen by the following: 


With 4 closets flushing the area of the 6-in. stack per 

square inch per flush would be 

28/4 ==7 sq. in. 
but with one closet flushing on a 4-in. stack the stack 
area per flush would be 

12/1 == 12 sq. in. 
showing that the house installation is much safer than 
that of the apartment house given. 

All of which inclines one to the opinion that back vent- 
ing of all water closets can be done away with, if suit- 
able precautions are taken to protect both the smaller 
fixtures and the closets from siphonage by using separate 
soil and waste lines for each as well as amply sized main 

















August 9, 1930 DOMESTIC ENGINEERING 115 














It Saves Time 
It Saves Money 
It Gives Satisfaction 


and It Shows YOU a 
BIGGER NET PROFIT 














PRoGRESSIVE dealers and plumbers everywhere are standard 
izing on the Globe Sizzler for all furnace coil installations. Here 
are basic reasons why they are. 


The Glebe Sizzler Saves Time, first, because it saves 
you the bother of making up coils. Second, because it comes 
ready for quick installation. It Saves Meney because 
you do not stop other work to make up coils. It Gives 
Satisfaction because its patented bend gives greater 
heating surface and assures free, noiseless flow of water 
always in a horizontal or upward plane. A one-piece 
coil, it contains no pockets to clog or lime up as do 
elbow, return-bend or any other one-piece coil on 
the market. It Shews You a Bigger Prefit 
because its superior features make your cus- 
tomers willing to pay more for it. 


Packaged 


The Globe Sizzler comes 
ready-made in different 
lengths, to fit all makes of 
furnaces. Each coil is 
packed in an individual 
carton, protecting threads 
and identifying size 


To give the public the best, this is the 
furnace coil you should stock. If you are 
not doing it already, send us the coupon 
below. We will furnish you full infor- 
mation about the Sizzler. 


GLOBE MACHINERY 
& SUPPLY CO. 


Des Moines, Iowa 


GLOBE MACHINERY & SUPPLY CO. 
DES MOINES, IOWA 
I am interested in eliminating the grief from 
furnace coil installations and in how to get more 
profit from them. Please send me complete infor- 
mation about the Globe Sizzler. 


THE ONE-PIECE ee 
NO-POCKET 


FURNACE COIL 
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interesting. The danger of siphonage on lower closets 
where small revented fixtures enter the closet bend is 
negligible. In my opinion the lower closet would be 
amply protected against siphonage and a sufficient mar- 
gin of safety provided in an installation of this type, 
with no other air relief provided for the lower closet 


soil stacks. Of course anti-siphon traps on lavatories 
and sinks with pot traps on baths would make assur- 
ance doubly sure in the cases of these fixtures. 

Newark, N. J. Harold L. Alt. 


Ideas from a Wisconsin Inspector 





trap. 
| R. BARR has brought out the important points Racine, Wisc. John H. Owens. 
quite thoroughly. A definite conclusion, however, 
| as to the reventing of lower closets has not been reached 
1. and probably never will be. Local customs and ideas 
| will be difficult to overcome. My experience has been 
; that on a two-closet installation on a 4-in. stack, one 


directly above the other, with no offsets in the line and 
allowing a straight clearance on the stack below the 
‘ lower closet, a lower revent is not necessary. I recall 
that before the Wisconsin State Code was adopted, one 
large city in this state installed two sinks on a 2-in. 
waste, one directly above the other, without reventing 
the lower trap. Hundreds of installations of this type 
are in use and have been for 30 years. Nothing has 
happened to the lower trap seals. The distance limits 
from the point of venting on horizontal lines in the 
No , 
particular reasons are given or no fixed rule 1s provided e 
Several years ago I made 





different cities are, in my opinion, fixed arbitrarily. 
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to cover the distance limits. 


. , : ial : 1 Top row: Mrs. H. H. Diedesch, Mra. J. Vokoun, Mrs. Perry 
practical tests of traps ol all kinds on a specially equippec Russell, Mrs. Charles Baumgartner, Mrs. Perry F. Larsen. 
testing device. The results as to trap distance locations Bettom rew: C. Loges, Joseph Wade, Wade Iron Sanitary 


Mfz. Co., Chicago; H. H. Diedesch, C. L. Botley and Thomas 
Photos taken at the recent outing of the North and 
Pleasure club, Chicago 


and also as to exactly what happens to a trap seal when 


. ; Botley. 
complete siphonage or aspirating effects occur are very 


West Side Master Plumbers’ 





UNIT HEATERS 


Correct distribution of heat has long been 
an outstanding probleni. Its solution by the 





application of Breezo-Fin Unit Heaters leaves east a 
nothing to be desired from any standpoint. LD 
Here is an efficient, economical means of a 
giving your customer the kind of heating you — 
would demand yourself. CTs 

CTC 
And you can do it at a real profit. Breezo- AO tt AO 
Fin Unit Heaters are made in the proper ems 


type and size to handle any job. But no 
matter what job they are to be used for they 
are easy to install and positive in operation. 


Complete details will interest 
you. Write for them. 


BUFFALO FORGE CO. 


483 BROADWAY BUFFALO, N. Y. 
In Canada: Canadian Blower & Forge Co., Lid. Kitchener, Ont. 
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New Homes for Old 


(Continued from Page 52) 


this place, and it is one of the most interesting plumbing 
and heating jobs that was ever attempted in the state 
from a remodeling standpoint. 

In discussing the increase in small repair jobs, or minor 
remodeling, such as the addition of a new lavatory, 
laundry tubs, a new kitchen sink, an extra toilet and 
similar improvements, Mr. McKenna of Yundt & Mc- 
Kenna stated that he thought their new business in these 
lines could probably be traced rather directly to the 
modernization program. He explained that they have 
never done any merchandising as yet directly along this 
line, as they have been concerned with larger contracts. 
Notwithstanding this fact, he estimated that business 
in these small jobs had come to them voluntarily since 
the first of this year in an amount which he roughly 
estimated would exceed the total of such work over the 
entire period of the last three years. 

Any dollars and cents figures on plumbing and heating 
business increase separate from the total building per- 
mits were not procurable, but one or two statements 
from the office of Yundt & McKenna seem to be rather 
reliable indicators. In 1929 this concern did not install 
a single hot water or steam job. This year they have 
so far had nine contracts for either hot water or steam 
plants. 

While they can not trace all of these to the mod- 
ernization program direct, it is safe to assume that 
this work was probably prompted indirectly at least by 
the aggressive building program, although the firm’s own 
advertising and merchandising program is a comprehen- 
sive one. 

Whole State Interested 


In addition to the advertising of the modernization 
projects on the site of the project, there has been a 
weekly page of advertising carried in the city newspapers 
every week since the program of modernizing started. 
On this page there is one article or more of editorial 
material on the general theme of modernization and the 
benefits to be derived from such a plan. Other papers 
throughout the state found the idea interesting enough 
to devote both editorial and news space to its discussion. 
The Portland dailies played up the program in a promi- 
nent way and the Chamber of Commerce is now receiv- 
ing letters and inquiries from every part of the country 
concerning the whys and hows of its development. To 
all of these William E. North, secretary of the Chamber 
of Commerce, and the prime mover in its success, makes 
explicit explanation and offers to co-operate in every 
possible way with other civic organizations. 

Among the figures compiled for information is the 
fact that after a house is modernized the average prop- 
erty cost amounts to 30 per cent, the modernization 
cost 45 per cent and the possible profit about 25 per 
cent. 

The total represents the final appraisal sale value 
of the property. This refers to a complete rejuvenation 
process that has transformed a poor type of building 
into a modern home. The per capita expenditure for 
modernization work has been about $7, representing 
new money actually put into circulation to promote the 
building business and take care of unemployment. 
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Architect, Donaldson & Mier; Gen. 
Contractor, Martin Krausmann i} 
Co.; Heating Contractor, H. Kelly I} 
& Company; Our Representative, i 
H. A. McDonald, 2-237 General & =J 
Motors Bldg., Detroit. 





























Another Skyscraper 
Uses SYLPHON 


EXPANSION JOINTS 


This is the David Stott Building in Detroit. You will find Sylphon 
Packless Expansion Joints on its stedm and return risers. Sylphon 
Expansion Joints are always steam tight, yet are free to move without 
jamming. Easily installed, no packing necessary. 


The Sylphon Expansion Joint occupies very little more space than an 
ordinary pipe fitting. Unlike the expansion loop which is assembled 
on the job by expensive labor, the Syiphon Packless Expansion Joint 
comes to the job completely assembled and ready to be installed. 
Thousands in use are giving satisfaction, eliminating repacking cost 
and worry, and above all, allowing the heating system to operate at 
its full advantage. 


Write for Bulletin PD-300—just off the press. No obligation. 








FULTON SYLPHON (0. 


KNOXVILLE, TENN,.,U.S.A.- 


Representatives in all Principal Cities in U. S. A.—-European 
Representatives, Crosby Valve and Eng. Co., Ltd., 41-2 Foley 
St., London, W. I., Eng.; Canadian Representatives, Darling 
Bros., Ltd., 140 Prince St., Montreal, Que., Canada. 
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ARMSTRONG BROS. 


Better PIPE TOOLS 





Built-in Quality that is 
more than skin deep 








1. Barnes Type 
2. Saunders You will find in ARMSTRONG 
Type, and BROS. improved pipe cutters 
built-in qualities —under-the- 
3. ARMSTRONG surface features that add to 
BROS. their performance and long 
Heavy Duty 1. life. Bodies are of Certified 
PIP Malleable Iron (as much as 
CUTTERS 80% stronger than ordinary 





malleable iron). Pins and 
rollers are hardened tool steel. 
Ends of feed rods are hardened 
and bear on a hardened tool 
steel block, that is inserted in 
the swinging arm. Cutter 
Wheels are of the improved 
knife blade type, are of alloy 
steel, hardened and tempered, 
will cut easier, faster and hold 
their edges longer, and are 
cadmium plated—rust proof. 


It is the extra efficiency that 
comes from these built-in 
features that have given 
ARMSTRONG BROS. Pipe 
Tools the name of the “Better 
Pipe Tools.’ You can distin- 
guish them by the Arm-and- 
Hammer Trade Mark. 


Armstrong Bros. Tool Co. 
“*The Tool Holder People’’ 


Catalog P-10 323 N. Francisce Ave., CHICAGO, U.S. A. 
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Selling Remodeling 


(Continued from Page 56) 


property, and these all happened within the past twelve 
months. Which shows that now is the time to select 
your jobs with an open mind. We would not have had 
these if we were not so very busy, as there was no 


legitimate excuse for these getting in on us. 


In the contracts that we draw up for each job we 


| specify just what we will do, in detail, so that there can 
_be no misunderstanding after the work is finished. 


On 





| GAINES 
| HEATING CO. 


FO rest 4077 
| 4333 N. EUCLID AVE. 


We are not Plumbers | 
Heating Exclusively 


| Complete Boiler Installations 
| Remodeling, etc. 


We maintain an efficient and 
| Complete Department for Service | 
and Repairs 


| Cleaning by Vacuum 


|} Our Experience in Steam and Hot 
| Water Heating extends over a period 
of more than 25 years 


| Trouble Jobs Given | 
Immediate Attention | 


Boilers and Pipes | 
Covered with 
Asbestos | 


Chimney Sweeping 
Your business is 
solicited | 
Your satisfaction is 
guaranteed 


Deferred Payments if Desired | 


——eo 














———EE—————— —_ — ——— 


One of the ads in the classified telephone 
directory 


several occasions we have had ironclad contracts to instal 
heating systems to heat a cottage or house uniformly, 
each room and hall. Then the prospects would want to 
use their own ideas and eliminate a radiator from a cer- 
tain hall or room. If we should be influenced to leave 
said place without heat, later they would come back at 
us, if we had not put a clause in the contract that it was 
left out at owner’s desire, the owner resuming all re- 
sponsibility for lack of heat in said room. Therefore 
we find it very important to say what we will do and 
that we will not do anything that is not covered in the 
We have found that doing business in an 
open frank way, getting a mutual understanding before 
we do the job, drawing the contract as per the under- 
standing, and getting the price and terms thoroughly 
understood beforehand keeps us so forward-minded that 
we have very few complaints after the work is done. 
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What to prescribe for 

lazy radiators and 
\ 

a hungry furnace 
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ae i 
wil i 

at 
aan WATTS ! 
7 REGULATOR! 
v7 CO., 249 Lowell St., 
_* Lawrence, Mass. 
ot Without obligation, please , 
~ send a copy of your Catalog 38. , 


Z 

WATTS REGULATOR CoO. , 

a“ 
Makers of Water and Steam Regulating Devices Since 1874 at I a a a ' 
249 Lowell St. Lawrence, Mass. ar j 
John G. Kelly, Inc., U. S. Sales Associates Le SRI pipe be ele aria pn pCRU STE ' 
210 East 45th St., New York, N. Y. .- j 
‘ / 

W. M. Cunningham & BM, 146., 300 W. Richmond St.. Terente, 3, Canade at CLs. . csuekueekicewennen Pe seme 
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A flush valve 


compact, 
dependable, and 


economical 


Y 


This Crane Jr. direct flushing valve 
was developed by Crane engineers to 
provide plumbing contractors with a 
sturdy valve which would satisfy the 
demand for high quality at a moder- 
ate price. 

It does satisfy it. Here are the reasons: 


It has a renewable seat. Its by-pass, 
which is of white metal, is located in 
the plunger and moves up and down 
with it each time the valve is flushed. 
The danger of foreign matter lodging 
in the by-pass is thus lessened. Further 


protection is assured by a white metal 


SEVENTY-FIFTH 


ANNIVERSARY : 








Crane Jr. water controlled direct flushing 
valve, CIZ1I23 











screen whose openings are considerably 


smaller than those of the by-pass. 


The plunger, of a high lift type, insures 
efhicient operation on low pressures, 
and full refill of the closet trapway. 
The length of the flush can be regu- 
lated on the job. 


So, throughout this valve, in no place 
has dependability or good engineering 
been sacrificed to either economy or 
compactness. Yet both of the latter have 
been achieved, as you can prove to 
yourself by visiting the nearest Crane 


Exhibit Rooms, or writing Crane Co. 


“CRANE «-- 


CRANE CO., GENERAL OFFICES: 836 S. MICHIGAN AVE., CHICAGO 
NEW YORK OFFICES: 23 WEST 44TH STREET 


Branches and Sales Offices in One Hundred and Ninety-six Cities 
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The Annual Service Contract 


(Continued from Page 91) 


there should be a definite printed contract to place 
the matter on a business-like basis. 


Promoting Annual Inspection Contracts: The 
Dealer’s Part 


The individual dealer can promote the annual in- 
spection contract business in two ways: 

1. By personal solicitation. 

2. By advertising. 


In promoting annual inspection contract business 
by personal solicitation the dealer can do this in two 
ways: 

1. By having a steamfitter or plumber, when on a 

repair job, solicit such business. 

2. By using a salesman to call on home owners 


and try to close such inspection contracts, and | 


later to follow up leads secured by the man who 
makes the actual inspection and who may note 
the need for new equipment, more modern 
equipment, or other openings for business. 


This type of business can be promoted to great ad- 
vantage by advertising, including three types which 
have been found to be productive: 

1. Direct mail advertising. 

2. Newspaper advertising. 

3. Store and window display. 


It is well known that the finest names for any pro- 
motional work come from the dealer’s own books. 
To build up a mailing list for soliciting annual serv- 
ice contracts, the dealer, by going over his books for 
the last three years and listing all names of individ- 
uals who have required service, will get a list of 
names that will be very productive if circularized 
on the service contract. Names can be added to the 
list as it is built up by making records of all repair 
calls coming in to a dealer, and it will not be difficult 
for the dealer to build up a splendid list of prospects 
for annual service contracts. 

After these lists are developed, a series of letters 
should be sent to bring the service plan which the 
dealer is offering to the attention of each prospect. 
With each letter should be included a government 
stamped return post-card printed with provision for 
the name and address of the prospect, and space in 
which he can check his interest in the contract. It 
has been found very productive to type the name of 
the prospect on the post-cards so that all that is 
necessary for that prospect to do is to make a check 
to indicate his interest in the plan and mail the card. 

Provision should be made for crossing off the list 
any names of prospects who return the post-card. 
Then a second letter and a third letter can be sent to 
those names on the list that do not return the card, 
because many people who do not return the post-card 
on the first mailing may do so on the second or even 
wait until the third letter. 


A Successful Letter 


The following is the text of a letter used success- 
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No bathroom, no matter how beautiful 
and expensive the fixtures, can ever be 
accounted a modern bathroom if it has 
a noisy, leaky ball cock. 


The hundreds of dollars that go into the 
making of a bathroom that is beautiful 
to the eye might just as well be spent in 
some other direction if the owner is 
going to be dissatisfied with the perform- 
ance of so “small” an item as the ball 
cock. 


You want your bathrooms to be credits 
to your workmanship, your ability and 
your knowledge of the correct thing to use. 
You can be sure that every bathroom you 








equip with a Sherwood Bali Cock will 
always be a bathroom where leaks, 
noise and whistles in the tank will never 
be known. 


Sherwood Ball Cocks are guaranteed 
against leaks and they will close against 
any city water pressure without whistling 
or gurgling. 


They can be furnished with any length 
shank desired. Your jobber either stocks 
Sherwoods or can get immediate delivery 
from the factory. 


Insist upon Sherwouds for your own and 
your customer's satisfaction. 


SHERWOOD BRASS WORKS 


Jefferson and Mt. Elliott Aves. 


4. &. Pierdan Co. (Inc.), 1600 E. 7th Bt, Los Ar 
303 Cotman Bidg . Seattio 


REPRESENTATIVES 
wyeles e 


DETROIT, MICH. 


S Themeson, 2401 Chestud St. Priladeigtia 
Fred G. Hofiman, 831 Edgewood Ave, Trenton, W. J 
“ 


Fred 8. Wilsey, Plymouth Bigg, M 
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fully by a well known plumbing and heating contractor 
of Philadelphia, Pa., Edward A. Stolker: 


“You will no doubt agree with me that our 
greatest object in life is to insure the welfare, 
happiness and health of our dear ones. How 
often we neglect the very essentials that are 
necessary to create and keep us in good health. 

Your physician will advise you that sanita- 
tion is very necessary, and that it is one of our 
greatest assets in the promotion of good health. 
Periodical inspection of the plumbing and 
heating is just as necessary as a physical ex- 
amination. 

I am offering you this inspection once each 
year; at that time I will carefully go over and 
give you a complete report on the condition of 
your plumbing and heating equipment. At the 
same time I will renew all washers on the fol- 
lowing fixtures: shower faucets; lavatory 
faucets; kitchen sink faucets; double laundry 
tray faucets; pave wash faucets; closet tanks 
(if necessary). 

During the year you will be permitted to 
call on me for the following service: 

1. To replace tank wall in closet tanks 
when necessary. 

2. Clear obstructions in drain line and fix- 
tures whenever they occur during 
year. 


For this inspection and service we are charg- 
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ing the moderate annual fee of ten dollars. It 
is possible for us to quote this very low fee by 
reason of the fact that we are offering this 
service to a large number of home owners in 
this community. 

You. will find enclosed an addressed post 
card, made up so that you can ask for our con 
tract or any other additional information you 
might wish. Slight additional charges are 
made on homes containing two or more baths.” 


While the above letter mentions an annual inspec- 
tion, many dealers have contracts calling for as 
many as four inspections a year. The number of 
inspections will, of course, affect the cost to the 
owner, and each dealer would have to decide what 
he would charge for this service. 

Especially just prior to the dull season it has been 
found to be productive to mention the annual service 
contract in dealer newspaper advertising. This is 
especially true if the dealer is circularizing in his 
community, at which time newspaper advertising 
creates more interest than it would at any other 
time. 

This type of annual inspection service allows the 
dealer to develop interesting store and window dis- 
plays. Examples of corroded pipes, of leaky pipes 
can be shown side by side with properly operating 
equipment. Window cards can be made up calling 
attention to this service. On this point, manufac- 


turers will undoubtedly co-operate with dealers in 





A KEYSTONE 


POTTERY 


PRODUCT 





THE NEW ERA 


WASHDOWN 








Here is a washdown combination with 
which you can meet any competition. Its 
outstanding feature is that the FRONT 
HUMP has been altogether done away 
with, consequently the design is much more 
modern in appearance. Keystone Quality is 
included of course and at a price that 


makes PROFITS. 








Write for complete details 








ROUGHING-IN 12° AND 14° 


THE KEYSTONE POTTERY COMPANY 


TRENTON, NEW JERSEY 
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Back Your Sale 
with this Guarantee 


OUR customers will have confidence in 
, tan and in the Goulds Water Systems 
you sell when you explain to them that 
every pump is guaranteed for two years of 
perfect operation. 


These pumps are equipped with ball 
bearings which are sealed in grease—lubri- 
cated for life. They operate economically 
and do not require attention. They don’t 
even need oiling. 


The Goulds line of 12 sizes and styles of 
Ever-oiled water systems, electric and en- 
gine driven, will enable you to supply any 





home water need. Prices range from $75 
OUTFIT W-105 to $135, with discounts liberal enough to 


A complete pumping unit for use with pres- allow you a worth-while profit. 
sure tank where large quantities of water are 


required, Adequate for fire protection and 
sprinkling. Complete with 4-h.p. a.c. or d.c. 
motor, 42-gal. galvanized storage tank, auto- 
matic pressure switch, air valve, and relief 
valve. Capacity, 420 gallons an hour. Price 
$127.50, complete. | GOULDS PUMPS, INC., Seneca Falls, N. Y. 


Write to-day for complete information 





Just Out! 


New line of 
Automatic-Oiling G 0 U LD S 


Deep Well Systems 
vous | EVER-OILED 
“Vv? Belt - Flat Belt and Chain Drives | 


Catalog 18 on request WATER. S YS TEM S 
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COLORED 











Two outstanding improvements in construction—ex- 
clusive with Brunswick—are primarily responsible for 
the tremendous success the trade is having with the 
new complete line of Brunswick Toilet Seats. 

For complete information, including cross-sections 
which show these two features, and details of the ad- 
vertising and merchandising service available for the 
use of Brunswick dealers, write Department F-22, The 
Brunswick-Balke-Collender Co., 623 South Wabash 
Avenue, Chicago, IIl. 








Colored Seat No. 300— Black Seat No. 23-8! 


OUTSTANDING 
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HOW A REINFORCED EDGE 


Gives You an Edge on the Sale 


| ain Little The past decade introduced the new 

- White Squares” _ style of sheet-covered toilet seat, white 
and colored, as the standard of beauty and good taste. 

The new decade demands a better QUALITY for that style. The 
“Two Little White Squares” are Brunswick’s answer — Bruns- 
wick’s patented, exclusive feature. See them in the cross-section. 

They cushion and reinforce the critical edges with pyralin 9 
times thicker and 800 percent stronger. 

For the consumer, they are a life-time guarantee against ugly 
edge-cracking and splitting. 

For the trade, they end profit-eating replacement service. 





WHY SUPER-STRENGTH 


Construction is a Super-Sales Builder 


2 Laminated Though they cost no more, Brunswick 
Construction patented cross-grain laminated construc- 
tion gives Whale-bone-ite Seats a super-strength that defies abuse. 
They are guaranteed for the life of the building. They end re- 
placement expense once for all—a big saving for owners. 

Only cross-grain laminated construction can combine this 
abuse-defying, money-saving strength coupled with light weight 
and sanitary qualities. 

Handsome black surface never wears off seat or hinge. Easy to 
clean. Always sanitary. For hard service in public toilets and 
quite generally in guest bathrooms of fine hotels and apartments. 

In the cross-section note cross-grain laminated core of layers 
of hardwood, sealed and bonded to the whole by Whale-bone.ite. 
Guaranteed against warping, cracking, splitting. 





White Seat No. 315 


IMPROVEMENTS. 


GIVE BRUNSWICK BIG SALES ADVANTAGE i 
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Old Friends 


ZZ LZ 


Othe Man on the Joh and 
ENTERPRISE DRASS 





Perfect threads that screw.up tight in a 
few seconds have put Enterprise Brass 
Goods up far in the rating with the man 
on the job... 


And he'll tell you that complaints and 
Enterprise just don’t get along together, 
either. 


The man on the job knows best of all, 
the high quality, the unfailing perform- 
ance and the complete customer satis- 
faction of Enterprise. 


Ask him about it and ask your jobber 
for full information. 





One of the You ll find 
Enterprise Enterprise 
faucets that Brass Goods 


are making 
friends for 
customers 
everywhere 














in the best 
homes and 
buildings 
everywhere 


The Enterprise Brass Works 


MUSKEGON MICHIGAN 
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helping them to sell the annual contract service. 


The Local Association as a Factor 


The work of developing annual inspection con- 
tracts might be centralized through the local master 
plumbers’ association, which could take care of a 
centralized promotion of the annual inspection plan. 
Newspaper advertising, to be considered on a pro 
rata basis by all dealers in the association, would 
list the dealers offering the annual service. The 
local association could even go so far as to have a 
salesman signing up these annual service contracts, 
his pay amounting to something like ten per cent of 
the contract price, to be deducted from the amount 
paid by the home owner to the dealer. 


There is a tremendous market waiting for those 
heating contractors that have the energy and mer- 
chandising progressiveness to go out after it. Asa 
source for leads for new business, especially with 
regard to replacement of outmoded or outworn 
equipment, there is no plan that offers the promise 
of such golden results as the annual inspection plan. 
3y having men who are thoroughly competent to do 
the inspection work, having them carry literature 
with them on their inspection jobs, having them 
make full reports to the owner, not only of the 
condition of his equipment, but of improvements that 
are possible in the heating or plumbing system 
through the purchase of new equipment, there is 
almost no end to the amount of business that can be 
developed by the plumbing and heating dealers of 
this country. It is a sort of service for home owners 
which is not open to any other type of dealer, and 
it behooves the plumbing and heating trade of this 
country to make use of the annual inspection plan in 
an enthusiastic and energetic manner in order to 
insure for our industry its proper share of prosperity. 








Top row: A. A. Williams, Flint Faience & Tile Co., Flint, 
Mich.; Conrad Rosander, Emerson Apparatus Co., Melrose 
Highlands, Mass.; A. B. Hultgren and A. R. Johnson, both of 
Super-Vacuum Gas Appliance Co., E. Milton, Mass. Middle 
row: J. E. Pingree, E. 0. Brown and F. W. Armor, all of 
National-Boston Lead Co., Boston; H, L. Fisher, Rickard & 
Co., New York City. Bottom row: B. F. Templeton, sales 
manager, Decatur Pump Co., Decatur, Ill; W. W. Johnson, 
Woodford, Me.; E. W. Ross, New York manager, Decatur 
Pump Co.; E. J. Rebinson, general manager, Aetna Engi- 
neering Co., Ashaway, R. 1.; V. E. Huntington, A. B. Conant, 
B. Dunkley and R, A. Chandler, all New England distributors 
for Deming Pump Co., Salem, Ohio. Photos taken at Boston 
eonvention of the N. A. M. P. 
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SUPER- 
AQUATHERM 


Gas Under Fire 





AUTOMATIC 
GAS UNIT 
with Side Arm 





AUTOMATIC 
ELECTRIC 
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Here are 
More Advantages..! 
Greater Efficiency.. 
and Longer Life...%! 


Given by this Newly Invented ...... 


DAHLOUIST 


TURBO-AQUATHERM 


(U. S. Pat. No. 1,762,215 June 10, 1930) 


2 





A revolutionary achievement in the science of hot water boiler 
design. Gives a constant supply of fresh, ever-clean, rust and 
sediment free hot water at the lowest fuel cost. Adds years to the 
efficient life of the boiler. 


For 50 years and more until the invention of the Dahlquist TURBO- 
AQUATHERM Hot Water Boilers and Heating Units have suffered 
from a gradual accumulation of sediment and scale. This accumula- 
tion gradually insulates the water from the source of heat and 
if allowed to remain eventually causes a burned-out boiler coil or 
waterback. 








No way had been found to avoid this great detriment until the 
Dahlquist Company developed the TURBO-AQUATHERM, a 
simple and foolproof device which makes a turbulent 
circulation of water in the bottom of the boiler and 
prevents the accumulation of sediment and scale. 





The accompanying diagram shows clearly the action 
of the water which actively scours the bottom of the 
boiler whenever the water faucet is open. 


This simple device performs four vital and important 
functions: It prevents burnouts in boiler or heating 
unit. Keeps the water fresh so that it may be used for 
cooking as well as other household purposes. It greatly 
increases the thermal efficiency of the boiler and 


reduces the time required to secure a supply of heated Y  syanee 
water. Le — KF | On i— 


. i 
TUGBO - AQuUATHEeM 
f , 


} 


jf / 
eu 























The TURBO-AQUATHERM can now be had on all ee 
Dahlquist copper range boilers and automatic storage | 
systems. It adds little to the cost but pays tremendous 
returns in lower fuel bills, quicker hot water service and Pr aT 
longer life. AO U THERM « Btw oni 
Write for Full Particulars ion aap ‘cauaieliie of coll 


ment. 


Dahlquist Miq. Co. 


30 West 3rd Street So. Boston, Mass., U.S. A. 
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Every Time You See One— 


you're passing a place to sell 
Duriron Acid-proof Drain Pipe. 
There's no more labor required than to install cast 


iron soil pipe. But what a difference in value to the 
customer and in PROFIT to yourself. 





Watch for the men who use acid—the electro-platers, 
battery stations, photo-engravers, school and hospital 
laboratories! They need corrosion-proof drain lines. 
They'll want Duriron. If your local jobber hasn't a 
Duriron stock, write or wire us and welll see that 
you get what you need. Address: The Duriron Com- 
pany, Inc., 410 Findlay Street, Dayton, Ohio. 


ACID 
DD OY" HE 
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Co-ordinating Temperature 
Control Equipment on an Oil 
Burner Installation 


(Continued from Page 95) 


only for circulating fresh air, a shunt switch cuts out the 
temperature and pressure controls and permits the 
blowers to be run entirely under manual control, the 
steam of course being valved off entirely. 

Aside from the question of automatic heat control 
is that of automatic draft control to insure efficient com- 
bustion in the boilers. This installation was therefore 
equipped with an atmospheric balanced draft regulator 
to maintain proper draft intensity over the fires. 

The draw of a chimney is determined by several 
factors, chief among them being wind direction and 
velocity and temperature difference between the firebox 
and the outside. The intensity of the draft, therefore, 
will vary greatly, not only from day to day, but even 
from hour to hour. 

Now inasmuch as these are automatic fires, the amount 
of air required for combustion is almost a constant, since 
the fire is either burning at a uniform rate or is off en- 
tirely. Wuth the burner operating, it is essential for 
efficient combustion that the carbon dioxide, or COs» 
content of the flue gases be kept as high as possible. This 
can be accomplished only by close control of the air 
supply passing through the firebox. Hence the atmo- 
spheric balanced regulator can be adjusted for the proper 
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setting to give just sufficient air. Then if the draft 
suddenly increases, due to a sudden change of wind 
direction or velocity, the damper merely swings wider 
open and checks this draft, maintaining uniform in- 
tensity over the fire. Similarly, if the draft decreases, 
as is likely to occur on a rainy or foggy day, the regulator 
closes, permitting less air to pass through the check open- 
ing and forcing it through the firebox where it is needed. 
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Booth of Stanley G. Flagg & Co., Ine. at the Pennsylvania 
state convention 





More than.5000 plumbers hire this “never-wrong” 
ESTIMATOR, INVENTORY TAKER, BUYER, INVOICE CHECKER 


and pay only 83c per month 


The big Clow Bulletin holds 450 pages of descriptions, illustrations, and 
prices on every modern plumbing appliance. Big index tabs show your 
thumb the sections—pronto. 

Fixtures, pipe, fittings, etc., with their descriptions and prices are on the 
same page—for fast, sure reference. 


Prompt supplementary sheets keep you up to the latest minute. Figure 








the help this 





k gives you by eliminating costly mistakes and speeding 


up Estimating — Inventory — Buying — Invoice Checking. 5000 master 
lesion have used it for 15 years. Tear off the coupon right now—as 
esses of other wide-awake plumbers are doing. 








Clow Bulletin 
SUBSCRIPTION 


We hereby subscribe for the Clow Bulletin at the rate of 83 cents per 
month ($10.00 per year). Upon receipt of the Binder and Bulletin pages 
we agree to pay, at the monthly rate, the proper amount to carry our 
subscription until September 1st, and we further agree to pay thereafter 
the subscription price of this Service ($10.00) annually in advance. 
And we further agree that the title of ownership to the Binder and 
Bulletin pages shall rest with James B. Clow & Sons and that upon 
our failure to renew our subscription at the end of any fiscal year 


(September ist), or upon repayment to us by said James B. Clow & 


Name - - 





Date - . - - 19 : CERsigcncnces idewae 





Mail to 


JAMES B. CLOW & SONS 
201-299 N. Talman Ave., Chicago, IIl. 


Sons at any time of the unearned portion of our subscription, we will 
surrender to said James B. Clow & Sons, or its authorized agent, the 
aforesaid Binder and Bulletin pages and this subscription shall be 
immediately terminated. 

Nothing in this agreement shall obligate James B. Clow & Sons to 
publish or maintain the Clow Bulletin, the subject of this agreement, 
except that if the publication of the Clow Bulletin is discontinued after 
the receipt of our subscription, we shall be repaid the amount of the 


unearned portion of said subscription. 
BERNE. 2c nccccdiscceue 


State 























Res nr a seeaeeles ws pei an 











~ a . 
oo . 


net meme 








em MR Le 





DOMESTIC ENGINEERING August 9, 1930 








Isn’t It a Fact— 


That time lost at the first of a 
job means hustle and worry 
to finish it right? 

To save costly overtime use 
pipe with perfect threads and 
couplings, and positive welds 
—pipe that will mean a quick 
and workmanlike job. Just 
the very reason why so many 
contractors use Fretz-Moon 
Pipe. 


Fretz-Moon Tube Co., Inc. 
Butler, Pa. 
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‘Firing Small Domestic Boilers 


(Continued from Page 101) 


larger sizes. Its use with bituminous coals is seldom, 
if ever, desirable. 

The conical method works especially well with those 
soft coals which do not contain large amounts of gas, 
such as the coals typically associated with West Vir- 
ginia and Eastern Kentucky. The method, however, 
readily may be used with the high gas coals, if attention 
is given to the adjustment of the firing-door damper. 
With such coals the firing-door damper should never 
be closed until after the gas has been distilled from the 
fresh charge of coal. The usual mistake is to under- 
estimate the time required for this process. It usually 
takes from 20 to 40 minutes. 

The alternate downdraft method is readily used for 
nearly any of the coals, but the high gas coals, which 
hold their shape throughout the burning process, work 
especially well. These are the coals typically associated 
with the Midwest fields. 

From the standpoint of convenience in firing and free- 
dom from attendance there is not a great deal of choice 
between the three methods. The ordinary method has 
the advantage of simplicity perhaps, but the fact that 
it does not lend itself well to all fuels is a disadvan- 
tage. Any of these methods will give reasonably satis- 
factory results if used with the proper size and grade 
of fuel to fit the particular plant. 


Relation Between Firing and Controls 


In using any of these methods of firing with manual 
control of the drafts there is usually a decided tendency 
to overheat the house. This is commonly due to a 
lack of attention. The only remedy is to experiment 
with the damper controls until the proper setting is 
found. It is in giving the user information along these 
lines that the heating contractor can be especially help- 
ful. He can point out to the user that a good boiler 
is exceedingly sensitive to its controls and that he must 
learn where to set them if he wishes to get good results. 
The usual tendency is to operate with the controls either 
open wide or else closed entirely. Over the greater 
portion of the heating season it is necessary to set them 
at intermediate positions to get satisfactory results. 

Another very common cause of difficulty in operation 
lies in the tendency so often present to shake the fire 
too much. The heating contractor can point out that 
letting the ashes stay on top of the grate in mild weather 
is a desirable practice. It helps to prevent overheating 
and does no harm whatever. This is totally different 
from letting the ashes accumulate under the grate, where 
they may do decided harm. 

Difficulty is frequently experienced in banking fires. 
The principal one is that the fire will not keep over 
night. This can be prevented largely by making a prac- 
tice of banking some time before retiring instead of 
waiting until the last minute. A fire so banked and 
allowed to burn smartly before being tightly checked 
will not only keep much better but will make a more 
comfortable house the next morning. 

Many of these minor points are of great importance 
in helping to get satisfactory results. All are simple 
and easy, if the user starts to practice them when his 
plant is new and when he himself is likely to take most 
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Now/ a full line of 


Hectric Water Heater 
Hot Water 









‘ Instantly! 


From 3-pint 
lavatory size 
to 12-gallon 
storage type. 





At left. 3-Pint 
size. B-1-N fits 
under lavatory. 
R-1-F fits on top 
in place of hot 
water faucet. 
$29.50 























Type B-2-G 
2-Gallon Capacity 
$39.50 














The fastest selling Water 
Heaters ever built - ~ ~ 


fT OT WATER—130 deg. to 190 deg. HOT—on tap all the time —day or 
night, summer or winter. That’s what your customers want — and 
that’s what you sell them with SUMMIT ELECTRIC HOT WATER 


HEATERS. 
Every householder who depends 








Type B-12-G 
12-Gallon Capacity 
869.50 


with beautiful Duco and Porcelain 











Type B-5-G 
5-Gallon Capacity 











-6-G 


Type A 
6-Gallon Capacity 
$44.50 





on a coil in bis furnace for hot 
water is a prospect right now. You 
can make big profits by selling HOT 
WATER this summer. 


enamel finish. Easily installed. Just - 


attach inlet and outlet pipes to hot 
water pipe line. No special wiring is 
necessary. Just plug in the most 
convenient outlet. Can be placed 

















Be wR sae — rag } WATER anywhere—basement, kitchen, bath ‘ 74 
te ne ee ae oz pamly a or laundry. Merchandising profits Prices quoted are — 
her sho we t Us “e _— “ol are all yours, for servicing is nil. retail. Write for / 
Ever Sak oben Ee ya eee taggin . - Any temperatures desired from 130 list prices and 7 
“sa a nace a deg. to 190 deg. The 900-Watt unit discounts. / Y 
saline ites se furnishing the heat is automatically Tree ? . 

SUMMIT HEATERS in capaci- and thermostatically controlled. Fie OP ee 
ties for every need are priced right. Approved by Underwriters’ Lab- / 2 & &¢ 

They are compact and attractive, oratories. - oe fs 

4 i 9 ee 
Hot profits are yours — with SUMMIT HEATERS. 4 SP . 
: 2 , ; 4% a” > 
Write for merchandising plan, prices and discounts. 4S os 
4 Da é 
4 eo Y o& © 


The Summit Mfg. Co. 2% 


~ > >. OK 
908 American Bank Bldg. 1775 Broadway if os r ees.” . aa 
+e ay on g oy - : - 
Davenport, Iowa New York City eo” oe er 
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interest and pride in his plant. A little advice and 
instruction in operating will very often turn a poten- 
tially discontented customer into a well-pleased one. 


How Short-Cuts Made a Big 
Remodeling Job Profitable 


(Continued from Page 78) 


ell another piece of 4-in. waste of sufficient length 
to almost reach the stack. Then by holding up to 
the stack the length to be welded to it, and by 
sighting by eye, it might be brought in line. How- 
ever, a more accurate method was employed. The 
pipe being welded into the stack, as seen from the 
photograph, was just long enough to extend beyond 
the wall and permit screwing a flange to it. In this 
operation, instead of fitting a flange to it, a 45-deg. 
ell was attached and then, in turn, a length of 4-in. 
waste pipe similar to that in the already installed 
waste line. This is shown by the dotted lines in 
Fig. 6. Obviously, when this trial pipe is parallel 
to the pipe coming out of the tee, the proper welding 
angle has been formed. When the two distances 
were equal, the two lines were made parallel. A 
level and measurements established the 
height above the floor for the connection. 

An opening was then cut into the stack and the 
weld was ready for the making. This connection, 
as previously indicated, occurs at the ceiling of the 
ninth floor. As there are ten floors above this, and 


correct 
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Fig. 09—The remodeling was a result of some guests oblect- 

ing to the necessity of using general wash-room facilities. 

Each floor is provided with a wash-room such as the one 
shown 


as the connection was made in the main stack, the 
matter of completely stopping all drainage of water 
into it during the welding operation became a job 
of considerable size and importance. The situation 
was helped in that most of the elevator service is 
stopped and the floors are closed for cleaning dur- 
ing the main part of the day. However, when every- 











PIPE THREADING MACHINE 


How many times have you wished for 
just such equipment as the Curtis Pipe 
Threading Machine? With it, profits 
increase because time is saved. 


Thread bends — the dies turn instead 
of the pipe—operate by hand in event 
of power failure — save floor space — 
these are the many advantages YOU 
CAN HAVE. AND NOW OUR 
PURCHASE PLAN WILL ENABLE 
YOU TO OWN ONE. Write us for 
details today. 


THE CURTIS & CURTIS CO. 


318 Garden St. 


Bridgeport, Conn. 
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thing was ready for welding and the torch was 
applied, water began to trickle down, making it 1m- 
possible to proceed. An inspection was made of 
all of the floors above the connection and it was 
found that the toilet and shower rooms were still 
locked closed. In the meantime the water had 
stopped running down the stack and everything was 
in readiness again. But no sooner was the torch 
again applied than another trickle of water ran down. 
Then one of the men noticed the drinking fountain 
in the corridor and it was found that the use of one 
on an upper floor was the cause of the discharge. 
This was soon stopped and the welding proceeded 
in good order. 

It was then only necessary to screw the flange to 
the welded connection and, allowing for the other 
half of the flange, the distance was measured for the 
length of pipe between the flange and the 45-deg. ell, 
thus completing the connection. 

The test of the alignment was in the flange con- 
nection, which for all practical purposes was perfect. 
It was interesting to learn from the foreman on the 
job that he knew of jobs where the alignment was 
imperfect and in order to make the connection with- 
out remaking the weld the faces of the flanges were 
ground down on an emery wheel to offset the angle 
difference. This, of course, is a makeshift practice 
and shows poor procedure and lack of skill. It is 
mentioned merely to indicate the importance of 
proper planning and procedure and points out the 
dificulty which may be encountered at the end if 
these items are overlooked. 


Material Left Over on Job 


When the job was completed, a check-up of the 
material delivered to the building but not used was 
made and it was found that the following remained: 
47 ft. of 2-in. pipe; 18 ft. of 14%-in. pipe; one 4-in. 
tee, and one 4-in. welding pipe for connection to 
main soil stack. 

The 4-in. tee was left over because of a change in 
design in running the horizontal waste on the ninth 
floor ceiling into the main soil stack. The 45-deg. 
ell was substituted. The 4-in. welding connection 
was substituted for a similar connection of extra 
heavy weight. The advantages of the preliminary 
planning are obvious. 





A view of the new showroom of L, H. Tillinghast Supply Co., 
Providence, R. I. 
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Fool-Proof, as well 
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as Frost-Proof 


Haas Frost-Proof Closets are skillfully made, 
embodying several unique features that insure 
long life and service. Freedom from bother— 
from upkeep-—-from unsanitary conditions, 
make them fool-proof, too. Once installed, 
they function properly. 


Plumbing profits are to be had 
from Haas Frost-Proof Closets. 
They are priced right, with a 
liberal margin for you. In com- 
munities where an enameled 
flushing rim is required these 
units are outselling others be- 
cause Haas excellence is appar- 
ent at a glance. 


Carry a few in stock for im- 
mediate demand. If you do not 
have them, ask your jobber 
about HAAS Porcelain Enam- 
eled Flushing Rim Hopper 
FROST-PROOF CLOSETS. 


* 


The 


PHILIP HAAS CO., Inc. 
DAYTON, OHIO 






















A complete, self- 
contained sys- 
tem combining 
sectional con- 
struction and 
many other out- 
standing ad- 
vantages 
with low 
price. 


eae g@geee#see@e PPT TTTrrrTrrerrire elit 
TRUPAR MFG. CO. 140 Davis Ave. DAYTON, OHIO 
Gentlemen: 8-0 

Send me particulars of Trupar pumps, water systems, and 
water softeners. 
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DONNELLY 


Outer 


Spring 
Relief 
Valve 


Dependable and 
permanently rust 
and corrosion proof 
protection for the 
system is what we 
guarantee you when 
you install the 
Donnelly Outer Spring 
Relief Valve. You, in 
turn, can give this same 
guarantee to your cus- 
tomers. Order today! 


DONNELLY MFG. CO. 
Incorporated 

29 Mille St., Malden, Mass. 
New York Representative: Henry 
Stein, 50 Cliff St., New York City, 
Philadelphia and Southern Terri- 
Represented 77. pears, 
Mack & Morgan Deia 

and South Sts. Philadelphia, Ps. 










The outer 


spring 
is your pro- 
tection. 


Available 
at your 
jobbers. 


oe ee a) 


’ COMMONWEALTH BRASS CORPORATION | BRASS CORPORATION 


FAY IMIIN 


RADIATOR VALVES 


** Kall” 
Sticking 
By using Lavigne 
Het Water Radiator 
Valves the annoy- 


ance of ‘‘sticking’’ 
valves is prevented. 














COMMONWEALTH 
BRASS CORPORATION 
DETROIT 
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Removing Fixtures for Non- 
Payment 


(Continued from Page 83) 


provement, but a personal chattel which is removable by 
the lessee. (57 Ind. App. 473.) 


A pumping station erected on Indian land pursuant to 
permit from the Secretary of the Interior, together with 
necessary buildings, did not become a part of the realty, 
so it has been held in an Oklahoma case (135 Okla. 135) 
but this case cannot on the face of it be taken as ex- 
pressive of the general law. 

The courts seem to be hopelessly divided on the ques- 
tion of boilers and engines, but the Arkansas case of 
Evans v. Agrenta Building and Loan Association is 
typical of the modern line of cases which hold that the 
materialman has the right to remove fixtures not paid 
for, and on which contract with retain-title rights are 
held, even as against the claims of prior mortgage- 
holder. This is especially true where the intentions are 


clear. 
+ 


Northwest Lead Company Announces 
New Ofhcers 

Recent changes in stock holdings and official per- 
sonnel have been effected by Northwest Lead Com- 
pany of Seattle, Wash., follow- 
ing John T. Lund’s resignation 
from the presidency, due to fail- 
ing health. 

The new officers of the com- 
pany are: Frank M. Smith, presi- 
dent; Roger H, Cutting, vice 
president, treasurer and general 
manager; J. A. McDonald, vice 
president and production super- 
intendent; John R. Owen, secre- 
tary and Northwest district sales 
manager; H. R. Jamieson, sales manager of skylight 
division. 





Frank M. Smith 


In the California-Arizona-Nevada territory, F. A. 
Hammersmith has been retained as district sales 
manager, and George H. Short continues as district 
sales manager at Salt Lake City. All officials have 
been associated with the organization for many years. 
Frank M. Smith, who will head the company, has 
served as vice president since 1920. 

Incidental with the above change in personnel, 
transfer of stock has also been made, through which 
employes secured holdings in the company, and the 
Bunker Hill & Sullivan M. & C. Co. acquired major 


controlling interest. 
+ 


Studies Pipe Handling Costs 


The research committee of the National Pipe and 
Supplies Association is actively engaged in ascer- 
taining a low cost method for the handling of steel 
and iron pipe. The committee, which is headed by 
A. J. Williams of Chandler-Boyd Supply Co., Pitts- 
burgh, feels that the problem is one of vital impor- 
tance and the organization’s members have been 


asked to co-operate with the research committee in 
its undertaking. 
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Connecticut Plumbing and Heating Trade Golf 


Association is Formed 


On Thursday, July 31, 40 members of the plumbing 
and heating industry, comprising manufacturers, whole- 
salers and plumbing and heating contractors, met at the 
Mill River Country club, Stratford, Conn., at the invita- 
tion of a committee consisting of Frank E. Doyle, Mor- 
ris K. Blackwell, Ernest O. Nelson and Lester E. Finch, 
to form what was decided at the meeting on a resolution 
offered by N. W. Schwab to be called the Connecticut 
Plumbing and Heating Trades Golf Association. 

A motion was made by Wallace Osborn, of Domestic 
I.NGINEERING, that the association be formed and that 
chairman pro tem, Frank E. Doyle, appoint a nominating 
committee. Mr. Doyle appointed a committee consisting 
of Robert Davidson, V. H. Kincaid and H. N. Wilson 
and their nominations were as follows, which were unan- 
imously carried when put to vote: Frank E. Doyle, 
president ; N. W. Schwab, vice president ; Ernest O, Nel- 
son, secretary-treasurer, and Morris K. Blackwell, cap- 
tain. 

President Doyle appointed a membership committee to 
determine on what basis the association would be organ- 
ized, this committee consisting of F. J. Klett, T. H. 
Dawson and J. L. Fierberg. The recommendation of this 
committee, which was voted on and passed, was that the 
association for the present would consist of 60 members, 
30 of whom would be plumbing and heating contractors 
and 30 would be manufacturers, jobbers and_ their 
salesmen; if any member failed to attend two consecu- 
tive meets his name would automatically be dropped and 
the next man on the stated list would be admitted, also 
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that all in attendance at this first meet were to be admit- 
ted as charter members. 

President Doyle also appointed a tournament commit- 
tee with Captain Blackwell as chairman, consisting of 
Robert Davidson, Robert Handy and Charles V. Haynes. 
Mr. Davidson made a motion that the membership dues 
be fixed at $1.00, but Thomas Dawson offered an amend- 
ment that they be $5.00. When this was put to a vote 
it was tied and Mr. Davidson offered another resolution 
that it be made $3.00, which was unanimously carried. 
Captain Blackwell moved that the bill for the dues be 
sent with a notice of the next meet and that everyone 
reply with a return postal card as to whether he would 
or would not attend so that proper arrangements could 
be made at the club where the next meet would be held, 
the selection of which 1s to be left to the tournament 
committee. Charles V. Haynes offered the Waterbury 
Country club, N. W. Schwab offered the Weathersfield 
Country club and Robert Davidson offered the Avon 
Country club. 

Before the meeting started a sterling silver cup was 
offered by Mr. Haynes, vice president of the Hoffman 
Specialty Company, as a permanent trophy to be played 
for by the association, the member winning it three times 
to retain possession, other details being left to the tour- 
nament committee. A motion was made by Mr. Dawson, 
that outside of the cup offered by Mr. Haynes, no prizes 
be accepted from firms or individuals but all prizes be 
purchased by the tournament committee from the money 
charged the members for each meet. R. N. Brown, of 
Rome Brass Radiator Corp., had offered an additional 
prize but it was declined with a vote of thanks for his 


The Plumber’s JOB—the Plumber’s PROFIT 
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whether building or remodeling 
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it’s easy to install 


SHOWER BATH 
COMPARTMENTS 


and 
SHOWER DOORS 


YOU make a double profit on every FIAT Shower Bath Compart- 


O£ LF | ment. Profit on the sale and Profit on the installation. The entire job 


1» i 4 | ; 
| 7 is yours. 


Y / 




















FIAT Shower Bath Compartments are not a component part of the 
building .. . 
They are permanently and absolutely leak-proof. 


contraction, expansion or settling cannot affect them. 


FIAT Shower Compartments are made in many sizes and designs 
. are of knock down construction and can be installed on rough 
or finished floors. And they're as simple a job to install as you ever 


had. Mail the coupon below, TODAY, for full particulars. 


_ nrereeeesee nai ar meae nnn ss -—- - = «= = =| =| = be} 
' 
{ FIAT Metal Mfg. Co., 

' 1211 Roscoe Street, Dept. 68 
FIAT METAL MFG. CO. 1. Chicago ti 
i Gentlemen: Please send me full detailea on FIAT Showe ' 
Dept 68 i Bath Compartmenta and special show room display offer. i 
> ' i 
‘. Name... j 

Here's how simple it is to install a Fiat Shower Compartment. 1211 Roscoe St. Chicago, Ill. I 

The enclosure fite snugly over the receptor. Permanent leak-proof i Address... i 
construction is guaranteed. You do the job for once and ail. ' 7 ‘ 
No kicks, no comebacks, no free service. ' idbenee és ., Btate , 
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kindness. Mr. Brown offered a motion that a vote of 
thanks be given to the committee which had brought 
about this first meet and a rising vote of thanks was ten- 
dered it for its foresight in starting the organization. 

High gross was won by A. E. Russell, of Bridgeport, 
with a total of 155 and he was presented with a book by 
— Jones on “How to Play Golf” and also one golf 

all. 

Everett Japp, of the Bridgeport Brass Co., won first 
low gross in the group whose handicaps were from 1 to 
20 with an 83 and was presented with a zipper bag. 
G. H. Grassie, of Nightingale & Childs Co., was second 
with a low gross of 85 and was presented with a dozen 
golf balls given by Crane Co., and M. K. Blackwell, 
Wolverine Brass Works, won low net with a 72 and was 
presented with a cocktail shaker. 

In the group whose handicaps were from 21 to 30, J. 
Burns, of Hartford, had low gross with a 91 and was 
awarded a raincoat and C. V. Haynes, Hoffman Spe- 
cialty Co., was second with a 96 and was awarded five 
golf balls and low net was won by E. O. Nelson, of 
Bridgeport, with a net 67 and he was presented with a 
cigarette case. 

In the group whose handicaps were from 31 to 40, 
J. E. Daly, of Wallingford, had low gross with a 111 
and he was awarded a raincoat given by F. Grey Libby. 
F. J. Klett, of Dimock & Fink, was second with a 113 
gross and was presented with a perpetual calendar and 
J. J. McCarthy, of Crane Co., had low net with a 78 and 
was presented with four golf balls. 

The following were the scores for the day for the in- 
dividuals and charter members: 
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Handicaps 1-20 


os 
M. K. Blackwell. 83 11 


Wolverine Brass Works 


F. E. Doyle...... 99 16 
Frank E. Doyle, Inc. 
L. J. Vichioli.... 92 13 

Bridgeport 
i Pe a coe ees 102 20 


East Haven 
H. R. Tomlinson.110 17 
Keasbey & Mattison Co. 


N. oa WN. 

72 G. H. Grassie.... 85 10 75 
Nightingale & Childs Co. 

83 H. D. Williams.. 96 18 78 
Cc. S. Mersick Co. 

79 N. W. Schwab... 93 20 73 
F. Grey Libby Co. 

82 Everett Japp .... 83 


Bridgeport Brass Co. 
93 W. J. Osborn.... No Card 
“Domestic Engineering” 


Handicaps 21-30 


A. J. Holmes..... 109 26 


Richardson & Boynton Co. 


E. R. Clement...118 21 


N. H. Plumbing Supply Co. 


E. O. Nelson..... 97 30 
Bridgeport 

L. E. Finch...... 105 25 
Bridgeport 

J. L. Fierberg... 98 21 
Hartford 

et Pere 91 21 
Hartford 

ie Ee WOE TED. owes 104 21 


H. S. Ortgies....106 25 
Crane Co. 


83 Bob Davidson ...113 28 85 
Hartford 

97 V. H. Kincaid...127 30 97 
Wellington Kincaid Co. 

67 R. J. Dittrich....108 30 78 
Crane Co. 

80 F, J. Garrity....105 25 86 
Parsons & Bros. 

77 R. BB. JOMeS.. ces 136 30.106 
Seeley & Jones, Inc. 

70 Cc. V. Haynes.... 96 25 71 
Hoffman Specialty Co. 

83 BE. A. Seeley..... 113 25 88 
Bridgeport 


81 


Handicaps 31-40 


W. Alexander ...142 33 1 
American Radiator Co. 
H. N. Wilson....151 40 1 


Standard Sanitary Mfg. Co. 


R. E. Douglas...118 35 
Crane Co. 

F. J. Kilett......113 32 
Dimock & Fink 

L. A. Winslow...114 32 
Glenbrook 

. BE. Gee. cues 132 39 
Bridgeport 

T. H. Dawson, Jr.129 32 
Crane Co. 


09 S.: Th* BREe wc ctete as. eB Fi 
Wallingford 

11 David Burns ....122 40 82 
Wallingford 

83 J. J. McCarthy...117 39 738 
Crane Co. 

81 A. E. Russell....155 40 115 
Bridgeport 


82 W. C. Parsons...135 40 95 
Parsons & Bros. 

93 P. J. Lamoureux.140 39 101 
Wellington Kincaid Co. 

97 R. N. Brown..... 126 34 92 
Rome Brass Radiator Corp. 











Tell This to Your Customers, 


Install a Hypro_taroR on your hot water heating system. 


Lower that fuel bill—and gel more heat! 


The Hypro.tatoR increases heat in your hot water heating 
system by forcing water to every radiator in the building many 
times faster than ordinary thermal circulation—and at far less 


expense. 


Water has greater heat absorption because water temperatures 


at the boiler are kept lower. 


Temperature differential between flow and return is seldom 
greater than 15 degrees and is often as low as 5 degrees! 


The HyprotatoR soon pays for itself in FUEL SAVINGS! 


Write for Bulletin 729-H 


JANETTE MANUFACTURING COMPANY 


556-558 West Monroe Street 
CHICAGO 


NEW YORK 
Singer Building, 149 Broadway 


/ 











PHILADELPHIA 
Real Estate Trust Building 
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What Modernization Means to : 7 
_ the Heating Industry |Cut Service Costs | 


(Continued from Page 47) 


tomer the same but against dirt and pol- 
only Dehn positive luted air that your 
protection will pay customers want. 


organization we actually demonstrated to dealers that 
this field could be sold. To back up this campaign we 
supplemented our regular advertising program with radio 


‘ep You can install so- Garage System is one } 
Our sales organization was instructed to help our called sanitary equip- of the Dehn line of | 
dealers by going out and making calls upon home own- ment or you can in- positive protection " 
ers and showing dealers how to get prospects and close stall Dehn positive products. It gives the 
sales. Every salesman was required to make not less protection — either small garage the per- 1 
than three home-owner calls a day. Through our sales will cost your cus- manent security ! 
os : ; : ou a permanent Thirty Cat- | 
advertising over thirty-two stations in a coast-to-coast he ne will eante chat, Imavatiad’ oad 
hook- : describing some new ana 
OOK-Up. be eaten into by serv- anproved appliances upon 

‘ 7 . e . Cc 

Roe pve have been astonishing! In the face of ice calls. ae — 

¢é b i- 
what is considered to be the poor months to sell heating The Dehn PeerlesS There are no, substi 


equipment, our dealers since May Ist have secured 
millions of dollars’ worth of contracts, using our heating 

equipment for modernization. Hundreds of dealers have COMPOUND INJECTOR & SPECIALTY CO. 
had their first experience in this field during this time. 
Most of them now realize the great opportunity for 
increased business in modernization work and are going 


GEORGE J. DEHN, 5S. E., 
President 


to concentrate on selling radiator heating to old homes. 419-421 D N. Laramie Ave. 
Yet, the field for the sale of radiator heating in old Ar Chicago, Illinois 

homes scarcely has been scratched ! There are still i oo eee ae ae 

millions of home-owners paying the penalty exacted by | - Sole Manufacturers of 














old-fashioned heating, because they do not realize how 
little modern radiator heating costs and how easily they [EHNSANICAR) 
can pay for it. Countless families face discomfort, ill- - Trade Mark Registered 

health and needless expense every winter because they a 


, : Fig. 62. Peerless Garage D s 
are ignorant of the blessings of radiator heat. Prop- | “ “Correctly installed. Patented 


erty-owners in every part of the country lose the revenue 

from rentals because their buildings lack radiator heat- 

ing. Many home-owners are unable to dispose of their CUTS PIPE 
property because buyers demand modern heating equip- | FT RIREADING 
ment. 

To these millions of home-owners the heating dealer Costs! 
today brings a service of genuine benefit. He comes | A full-fledged Port- 
with a message of comfort, convenience*and economy. | able Pipe Machine for 
He comes with a new pride in the industry he repre- | Reaming, Chamfering, ' 
sents, because it brings a new era of real home enjoy- per and Cutting 
ment to the multitudes lacking radiator heating comfort. Off pipe from 14” to 2". 


And we are proud to have had a part in helping the | Uses any standard make 


industry start up the path to greater progress and | of solid square right or 
; : THREADS RAPIDLY 
greater prosperity. left hand pipe or bolt dies. 


° Weighs 250 pounds. 
Design and Build Large Salt Water Pool Operates off either A. C. 


WES or D. C. lighting circuits. 
A large outdoor salt water swimming pool, just com- Is sufficiently powered to 
pleted by the Westchester Country Club at Rye, New drive geared heads on the 
York, was described in the July 26 issue of Domestic larger pipe, up to 6 inches. 
ENGINEERING. Because of the unusual engineering prob- A real pipe machine at a 
lems met in designing and installing this large pool, the price you can afford. Ask 
names of some of the individuals and companies respon- us about it today. 
sible for its successful completion are given. The firm Give us mm ad of 
of Kenneth M. Murchison was the architect. Frederick ver ” 
N. Bolles was the mechanical engineer. John F. Murphy, PEERLESS MACHINE CO. 
well known in the plumbing industry, was chairman of Racine <- $Wiscensin 
the pool committee of the country club. Robert Glenn, 
Inc., was the general contractor and much of the piping 
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CUTS OFF RAPIDLY 











installation was put in by the Water Engineering & ‘* CHICAGO’’ Lae 
Contracting Co. Piping work also was done by J. B. stag Boone ye oy I ar may nny bie wn 
Foster, Jr., Mt. Kisco, New York. The Walter H. Chicage Pipethread Machine Ce., Racine, Wisconsin 














Taverner Corp. had the electrical contract. 
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Boiler Manufacturers 


Boiler Specialists for Sixty-Five Years 





Built Up toaStandard 
— Not Down toa Price! 


We invite comparison—check every unit which 
goes into the making of a JOHNSTON BOILER 
with each similar part of other boilers on the 


Now if you could thoroughly test each part— 
then you would understand the reason for our 
building up to a standard, instead of down to 


JOHNSTON BOILERS are scientifically de- 
signed and constructed to give lasting satis- 
faction. Quality considered, you will find them 
lower in price than you would expect. 


Send for your copy 
of the new cat- 
a lo show ing 
JOHNSTON 
STEEL HEAT- 
ING BOILERS for 
buildings ranging 
in size from 1,000 
to 20,000 feet cap- 
acity 


fobnston Brothers, Jac 


Box No.372 Yerryshurg, Michigan 
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What's back of 


your business? 


Most of the big manufacturers in every 
industry maintain extensive libraries of 
books and data relative to their industry 
and its problems. 


Complete files of the leading business 
papers are kept; books which contain time 
and labor saving information are also kept. 
These libraries save their owners hundreds 
‘and often thousands of dollars each year. 


The plumbing and heating contractor 
would do well to follow the example of the 
manufacturers. Write to Domestic ENGI 
NEERING for full information on how you 
can build a business library, inexpensively 
and yet effectively. 


Write today! 
Address the Book Department 
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Plumbing Heating Contracting end Merchandising 
1900 Prairie Ave. ‘S-~ Chicago, Ill. 




















bos 
> 
% . 4 


Lt A 


ft 
TS cp hae RRM> Sa 
ya > ie 


: m7 a 
aa any 
SS. i eps 
Pig 
A 
i, 





seeataere 
*eeeeeen 
ssesveee 
seueens ee 
ae 


Bingham Pump Co. Has New Factory 

The Bingham Pump Co., Portland, Ore., has re- 
cently completed a new $100,000 factory and office 
structure in that city. This new plant also houses 
the testing laboratories, and has been so constructed 
as to secure the maximum of daylight. R. V. Bing- 
ham is president of the company. 

+ 


Will Open Supply House in Quincy, Mass. 
Standard Plumbing Supply Co., of 1218-1230 Colum- 
bus avenue, Boston, Mass., is making arrangements to 
open a new supply house at 1626 Hancock street, Quincy, 
Mass., with an up-to-date showroom. Plumbing, heat- 
ing and gas supplies will be carried. 
® 
Officers of International Radiator Corp. 
are Announced 
The officers of the International Radiator Corporation, 
Port Chester, New York, newly organized for the man- 








on? 88 tes 
ee 884 Get 
hes 





ufacture of fin tube radiators, are as follows: president, 
Austin H. Hart, formerly vice president of the Rome 
Brass Radiator Corp. ; vice president, W. A. Davidson, 
an attorney at Port Chester; secretary, Dennis McKay, 
of Hauxwell & Smith, Inc., plumbing and heating con- 
tractors of Port Chester; and treasurer, T. H. Heyel, of 
the Peck Coal Corp., Port Chester. 
© 
Michigan Valve & Foundry Co. Buys 
Columbus Firm 

The Michigan Valve & Foundry Co., Detroit, Mich., 
has purchased the business, plant and assets of the Co- 
lumbus Valve & Mfg. Co., of Columbus, Ohio, makers 
of plug type valves. The Columbus plant will continue 
to be used exclusively for the production of this type of 
valve, while the Michigan company’s products will be 
handled at the Detroit plant. The operation of both 
plants will be directed by Kk. J. Goldie, general manager 
of the company. Executive offices will remain in Detroit. 


® 





—— 













Two views of the new fac- 
tory of Bingham Pump Co, 
at Portland, Ore. 


Head of Reading Iron Company Resigns 

The resignation of Leon E. Thomas, presi- 
dent of the Reading Iron Co., Reading, Pa., 
was accepted at a regular meeting of the 
board of directors of that company held in 
Philadelphia, July 31. At a special meeting 
of the stockholders of -the company, held in 
Philadelphia, the office of chairman of the 
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Photo taken at the dinner given by the Inland Supply Co., Chicago, to the Trupar dealers 


board of directors was created. A. J. Maloney, presi- 
dent of the Philadelphia and Reading Coal and Iron Co., 
of which company the Reading Iron Co. is a wholly 
owned subsidiary, was elected chairman of the board 
of the Reading Iron Co. and will assume the executive 
duties of the president of the Reading Iron Co. until a 
successor to Mr. Thomas is appointed. 


sf 


Handles Standard Pipe Sales for Pittsburgh 
Tube Co. 

[In an item in our July 12 issue telling of the opening 
of an office at 210 East 45th street, New York City, by 
the Pittsburgh Tube Co. of Pittsburgh, Pa., it was 
stated that John G. Kelly had been appointed district 
manager of sales on thin standard pipe. Mr. Kelly is 
district manager of sales on the company’s line of stand- 
ard pipe. 

am 
Lyon Metal Products, Inc., Moves Chicago Office 
lyon Metal Products, Inc., ef Aurora, IIl., has moved 
its Chicago district office from 33 South Clark street, 
Chicago, to the Merchandise Mart, in that city. A per- 
manent display of the company’s products will be main- 
tained at the new location. R. T. Waters is district 
manager of the engineering sales division. 
a 
Main Office and Warehouse Moved 


\merican Plumbing Manufacturing Companies have 
moved their main office and warehouse to 49th avenue 
and /Oth street, Woodside, Long Island, New York City. 

e 
Announces Change in Firm Name 

The Atlantic Supply Co., Maryland and Lafayette 
avenues, Baltimore, Md., announces that the firm name 
will be known as FE. M. Crocker in the future. 


e 
Modern Coal Burner Co. Moves Offices 


The Modern Coal Burner Co., Chicago, Ill, has re- 
cently removed its offices from 307 North Michigan ave- 
nue to 3733 Lincoln avenue, in that city. 


® 
Hajoca Corp. Moves Philadelphia Branch 

The Hajoca Corp. has moved its branch, formerly 
located at 30th and Chestnut streets, Philadelphia, Pa., 
to 3lst and Walnut streets, in that city. The new branch 
building was designed especially for the purpose for 
which it is being used, and is located approximate to 
the railroad center of the city. Counter service is fea- 
tured, and to provide quick handling of bulky mer- 
chandise, there is a loading platform within the building. 


Inland Supply Co. Entertains Chicago Masters 

The Inland Supply Co., Chicago, gave a dinner on 
the evening of July 22 for its customers handling the 
products of Trupar Mfg. Co., of Dayton, Ohio. The 
dinner was served at the Midwest Athletic Club, with 
E. W. Payne, of the Inland Supply Co., acting as host. 
Sales plans were discussed at the gathering and a pro- 
gram was outlined for future activities in the sale of 
the Trupar company’s line of refrigeration in Chicago 
through members of the trade. 

Representatives of the Trupar company who attended 
were L. G. Lindsay, F. C. Geiler, H. S. Pettengill and 
H. Whitescarver. 


. 
Is Now Making Electric Radiators 
W. H. Robinson, Inc., 201 White building, Buffalo, 
N. Y., has recently begun the manufacture of hot 
water electric radiators. 


© 

International Filter Co. Moves General Ofhces 

The International Filter Co. and associated companies, 
International Water Softener Co. and General Zeolite 
Co., have removed their general offices and engineering 
departments from the plant at 333 West 25th place, 
Chicago, to larger quarters covering the thirteenth and 
part of the fourteenth floor of the Buckingham building, 
59 East Van Buren street, Chicago. 


® 

N. P. S. A. Makes Two Changes in Constitution 

The National Pipe and Supplies Association has re- 
ceived the required number of affirmative votes from its 
members to make two changes in Article IV of its con- 
stitution. The first change, which is in section A, in- 
creases the executive committee from eight to twelve 
members. The other change is in section D, and pro- 
vides that there shall be four members in each class of 
the executive committee instead of two as heretofore. 

The above changes were recommended by the board of 
directors while meeting recently at Pinehurst, N. C., but 
before the constitution could be changed it was necessary 
to secure the consent of the members. 


* 
Valve and Fittings Group Joins Standards 
Association 

The Manufacturers’ Standardization Society of the 
Valve and Fittings Industry has just become a member- 
body of the American Standards Association, The so- 
ciety will now be represented on the A. S. A. standards 
council and will share in the direction of national stand. 
ardization activities. 

The society has for some time been actively co-oper- 
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ating in the work on A. S. A. projects, many of which 
have an important bearing on the valve and fittings 
industry. It is one of the leaders in the work on pipe 
flanges and fittings, one of the most important projects 
to be undertaken under the auspices of the American 
Standards Association. Forty-one companies manufac- 
turing valves and fittings are members of the society. 
* 
Appoints New Factory Representative 

The Multicell Radiator Corp., of Lockport, N. Y., 
has appointed Nordbeck-Hoyt and Jackson, Inc., 1352 
Beacon street, Brookline, Mass., and Pershing building, 


Danbury, Mass., as special factory representative for 
its unit heaters. 


© 
Garden City Fan Co. Elects Officers 

At the regular annual meeting of the stockholders of 
the Garden City Fan Co., Chicago, IIl., the following 
officers were elected: H. C. Richards, president; W. 
Gardner, Jr., vice president and general manager, and 
T. J. Flanagan, secretary and treasurer. 

Mr. Richards, with headquarters at Niles, Mich., has 
been vice president of the firm for thirteen years and 
has been in charge of the manufacturing end of the 
business for over twenty years. Both Mr. Gardner and 
Mr. Flanagan have been associated with the Garden 
City Fan Co. for over twenty years and will conduct the 
affairs of the company from headquarters located in the 
McCormick Building at Chicago. E. D. Green, former 
president and treasurer, passed away on May 29. 


* 
Moves into New Offices 
The O. E. Frank Heater & Engineering Co., Inc., 
Buffalo, N. Y., has moved into new quarters at 20 Mil- 
burn street, where it has larger and more desirable offices. 
Sa 
Welded Products Corp. Expands 








The Welded Products Corp. of Kansas City, Mo., | 
having recently absorbed the Seco Incinerator Co. of | 
the same city, has purchased an eleven acre industrial | 
site for development in the near future. The present | 
factory at 17th street and Cleveland avenue has 50,000 | 


sq. ft. The Welded Products Corp. was organized about 


four years ago as the Economy Electrical Mfg. Co., | 


but reorganized the first of the year under its present 
name, with A. G. Saenger as president and treasurer. 


* 
Summit Mfg. Co. Holds Sales Conference 


The Summit Mfg. Co. of Davenport, Ia., recently held | 


a sales conference attended by over forty of the com- | 
pany’s sales representatives, from various parts of the | 
country, and department heads. The meeting, which was | 
held in Davenport, was in charge of W. C. Tegtmeier, | 


president of the Summit company. The conference 
ended with a banquet at the Hotel Blackhawk. 


® 
Mineral Felt Insulating Co. Holds 
Sales Convention 


The Mineral Felt Insulating Co., Toledo, Ohio, held | 


its second annual sales convention, July 24-26, at its 
plant in Toledo. The convention attracted a large at- 
tendance, consisting largely of plumbing and heating 














RoOBERTSHAW 
THERMOSTATS 


are favored by most 
plumbers—they never fail 


THROTTLING TYPE. For 
Side Arm Water Heaters 
or Automatic Storage 
Water Heaters. All sizes 
from % to 2 inches. 


Robertshaw Throttling 
Type Water Heater Ther- 
mostats are fully covered 
in CIRCULAR FORM R-4. 
Write for it! 













Number 2GV. For 
single unit circulator 
and garage heaters. 
Easily installed. Attrac- 
¥ tive in appearance. Gas 
: Pipe sizes from ¥ to 
| 

| 


1 inch. 


Robertshaw circulator 
and garage heater ther- 
mostats are fully des- 
cribed in number 2GV 
circular. Write for it! 


SNAP-ACTION 
TYPE. For Storage 
Water Heaters and 
Furnace and Boiler 
‘Temperature Con- 
trol. Gas Pipe sizes 
from 4 to2y inches. 


Robertshaw Snap- 
ActionThermostats 
are illustrated and 
described in CIRCU- 
LAR FORM R-l. 
Write for it! 


Write for any or all of the 
above circulars—they’re free 
—no obligation involved 


ROBERTSHAW 


THERMOSTATS 
ROBERTSHAW THERMOSTAT CO. 


Youngwood, Pa. 
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In 


three 
years 
a million sales... 


By 1933, one million more farms will be served by elec- 
tricity. One million extra homes will be ready for 
plumbing installations. The contractors that will get 

this business are those foresighted enough to start now. 

To make business contacts and build good-will among 
these farmers. 

This can be done by installing the first unit... a reliable 
pump. For such a sale the Crane pump No. 252 is 
ideal. It is as dependable as Crane Co., unusually large 
in capacity, 250 gallons an hour; and considering its 
value, low in price .. . only $80. 

Look at it as you will, you could have no better entering 
wedge in the great market, now opening, than this unit. 


CRANE 


CRANE CO., GENERAL OFFICES: 836 S. MICHIGAN AVENUE, CHICAGO 
NEW YORK OFFICES: 23 W. 44TH STREET 
Branches and Sales Offices in One Hundred and Ninety-four C.ties 


1855 - SEVENTY-FIFTH ANNIVERSARY - 1930 























Trenton has made its catalog measure up 
to the standard set by its brass goods. 
It must serve best. If you haven't a 
copy, write for it today. It’s a book 
you ll use every day. 








TRENTON BRASS & MACHINE CO. 


Trenton, New Jersey 


Represented by ROLLIN C. WILSON 


7E. 420d St.. New York, N.Y. 261 Franklin St., Boston, Mass. 
427 _N. Broad St., Elisabeth, N. J. 










contractors who, according to F. C. Russell, president, 
are doing a splendid job of merchandising. 

Thursday morning was devoted to merchandising talks, 
and, following a trip through the plant in the early 
afternoon, the attention of the convention again turned 
to selling. Time payment sales, use of home survey 
chart, getting retail prospects and making the sale were 
topics discussed. 

Selling high temperature insulation, developing new 
products and explanation of new heat loss and efficiency 
charts were topics discussed on Friday. A banquet was 
held at the Maumee River Yacht Club that evening. 
Business meetings were also held Saturday morning and 
afternoon. 

» 
Bridgeport, Conn., Division of Crane Co. 
Celebrates 75th Anniversary of Company 

The Bridgeport, Conn.,. Division of Crane Co., Chi- 
cago, as a part of the country-wide celebration of the 
75th anniversary of the company, gave a picnic and 
outing to employes and their friends at Pleasure Beach, 
July 3. In all, the company entertained some 10,000 
people at the beach with athletic games, contests, events 
and free admission to all of the varied amusements at 


the park. 
® 


Michigan Trade Golfers Play Tam O’Shanter 


The Michigan Trade Golf Association played 
regular monthly tournament on June 27 at the Tam 
O’Shanter Golf Club, Detroit. The day was ideal 
for golf and the largest crowd of the year turned 
out for the tournament. William Brown of Carey 
Co. was host of the day. 

First low net was won by E. D. Seeley with a 
gross 90, net 72; second low net by D. M. Kenney 
with a gross 98, net 67; third by R. W. Tempest, 
gross 90, net 75; fourth, J. P. Bassler, gross 94, net 
77; fifth, R. K. Millward, gross 87, net 74. 


The scores for the day follow: 


G. H. N. G. H. N. 
Te PR aaa 105 20 85 fer So eae 116 37 79 
i, cts sas 87 6 8&1 H. H. Schwartz... 86 5 «81 
G. H.Schildmiller 85 8 77 R. K. Milward... 87 13 74 
— YS: aaa 108 30 78 Mr. Jackson ..... 99 15 8&4 
a i tee es 122 40 82 Mr. Cummins ....116 35 81 
Fred Barton ..... 110 30 890 Mr. Cassel ...... 107 20 8&7 
C. 8. Nowak..... 116 35 81 R. L. Deppman..102 20 82 
H. Warner ......127 36 92 an osc ewes « 113 35 738 
A. S. Davison....131 45 86 E. E. Clapsadel.. 92 20 72 
arr 104 12 $2 yr, D. Cooper..... 106 30 76 
J. P. Bassier..... 94 17 T7 -, i GOR, 66 6c 109 30 79 
S. G. Skakle.....113 40 7% J. B. Stewart....115 35 80 
J. B. Wallace....101 17 84 DB. Stermer ....6. 104 20 #4 
a Be, eee eo ccee L100 25 75 Carter Sales ..... 92 15 77 
J. Reader .. ...102 22 80 Ira Kanack .....118 40 78 
F. J. Coepke.....117 36 81 HW. M. Armstrong. 99 16 &3 
WwW. C. Hanley.. 126 50 76 W. EF. Mosher ,..102 32 890 
W. J. Hajek. 92 10 82 B. Paddock ..... 81 2 179 
F. X. Marzoll. 115 32 83 Cc. B. Richardson.108 22 = 8&6 
}. BE. McFate.....115 30 85 William Andrews.109 30 =79 
E. D. Sheley..... 90 18 72 T. M. Stinson....106 16 439 
L. L. MeConachie.106 25 81 Frank Murphy .. 93 18 75 
J. E. Hughes..... 97 18 79 Allen Wright ...113 35 78 
E. J Anderson... 83 3 80 et rare 108 25 &83 
Tom Brown ..... R4 8 76 Joe Bassett ..... 91 12 7% 
D. M. Kenney.. 98 31 67 C. B. Alien......108 36 734 
i.e Ans © ée 0% oe. Bate J. F. Beyster..... 98 20 75 
a i, Goce e de 98 25 73 J. Ivan Dise..... 126 30 %6 
7. Wereme «sce 83 10 73 Paul Sewell .....112 30 82 
R. W. Brown..... 99 12 87 eee kcecss eee «CC 
> 2. Meee. sock Be oe H. Rylander ....105 32 7 
Cc. R. MeConnell..13 49 91 J. Pitchford .... 95 19 
J. B. Whiteford..106 15 91 R. W. Tempest.. 90 15 7 
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New England Metal Products Golfers Play 
at Dedham Country and Polo Club 


Twenty-three members and guests of the New England 
Metal Products Golf Association were guests on June 
26 of “Happy” Hunter, former member of the associa- 
tion, at the Dedham Country and Polo Club. 

Robert McKeown, Jr., with a net 72 in the morning 


DOMESTIC ENGINEERING 143 


Northwestern Ohio Trade Golfers Play at 
Highland Meadows 


The North Western Ohio Trades Golf Association 
held its June golf meet at the Highland Meadows Golf 
club, Sylvania, O. Because of the threatening weather 
the meet did not draw a very large attendance from the 
membership, but those who did attend enjoyed them- 


selves to the fullest. 
The day’s scores were as follows: 


round, was awarded a golf umbrella, while Frank A. 
Monroe, with a net 69 in the afternoon round, received 


a similar award; R. Ward Hillman’s net 73 won him | G. H. N. 7. = & 
' ; Ss = ae 104 50 94 Arnold Kaighn.. 126 37 8&9 

second place, and Edmund D. Chesebro, with a net 75, Bruce Bauer... 98 22 76 J. Kewley ..... 90 24 66 
was third; G. F. Elliott, G. E. Phillips and William Verne Brown .. 107 34 73 J. Leonard ..... 118 28 90 
Haves. each with z : "7 . ° Holt Nullock ... 117 37 80 N. S. Larsen.... 94 24 70 
yes, “ net 77, basing tied for fourth place. jy Garroll ..... 116 35 81 W.F. Lord...... 137 40 97 

It was voted to send “Happy” Hunter a golf umbrella. L. Garroll.... 109 35 74 Robert Lang ... 133 36 97 


Richard English 99 21 78 H. Mendenhall.. 104 26 78 
Carl Eyster .... 116 26 90 Cc. McMenemin.. 116 38 78 
E. Fleischman.. 114 34 80 Cc. P. Peppard... 126 38 90 


and Walter J. Eddy, flowers. 


The scores for the morning round were as follows: 





eo. 3... #. G. H. N. G. Tea Geim@.cces 124 40 84 Chas. Rothert .. 92 20 72 
So. F. Berete....2ee 346 FE R. McKeown, Jr. 87 15 72 Oscar Hartman. 109 33 73 Ive Snyder ..... 108 24 84 
R. W. Hillman..104 25 79 J. S. Nicholl.... 95 16 79 Paul Hann..... 108 28 80 J. M. Sawhill... 111 25 86 
; : ‘ Cliff Hartsing.. 105 29 76 Louis Schroeder 89 18 71 
The scores for the after noon round were as follows: jp wy Harrod... 107 34 78 J. T. Wilson.... 103 25 78 
G. H. N. Ga HN. Kk. B. Eirk..... 115 85 80 A. F. Weeber... 119 50 69 
E. D. Chesebro... 96 21 75 Dy. Me meonres..., Bt 8 8 
M. W. Dennison.. 92 14 78 H, Murdock ....105 21 84 + 
G. F. Biliott..... 101 24 77 H. D. Nickerson.101 22 79 Co : Ce ’ 
A. A. Gatheman..105 21 84 W. J. Osborn.... 93 123 81 Crane 4 Branches Hold Joint lebration 
A. I. Harvey....113 21 92 GG. E. Phillips...109 32 17 The employes of the Atlanta and Macon, Ga., branches 
Fe OD no + +9 9s ia pelea W. H. Thayer... 94 12 82 of Crane Co., Chicago, joined the forces of the Sa- 
i eg eee 89 .. 8 R. W. Hillman.. 98 36 73 , : ; 
R. Mekeown. Ir. 98 15 86 vannah branch in an enjoyable two day outing at 
Guest scores: Savannah Beach on July 3 and 4, in celebration of the 
inne Gross seventy-fifth anniversary of the founding of the com- 
| orrrrr ere rr rr res 79 C. Stewart .cccccccccces 113° pany. 
RR ee 101 ie GHEE “vce eetoevebecos 99 ~ a S aa , 
I cd dine dees vee 91 Mr. Henderson .......... 103 Frank Barragan of the Savannah office was general 
MN i Se ae 119 chairman of the committee on arrangements, and other 
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Make This 
Your Policy 


Step ahead of competition by 
handling Niedecken Shower 
Bath Fixtures. Make it your 
policy of giving the very best 
quality and improvements; and 
your trade will pay you the bet- 
ter price. Niedecken Shower 
Stalls, Shower Head and Mixer 
are far in advance of all others, 
insure perfect satisfaction to 
your customers and easier busi- 
ness for you. Write now for 
Niedecken Shower Details. 





An example of Niedecken 
leadership in the illus- 
trated description of the 
Niedecken Easy Clean 
Shower Head shown be- 
low: the most practical 
Shower Head made. Write 
now for complete details. 








HOFFMANN & BILLINGS 
MFG. CO. 


206 Becher St. Milwaukee, Wisconsin 
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members were W. A. Ketchum, Jr., S. N. Blair, Miss 
Ruth Kiernan, E. L. Pugh and W. M. Davis. 

The entertainment program included lunch at Hotel 
Tybee, dancing, games, a golf tournament and surf bath- 
ing. 

D. A. Armstrong of Atlanta, won the tri-city golf 
tournament staged at the municipal course, with a 
net score of 73. J. A. McMurry, also of Atlanta, was 
runner-up with a score of 74. 

The Ladies’ putting contest was played on a miniature 
course at Hotel Tybee and was won by Mrs. A. J. Smith 
of Savannah who scored a 61, with Miss Egan, also of 
Savannah, next with a score of 64. A. H. Lee of Macon, 
won the men’s putting contest with a 47 while H. H. 
Gardner of Atlanta, made a 49. 

The prize waltz at Tybrisa pavilion was won by Mrs. 
Wallace M. Davis of Macon, and A. M. Sharp of At- 
lanta. Other prizes were given for events in sack races, 
100-yard dash, running broad jump, bridge games, three- 
legged races, potato race and bull’s-eye contest. 

A. P. Keisker, manager of the Savannah branch and 
Mrs. Keisker were in Chicago attending the week’s cele- 
bration at the home office of the company. 

Among those who made reservations were: _ 

Krom Atlanta: Mr. and Mrs. E. L. Pugh, Mr. and 
Mrs. H. H. Gardner and Howard Gardner, Mr. and Mrs. 
J. A. McMurry, Mr. and Mrs. L. M. Holcombe, Misses 
Christine, Jeanette and Lucille Manning, Misses Alma 
and Katherine King, Mr. and Mrs. G. O. Guest and 
children, Miss Janie Miller and Mrs. Mattie Lou Bar- 
nette, Mr. and Mrs. W. J. Pyron, Mr. and Mrs. O. T. 
Lester, Mr. and Mrs. A. H. McLaughlin, Mr. and Mrs. 
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Grady Parham, Mr. and Mrs. W. D. Smith, Mr. and 
Mrs. G. S. Moore, Mr. and Mrs. J. H. Rudisill, Mr. and 
Mrs. W. E. Sanders, Mr. and Mrs. H. H. Smith, Mr. 
and Mrs. E. P. Tyler, Mr. and Mrs. T. P. Hall, Mr. and 
Mrs. W. D. Darnell, Mr. and Mrs. G. D. Howard, Mr. 
and Mrs. O. W. Bowen, Oscar Bowen, Jr., and Russell 
Bowen, M. W. Hardage, Mrs. R. J. Watkins, D. H. 
Armstrong, J. H. Tasker, Jr., A. N. Sharp, Sr., A. N. 
Sharp, Jr., Mr. and Mrs. J. H. Tasker, Sr., Miss Myrtle 
Johnson, Miss Gladys Wright, Mr. and Mrs. cc. .€s, 
Bayne, Mr. and Mrs. W. J. Durden, Robert Fetcher 
and Harry Wells. 

From Macon: Mr. and Mrs. C. W. Anchors and 
children, Mr. and Mrs. F. C. Fitts and child, Mr. and 
Mrs. A. H. Lee, Mr. and Mrs. T. H. Young, Mr. and 
Mrs. R. B. Holliman, Mr. and Mrs. W. M. Davis and 
child, C. E. Alman, Charles Brodnax, Miss Anese Holli- 
man and Miss Enna Morris. 


* 
Death of Waldo Calvin Bryant 


Waldo Calvin Bryant, a director of the Bead Chain 
Mfg. Co., and the Bridgeport Brass Co., Bridgeport, 
Conn., died recently in Colorado following an opera- 
tion. Mr. Bryant was born in Massachusetts and was 
graduated from the Worcester Polytechnic Institute and 
afterward became connected with the electrical industry. 
Mr. Bryant was connected with a number of banks in 
Bridgeport. He was the founder of the Bryant Elec- 
tric Co. and chairman of the board at the time of his 
death. He was also with the Perkins Switch Mfg. Co. 
His wife, a son and a daughter survive. 



































PHOENIX 
BRASS 
FITTINGS 


Every 
Fitting 

Air An Acknowledged 
Tested Line of Brass Fit- 
Under tings of the Highest 
Water Quality and Service 








Puorenix Brass Fitrtincs Corp., IRVINGTON, N. J. 





Business Personals 





J. LEsTER WILLIAMs has been elected president of the 
Chicago Nipple Mfg. Co., Chicago, IIl., succeeding his 
father, the late Dixon C. Williams. The newly elected 
president was formerly vice president and secretary of 
the company, which position is now filled by his son, 
J. L. Witttams, JR. Watter McBroom remains treas- 
urer and general manager of the Chicago Nipple Com- 
pany. 

JosEepH F. CARROLL has been appointed supervisor of 
the northern division of Standard Sanitary Mfg. Co., 
with headquarters at the company’s offices in Chicago. 
Mr. Carroll, who was formerly manager of the com- 
pany’s Chicago branch, succeeds to the position made 
vacant by the recent removal of F. S. Kaulback to Pitts- 
burgh as vice president and general manager of branches. 
KENNETH MACKENzIg, formerly assistant manager in 
Chicago, has succeeded Mr. Carroll as manager of the 
Chicago branch. R. F. SELts, formerly connected with 
the Peoria, IIl., branch of the Standard Sanitary Mfg. 
Co., has been transferred to Chicago as assistant branch 
manager. Upon leaving Peoria, a testimonial dinner was 
given for Mr. Sells by the master plumbers of that city. 


Tuomas A. Marsu has been elected president of the 
Modern Coal Burner Co., Chicago, IIl. 


C. LocEs, for 40 years with Wolff Co., Chicago, IIL, 
has recently severed his connection with that company. 
Mr. Loges has not yet announced his plans for the 
future. 

J. C. Leary, who for many years was with the Amer- 
ican Radiator Co. in various capacities, is now connected 
with the heating department of the Buffalo, N. Y., 
branch of Crane Co. 

GeorceE E. Ciirrorp, Pittsburgh division manager for 
A. M. Byers Co., has resigned to accept the position 
of assistant sales manager, pipe division, of Republic 
Iron & Steel Co., Youngstown, O. 

Lewis McCreary, president of the Boston Pipe & Fit- 
tings Co., Boston, Mass., is now enjoying a three months’ 
tour of Europe. Mr. McCreary plans to visit England, 
France, Italy and Spain. 

GLEASON K. Porter, formerly with the Oakland, 
Calif., branch of Crane Co., has joined the Alloys Co., 
San Francisco, as a salesman. He will cover the central 
and northern California territory, from Fresno, north. 
Mr. Potter was with Crane Co. in the capacity of a 
salesman and he had been associated with the company 
for approximately twenty years. 

Watrter R. MeEap, long identified with the Hoffman 
Specialty Co., in San Francisco, Calif., and later with 
the Heating and Piping Contractors Oakland Associa- 
tion, as manager, has recently been appointed West 
Coast representative for the Proctor & Schwartz Elec- 
tric Company of Philadelphia. Mr. Mead’s headquarters 
are at 74 New Montgomery street, San Francisco. 

Tuomas B. MacKenzie and T. S. Tursautt have 
been appointed to its sales force in the Camden and 
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Bridgeton, N. J., territory by the Hajoca Corp., of Phil- 
adelphia, Pa. Mr. MacKenzie will cover the territory 
for the company in the capacity of pump engineer and 
salesman. Mr. Thibault will act as heating engineer as 
well'as salesman. 


EpwArRD SHEEHAN, formerly of the Jepco Mfg. Co., 
Boston, Mass., is now representing Coyne & Delany, 
Brooklyn, N. Y. Mr. Sheehan will cover the New Eng- 
land territory. 

Lorin W. SMITH, JR., has 
been appointed sales pro- 
motion manager of Com- 
bustioneer, Inc., of Goshen, 
Ind. Mr. Smith has been 
associated with the heating 
industry for the past sev- 
eral years. During the 
three years just passed he 
was connected with the 
Minneapolis - Honeywell 
Regulator Co. He took an 
active part in the ftorma- 
tion of the Committee of 
Ten—Coal and Heating 
Industries. He assumed his 
new position on August I. 


Lorin W, Smith, Jr. 


GOVERNOR WALTER J. KOHLER of Wisconsin was 
unanimously endorsed by 1,156 delegates of the Repub- 
lican party to head the ticket for governor for a second 
term at a convention held recently in Oshkosh. The 
endorsement was made by acclamation without the neces- 
sity of taking a formal vote. Governor and Mrs. Kohler 
flew to Oshkosh from Madison soon after word had 
been received of his endorsement. 


GEORGE W. W. CorRNMAN, treasurer and manager of 
the service department of the Brown Instrument Co., 
Philadelphia, Pa., retired from active business on 
August 8. He had been associated with the instrument 
business for thirty-five years, formerly being secretary 
and treasurer of the Keystone [Jettrical Instrument Co. 
until that organization was absorbed by the Brown In- 
strument Co. 


J. B. McManon, branch manager at Tulsa, Okla., for 
The Foxboro Company, will hereafter make his head- 
quarters at the home office of the company in Foxboro, 
Mass. In his new position, Mr. McMahon will have 
charge of all field engineering service and will be respon- 
sible for all direct sales effort. G. B. LANgE, formerly 
manager of the company’s office at Detroit, Mich., has 
succeeded Mr. McMahon as branch manager at Tulsa. 


T. L. Lewis, for 18 years associated with A. M. 
Byers Co., Pittsburgh, and for the last 12 years as 
general manager of sales, has resigned to become asso- 
ciated with the Norvell-Wilder Supply Co., Beaumont, 
Tex. Mr. Lewis will make his headquarters in Hou- 
ston, Tex. 
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NOTE THE BRASS DISC 


Made of refined Malleable Iron with Brass 
Seat inserted in place by powerful pressure 


so that it cannot become detached. 
Approved by Underwriters’ Laboratories. 


$s ILLINOIS MALLEABLE IRON CO. 
Chicago, II. 
Manufacturers Full Line Iron Pipe Fittings 
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fae BURKS < 


suPER- TURBINE 


PUMPS <<“ 


A Single Moving Part 
Eliminates Service 
Costs, Protects 
Profits 


Every Burks Super Turbine Pump installa- 
tion you mak: pa/s a permanent profit 
in money and customer satisfaction. 


Onl; one moving part, no metal- 
to-metal contact, mac ining and 
design of watch-making precision. 


These are the features 
that have made Burks 
Super Pumps famous 
the country over for 
continuous, satisfactory 
operation. 


Just off the press — Water 
Sysiem Builetin No. 90. Con 
+ ag ee a ty yo No. 
— 91. € today for either or 
SERIES 7760 both! 
HOME WATER 


SYSTEM 


DECATUR PUMP COMPANY %c\n'cis 
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Many Receive Prizes at M. T. G. Meet 


A dozen prizes were distributed at the conclusion 
of the midsummer meet of the Metropolitan Trade 
Golf Association held July 16 at the Pelham Country 
club, Pelham, N. Y. 

The first of the awards, a dozen balls, went to 
T. A. Johnson, president of the association, whose 
79 for the morning round and 77 in the afternoon 
were the low score honors for the day in Class A. 

Second prize of three woods was presented to John 
Davis with a 103 in Class B, while Henry Garrity, 
with cards of 94 and 96, received a kit bag as third. 

Elmer Doolittle, fourth, with an even 100 and 
99 was awarded a golf bag, and a set of irons was 
given as fifth prize to D. J. Molloy, who turned in 
cards of 92 and 88. 

A golf umbrella was won by Vice President T. F. 
Larkin as sixth prize for his cards of 112 and 103, 
while Llewellyn Power was placed seventh through 
scores of 81 and 95 and received a bridge set. Fred 
Allen, whose cards showed 98 and 97 strokes for the 
two rounds was presented with a belt for eighth, 
and L. S. Rothwell, with a score of 9If was placed 
ninth and won a walnut tray. 

The three remaining prizes—a pocket flask, silver 
traveling cups and belt—were awarded, respectively, 
to D. S. Warth with his 99; C. G. Wall, secretary 
and treasurer, for his 99 and 92, and H. H. Fuller, 
who scored 114 in the morning and 108 in the after- 
noon. 


Convention Dates 


August 12, 13, 14 and 15, 1920—A. S. S. E.—The annual 
convention of the American Society of Sanitary Engineer- 
ing, to be held at Winnipeg, Canada. 

March 16 and 17, 1931——-The annual convention of the Kan- 
sag Master Plumbers Association, to be held at lola, with 
headquarters at the Kelly hotel. 

COMING TRADE EVENTS 

August 11, 1930—New England Heating Trades Golf Asso- 
ciation. Regular tournament at Winchester Cvountry Club, 
Winchester, Mass, 

August 14, 1930—-The Master Plumbers’ Association of New 
Bedford, Mass., and Vicinity, Inc. Annual outing to be held 
at Fort Phoenix, Fairhaven, Mass. 

August 14, 1930—The annual! Tri-County picnic (Stark, Sum- 
mit and Mahoning counties) to be held at Myers lake, near 
Canton, Ohio, 

August 14, 1930—-The first joint picnic of the Milwaukee 
Plumbing and Heating Industries, to be held at Hasslinger’s 
resort on Moose lake, two miles north of Nashotah Station 

August 16, 1930—The Contracting Plumbers’ Association of 
St. Louis, Mo. Annual outing to be held at the Ferguson 
Country Club. 

August 18, 1930—The sixth golf tournament of the Triangle 
Club of Pittsburgh, Pa., to be held at Stanton Heights Coun- 
try Club. 

August 20, 1930—The Master Plumbers’ Association of 
ftaltimore City, Md., Inc. Annual outing to be held at Biddels 
park, Middle River, Md. 

August 20, 1930-—-The Passaic, N. J.. Master Plumbers’ Asso- 
ciation. Annual outing to be held at Blasberg’s Farm, Haw- 
thorne, N. J. 

August 20, 1930—The annual outing of the Bronx Master 
Plumbers’ Association to be held at Karatsonyi’s Glenwood 
Landing, L. I. 

August 21, 1930—The annual outing of the Master Plumb- 
ers’ Association of the State of Maryland, to be held at 
Cottage Grove, Md. 

August 21, 1930—The fourth golf tournament of the Plumb- 
ing Contractors’ Association of Chicago, to be held at Big 
Oaks Golf Club. 

August 21, 1930-—-The Haverhill, Mass., Master Plumbers’ 
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Association. Annual outing to be held at the Ferncroft Inn, 
Middleton, Mass. 

August 21, 1930—The annual outing of the Master Plumb- 
ers’ Association of Orange, N. J., to be held at Seidler’s Beach. 

August 21, 1930—-The annual outing of the Connecticut 
State Master Plumbers’ Association, to be held at Lake Com- 
pounce, near Plainville, Conn. 

August 23, 1930—The annual outing of the Merchant 
Plumbers’ Association of Los Angeles, Calif., to be held at 
Recreation Lodge, Elysian Park. 

August 23, 1930—The annual outing of the Brooklyn Plumb- 
ing Supply Credit Association, to be held at Narragansett 
Inn, Lindenhurst, L. I. 

August 24, 1930—-The Denver Master Plumbers’ Association 
and the Colorado Society of Sanitary and Heating Engineers. 
Joint picnic to be held in Roxwood park, Boulder, Colo. 

August 26, 1930—Western Trade Golf Association. 
tournament at Olympia Fields Country Club. 

August 27, 1930—The annual outing of the Manhattan As- 
sociation of Master Plumbers, to be held at Karatsonyi’s, 
Glenwood Landing, L. I. 

August 28, 1930—The annual outing of the Allentown, Pa., 
Master Plumbers’ Association. 

September 5, 1930—Western Trade Golf Association. 
ular tournament at Glen Oak Country Club. 

September 6, 1930——The annual outing of the Master Plumb- 
ers’ Association of Jersey City, N. J., to be held at Blasberg’s 
Farm, Hawthorne, N. J. 

September 9, 1930—New England Heating Trades Golf As- 
sociation, Regular tournament at Andover Country Club, 
Andover, Mass. 


September 13, 1930—The annual outing of the North Hudson 
(N. J.) Master Plumbers’ Association, to be held at Belvi- 
dere farms, Pearl River, N. Y. 

September 13, 1930—The annual outing of the Rhode Island 
State Master Plumbers’ Association, to be held at Jim Smith’s 
Inn, Warwick, R. IL. 

September 15, 1930—The seventh golf tournament of the 
Triangle Club of Pittsburgh, Pa., to be held at Shannopin 
Country Club. 


September 18, 1930-——The fifth golf tournament of 
Plumbing Contractors’ Association of Chicago, to 
at Oak Hills Golf Club, Palos Park, IIl. 


September 18, 1930-——Michigan Trade Golf Association. 
Regular tournament at Meadowbrook Golf and Country Club. 
“Ladies’ Day.” 

October 3, 1930—Western Trade Golf Association. 
tournament of year at Calumet Country Club. 


October 7, 1930—New England Heating Trades Golf Asso- 
ciation. Regular tournament at Sandy Burr Country Club, 
Wayland, Mass. 

October 9, 1930—The sixth golf tournament of the Plumb- 
ing Contractors’ Association of Chicago, to be held at Tam 
O'Shanter Golf Club, 

October 14, 1930—The eighth golf tournament of the Tri- 
angle Club of Pittsburgh, Pa., to be held at Edgewood 
Country Club. 

November 18, 1930—New England Heating Trades Golf 
Association. Regular tournament at Unicorn Country Club, 
Stoneham, Mass. 


Regular 


Reg- 


the 


be held 


Final 


February 10 to 14, 1931-—The fifth Midwestern Engineer- 
ing and Power Exposition, to be held at the Coliseum, 
Chicago. 





. ~ es 
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Left to right: Harry Harbour, A. E. Deskau, EE, ™. Detrich, 
John Dawher, C. FE. Howett and J. D. Blumenthal, sales man- 
ager, all of Radiator Specialty Co., Charlotte, N. C, 

taken at the Boston convention of the N. A. M. P. 
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TAKE A LOOK 
AT THIS 
NEW GLOCO 


There are many who prefer the 
round-dome Tank Heater. So 
we have added these attractive 
models to the GLOCO omy: 
Nos. 155 and 280 have EVERY- 
THING in Tank Heater improve- 
ments, including the exclusive 
GLOCO me - mesh separate- 
shaking grate which burns the 
cheaper sizes of coal. Get in on 
the GLOCO popularity! This is 
the Tank Heater season. 


No. 155 
(Also in larger capacity— Ne. 280) 


Remember, 45 different sizes to choose from—each 
GLOCO tested to 300 pounds, and guaranteed to 125 
pounds working pressure. 


Write us and we'll send you complete information. 


EVINS F. GLORE & SON, Inc. 
Grand Central Terminal Bldg. New York City 
“LOOK FOR THE RED BAND OF QUALITY” 


yaace MA Ro 





HEATERS 





RED BAND TANK 





DUR-A-BAL 


REG. U. S. PAT. OFF. 





An unusually careful study was made of the 
weaknesses of tank balls before we started to 
ect the DUR-A-BAL. Into the DUR-A- 
AL have been built all of the features which 
assure you a tank ball that will meet every 
service test to which it is subjected. 


DUR-A-BAL is guaranteed for 3 years and is 
available thru your jobber. 


Lavelle Rubber Ce. 
320 W. Illineis St. 
Chicago, -- Ill. 
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FLUSH VA 








The best valve in the 
low priced field 
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ROYAL 


The valve that can't be 
held open to waste water 
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MARINE 


The valve that handles 











“bad” water easily 











Wherever a flush valve can be used, there is a SLOAN VALVE exactly 


suited to that particular service. 


The incomparable ROYAL, pioneer 
in the quality field, still leads all other flush 
valves in performance, prestige and sales 


volume. 


The distinguished MARINE supplies 
the need for a truly fine flush valve which 
can cope with salty, sandy or corrosive 
water and deliver dependable service under 
extraordinary conditions. 


The unequalled quality and per- 
formance of the GEM in the lower priced 
field, backed by the assurance of the SLOAN 
GUARANTEE, eliminate the hazards of 
competitive buying. 


There is, of course, no type of closet 
bowl, urinal or slop sink which cannot be 
flushed economically and efficiently with 
SLOAN FLUSH VALVES, which, in addition, 
are widely used for prison lavatories, public 
showers, hospital sterilizers, bakery bread 
mixers, ice plant water containers, wetting 
sand in foundries, cooling plates in print 
shops, filling radiators in automobile assem- 
bling plants and for hundreds of other 
industrial uses where an accurately measur- 
ed quantity of water is required. 


In short, if it's a job for a flush 
valve, there’s a SLOAN VALVE designed to 
do it —_____perrfectly! 


The Sloan Syphon-Preventor 
is available to every purchaser of Sloan Flush Valves at no added cost. 


SLOAN VALVE CO e CHICAGO 


Branches in all principal cities 











June Building Awards Show Substantial Increase 


USINESS in the plumbing and heating industry, according to reports from leading business centers 


of the United States, has shown some changes for the better in certain sections during the past two 


weeks. On the whole, however, the market 1s characterized by a tendency to conservative buying, accord- 


ing to manufacturers’ representatives and jobbers. 


Shipments from sources are moving promptly, tt 1s 


said, and wholesalers’ stocks are at comparatively small but good working quantities. 


June contracts let for new building and engineering works in the 37 states east of the Rocky Moun- 


tains amounted to $600,573,400 according to F. 


W. Dodge Corp. The 


past 


month's record was sub- 


stantially larger than the total of $457,416,000 for the previous month; showed a good gain over the total 
of $529,891,100 for June, 1929; and was the largest monthly total since July 1929. For the first half of 


1930,. construction 


contracts aggregated $2,638,013,300. 


the total of the corresponding period of 1929. 
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ULY, generally speaking, was a 
J comparatively good month in the 
Middle Atlantic Section. Reports 
emanating from most sources were en- 
couraging and a generally optimistic 
tone prevailed. Several wholesalers 
committed themselves as having en- 
joyed a better month than June and 
some contend that July was the best 
30-day period of the year. Many of 
the earlier inquiries for prices turned 
to orders during the fortnight and 
month, and manufacturers in practi- 
cally all lines reported a good volume 
for July. 

A considerable amount of work is 
afforded master plumbers and heat- 
ing contractors for modernization 
jobs, and, according to many reports, 
this work constitutes a large portion 
of present volumes. Finishing mate- 
rials are in better demand at this 
time as new construction nears com- 
pletion. A few contracts have been 
held back in this section, but recently 
a greater freedom has been noticeable 
in the awarding of business on the 
larger type of project. A considerable 
amount of government work is in evi- 


idd e Atlantic 


Volumes Show 


Improvement 


particularly in 
territory, it is 


dence in this section, 
the Washington, D. C., 
reported. 

Jobbers’ stocks continue to be small, 
but as producers are well stocked, 
dealers are able to order on short 
notice and receive goods in ample 
time. 

Contracts awarded for the 27th 
week from July 12th to 18th totaled 
$12,685,800, of which amount }$8,- 
311,800 was awarded for non-residen- 
tial buildings and $2,892,600 for resi- 
dential types. During the 28th week 
a total of $9,305,200 in contracts was 
awarded, of which $5,012,600 went to 
public works and public utilities and 
$2,984,500 was awarded for commer- 
cial construction. 

Soil Pipe 

Soil pipe tonnage for July showed 
a fair increase over the previous 
months, but did not reach last year’s 
total. Reports indicate that the rate 
of consumption during the fortnight 
probably afforded a more steady de- 
gree of activity than has been experi- 
enced for some time. Jobbers have 
fair stocks on hand and producers are 
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This was a decline of only 12% 


per cent from 


able to ship pipe in a prompt manner. 
Prices are unchanged. 
Pipe—Brass, Steel and Wrought Iron 
Demand for lagging 
behind previous levels, according to 
several reports. Recent reductions in 
the raw copper are said to 
have caused dealers to more or less 
limit the size of their orders. The 
absence of residential work in any vol- 
ume has also affected the general de- 
mand. Steel pipe tonnages for July 
failed, in some cases, to reach June 
Wrought iron pipe, according 
to most sellers, shows no appreciable 
gain in sales for the month. Commit- 
ments are small in most and 
jobbers are only purchasing for fill-in 
requirements. Mill prices are firm on 
steel and wrought iron pipe and de- 
liveries are prompt. 


brass pipe is 


price of 


levels. 


cases 


Fittings 
The past fortnight witnessed a slight 
increase in volumes brought about 


mainly by the seasonal demand, it is 


reported by sellers. Manufacturers 
are able to make shipments in a capa- 


ble manner, having sizable stocks on 


hand. Wholesalers are purchasing 
only in small quantities, mainly to 
fill in depleted inventories. 


Knameled Ware 

An increase in the call for enameled 
fixtures was felt during the past fort- 
night and it is said that sales for the 
month were of a better character than 
previous periods. The recent decline 
in prices resulted in jobbers placing 
some orders to replace depleted stocks. 
Finishing materials, it is felt, should 
be in a fairly steady demand during 
the coming weeks as projects near 
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ONE MAN AND THIS RIGID SUPER-WRENCH 
WILL TURN MORE TIGHT FITTINGS THAN 
THREE MEN WITH AN ORDINARY PIPE WRENCH 
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Rikza(b 


Super -Six and Super- Four 
Capacities 2” to 6” and 11,” to 41,’ 
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CO M POU ry D LEV FRAG E 10 times the leverage of regular 36 in. and 48 in. wrench 
gives it tremendous power. 








One man with a Super-Wrench can loosen the rustiest 


6 in. fitting on the line. No need to smash fittings. No need 
for two or three men or a couple of yards of pipe hanging A ON E ~ MAN WRENCH 
on the handle ... Also the Super-Wrench tightens a 
fitting without disturbing joints already tight in the line. 





FOR TIGHT PLACES Wrench, ‘with oo dort handie eal yunetel iactmge 4 
the ideal tool. 
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A statement made about lots of tools and machines-— 
but in this case it actually does it, on one good tear-down PAYS FO 7 ITS ELE ON 
job saving enough in labor and fittings to more than equal 


its cost. Every kit should contain at least one of these ONE ? EAR- DOWN JOB 


Super-Wrenches. See your jobber. 
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And These Other Four Remarkable Riki Pipe Tools 


° | eR 





ol 





RIta(> Wrenches RIFaIC Cutters ' 
RIGID Vises 
Housing guaranteed against break With quickly replaceable ‘Blue Rita(bD Die Stock 
or warp. Nut in open housing easy to Ridge’’ blade of special steel-—far Bench, post, atand vises, yoke and 
adjust. Can't lock on pipe. Powerful more cuts, clean and burrless, lower chain types-—with no-mar jaws, pipe 
- ’ ‘> * ’ 
I-Beam handle with hang-up hols coat rests and benders. 4 ao ee at ee eee Set 


able new work-holder, one screw 
centering device. 





THE RIDGE TOOL COMPANY Dept. DE Elyria, Ohio 


—lC RIED 


PItPe TOOLs 
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completion. Prices are unchanged 
and firm at the present time. 
Pottery 

Orders received by pottery sales- 
men were moderately greater during 
the past thirty days, but contractor 
demand is below that of last year for 
a similar period. Replacement work 
and renovation has brought the more 
special pieces of ware into greater de- 
mand, while the decrease in new work 
has caused a lessened demand for the 
more staple fixtures, it is reported. 
Since the last price reduction on pat- 
tern pieces, no change has been an- 
nounced. Potteries are able to fill all 
commitments in a prompt manner. 

Plumbers’ Brass Goods 

The seasonal stimulus, usual at this 
time of the year, is lacking, according 
to wholesalers and producers in this 
section. A slackening in demand was 
noticeable during the past few months, 
but the past month showed a better 
trend in volumes, as a slight improve- 
ment in contractor demand was ap- 
parent. Jobbers generally are holding 





HILE con- 
\ tractor de- 
mand has in- 
creased:-but slight- 
ly in the Central West territory during 
the past two weeks, a more optimistic 
tone is apparent so far as jobbers and 
manufacturers are concerned. Mod- 
ernization and repair work are re- 
ported as playing an important part 
in keeping volumes at fair levels, and 
it is felt that a healthier tone is slowly 
but surely developing. 

While jobbers are not keeping their 
inventories at the high levels of other 
years, they still are maintaining their 
stocks at good working quantities, and 
are able to meet the needs of the mas- 
ter plumber and heating contractor in 
most all cases. : 

Producers have adjusted their sched- 
ules to the general level of demand 
and are well able to give fairly prompt 
attention to all orders received. 

Contracts for new building and en- 
gineering work in June in the Central 
West territory aggregated $83,759,- 
600, as compared with $59,468,200 in 
the previous month and $105,312,000 
in June, 1929, according to F. W. 
Dodge Corp. June contracts were 
distributed as follows: Public works 
and utilities, $50,665,500; residential 
buildings, $9,340,900; industrial 
buildings, $6,108,100; educational, 
$6,004,700: and commercial, $5,431,- 
200. 
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their inventories to a minimum, but 
manufacturers have ample stocks and 
are able to make prompt shipments. 
Range Boilers 

Reports indicate that range boilers 
were not ordered heavily during the 
month of July, but a bright feature of 
this market is the firm price situa- 
tion. Deliveries are effected in a quick 
manner from all points. 

Boilers and Radiators 

Repair work and renovations have 
boosted the sales of boilers and radia- 
tors for the past fortnight and one 
large producer reports July as the best 
month in point of volume since the 
first of 1930. 
ing orders only as current require- 
ments of their heating contractors 
Future months with 


Wholesalers are plac- 


require them. 
the advent of cooler weather will cause 
increased volumes in heating materi- 
als, it is believed by those interviewed, 
despite the decline of building proj- 
ects. Prices have not been changed 
since the June Sth sheets were issued, 
and shipments are made promptly. 


CENTRAL WEST 


Volume Is Steady 


Soil Pipe 

While soil pipe tonnages for the 
past fortnight have shown no tendency 
to rise above the level of the previous 
two weeks, a fair seasonal volume has 
been maintained, according to. soil 
pipe manufacturers’ representatives 
interviewed. On the whole, the atti- 
tude in this market is said to be 
slightly more optimistic. No price 
changes have been reported and ship- 
ments from sources are characterized 
as prompt. 

Pipe—Steel and Wrought Iron 

Manufacturers’ representatives and 
jobbers interviewed during the past 
fortnight say that little change in 
either steel or wrought iron pipe vol- 
umes has occurred since our last pub- 
lished report appeared. The demand 
for both types of pipe remains fair 
for this time of year and is somewhat 
below the level of last year at this 
time. Makers are granting prompt 
shipment from manufacturing sources. 
The price situation is reported un- 
changed since our last review. 

Fittings 

No change for the better has been 
noted in the fittings division during 
the last two weeks, according to 
sources of information. Some orders 
are being received by manufacturers’ 
salesmen to bolster weak stocks, but 
they are ordinarily of comparatively 
small size, as jobbers are continuing 
the policy of keeping inventories pared 
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to the minimum. Producers are able 
to fill orders in good time on most 
all items. No price changes have been 
announced during the fortnightly pe- 
riod since our last review. 
Knameled Ware 

Enameled ware makers’ representa- 
tives report only moderate sized or- 
ders as being received from whole- 
salers in this territory, most jobbers 
buying for near-at-hand requirements 
only, and keeping their stocks well as- 
sorted but comparatively small. Con- 
tractor demand, created by remodeling 
and replacement work, is said to lend 
this market a certain amount of 
strength at this time. Shipments are 
prompt in most all cases on staple 
items. Price sheets are unaltered since 
our last report. 

Pottery 

No difficulty is experienced by job- 
bers in securing delivery on staple 
pottery items, according to sources of 
Contractor demand, 
however, for this commodity has been 
relatively light during the period since 


information. 


our last report, it is said, but it still 
compares favorably with the same pe- 
riod of last year. Orders are given 
prompt attention at sources, as pro- 
ducers’ schedules are pretty well ad- 
justed to the current demand. 
Plumbers’ Brass Goods 

Makers’ representatives state that 
there is little change in the character 
of this market. Contractor require- 
ments have continued at about the 
same rate for the past sixty days, and 
jobbers have kept their stocks at a 
level consistent with this demand. 
Producers’ quotations to wholesalers 
are unchanged, and deliveries from 
sources are said to be executed 
promptly. 

Range Boilers 

The range boiler market is reported 
by makers’ representatives to be en- 
joying practically the same volume of 
business experienced during the past 
two months, with very little variation 
up or down. ‘As a whole, jobbers’ 
stocks are said to be of good working 
order, and deliveries from sources are 
quickly executed in most all instances. 
No change in manufacturers’ quota- 
tions to jobbers has been announced 
during the last two weeks. 

Boilers and Radiators 

Demand is characterized as being 
seasonally light in this market, and 
it is reported that repair and remodel- 
ing work is accounting for much of 
the contractor requirement at this 
time, Wholesalers’ purchases are 
mainly for stock replacement or for 
current requirements of their custom- 
ers. No delays are experienced in 
obtaining staple items from plants, 
and no changes in price have been re- 
ported since our last review appeared. 








Se wen Powe 








_—— 





Pinsech CIE 




































































Vga ee 





OT WIT H- 
N STANDING 
the effect of a con- 
tinuance of the 
down-swing in residential construc- 
tion, the turnover of material in this 
territory remains at approximately the 
same level as has obtained during the 
past ninety days. Representative 
wholesalers interviewed ascribe this, 





in the main, to a steady demand for 
replacement work. From the point of 
view of manufacturers, conditions are 
relatively more favorable in compari- 
son with those of a year ago, owing 
to generally depleted’ inventories 
among wholesalers at this’ time, 
whereas in 1929 distributors were 
able to draw on their own stocks to 
satisfy contractor demand, without the 
immediate necessity of repurchasing 
in great quantity. 

Credit conditions are reported as be- 
ing somewhat unsatisfactory by some 
Wholesalers. Municipal contracts are 
responsible in large measure for cur- 
rent activity in the city proper. In 
the suburban areas collections are 
prompt on current accounts in most 
instances, although increasing difficul- 
ties are reported by some wholesalers 
in the liquidation of old balances. 

Export trade is not heavy at pres- 
ent, and aside trom a few sizable con- 
tracts on miscellaneous items which 
were bid during the fortnight, inter- 
est in this department has been at a 
low ebb. Although much is heard of 
retaliatory tariffs being inaugurated 
abroad with regard to American prod- 
ucts, no measures of importance to 
this industry have as yet been re- 
ported, at least in countries which 
have been important outlets for do- 
mestic manufacturers of building ma- 
terials. 

Contract awards, for new construc- 
tion in the metropolitan area of New 
York during the week ended July 25, 
totaled $10,603,000, according to F., 
W. Dodge Corp. This brought the 
July total to $48,952,500. The past 
week's contract record in this terri- 
tory was distributed as follows: resi- 
dential buildings, $4,619,000; non- 
residential buildings, $3,066,300; and 
public works and utilities, $2,917,700. 
For the year to date, contracts let in 
the metropolitan area amounted to 
$561,455,300, as compared with 
$724,656,100 for the corresponding 
period of 1929. New planned work 
in this territory, reported during the 
past week, totaled $23,461,500, dis- 
tributed as follows: non-residential 
buildings, $14,389,200; residential 
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NEW YORK 


Remodeling Sustains Volume 


buildings, $4,876,700; and 
works and utilities $4,195,600. 


public 


Soil Pipe 

With the seasonal peak for rough- 
ing-in materials passed, whatever activ- 
ity there has been in soil pipe has dis- 
appeared completely according to most 
interests interviewed. Contractor de- 
mand during the past fortnight is 
characterized as having been practi- 
cally nil. Manufacturers likewise re- 
port inquiry as being light at present. 
A fair tonnage of pipe is scheduled for 
shipment to upper New York state 
during August, although under normal 
conditions manufacturers would not 
consider the quantity worthy of com- 
ment. Inventories are low among 
manufacturers and wholesalers, al- 
though no difficulties are experienced 
in obtaining deliveries. Current price 
sheets are being rigidly maintained by 
all interests. 
Pipe—Brass, Steel and Wrought [ron 

At least one manufacturer issued 
revised quotations on brass pipe dur- 
ing the fortnight, making the current 
sheet on the basis of llc copper. Some 
extensive buying for stock is re- 
ported among wholesalers, current 
opinion being to the effect that if quo- 
tations are not now at their lowest, 
at least no radical drop is anticipated 
from these levels. Quotations on 
steel and wrought iron pipe have re- 
mained unchanged during the _ fort- 
night. Shipments are reported to be 
at a seasonally low level. With the 
exception of brass pipe, on which 
there is a tendency among wholesal- 
ers to increase inventories, stocks on 
hand remain low among ‘wholesalers. 
Utility requirements for unusual sizes 
have encountered some delays in ship- 
ments, but as a rule specifications are 
forwarded promptly. 

Fittings 

There has been slight change in 
activity in the fittings division during 
the past fortnight, according to whole- 
salers interviewed. Prices remain un- 
changed among manufacturers and 
wholesalers on all types. Contractor 
demand is characterized as being 
spotty and requirements for work un- 
der construction are promptly re- 
layed to manufacturers. Representa- 
tive interests have made no change 
from the advance in prices on steel 
pipe nipples. 

Enameled Ware 

Contractors’ requirements for enam- 
eled ware are reported to be at a low 
ebb at the present time, although 
wholesalers are buying fill-ins for 
stock somewhat more freely than was 
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the case before the reduction in price, 
announced in a previous issue. A few 
large operations are now in the esti- 
mating stage, including a development 
in New Jersey which embraces a seven 
year building program. In the sub- 
urban areas, one-family residential 
homes are being built in much reduced 
volume in comparison with that of a 
year ago. This is particularly true in 
the Westchester and Long Island 
areas, inasmuch as the suburbs of 
New Jersey are favored with a few 
large projects at the moment. Re- 
quirements for special fixtures for 
renovation and improvements have 
tapered off perceptibly with the ar- 
rival of mid-summer, although there 
is a smattering of work being done in 
the absence of home owners on vaca- 
tion. Prices are being firmly main- 
tained at all points of distribution. 
Pottery 

The revision in price of pottery, an- 
nounced last month, inspired some 
buying on the part of wholesalers, 
especially in the outlying areas, al- 
though it is freely conceded by all in- 
terests in the trade that the volume is 
not comparable with that of August 
1, 1929. Although inventories are at 
only fair working proportions, prompt 
shipments from manufacturing sources 
are the rule. 


Plumbers’ Brass Goods 
In the opinion of several wholesal- 
ers, demand for cast and tubular brass 
has fallen off perceptibly during the 
past fortnight. Such requirements as 
there were early in July were mainly 
for replacement work and the current 
depression in residential construction 
has affected the turnover in compar- 
ison with that of a year ago. There is 
some increase in the volume of ship- 
ments, as is usual about the first of 
the month, but in general it is stated 
that there is no snap to the buying. 
Inventories are at low levels according 
to most interests interviewed and 
prices are being maintained at current 
levels. 
Range Boilers 
Replacement demand continues to 
account for the bulk of requirements 
in this division, according to reports, 
and while the volume is considerably 
below that of a year ago, the sales of 
range boilers are considered satisfac- 
tory on a basis relative to that of other 
products. At least one manufacturer 
made a slight revision downward in 
the price of copper boilers during the 
past fortnight. No delays are expe- 
rienced in securing material of stock 
sizes and inventories are considered to 
be ample on the basis of current de- 
mand. 
Boilers and Radiators 
Aside from repair and renewal 
work, which is customary during mid- 
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summer, wholesalers report little 
activity in boilers and radiators. Esti- 
mates are being prepared on a few 
large operations, but on these, it is 
estimated that delivery will not be 
required until late fall. However, this 
tonnage is not of large proportions. 


LUMBING and 

heating mate- 
rials have been 
moving from 
sources and local distributing points 
in more satisfactory manner during 
the past several weeks. In fact, the 
last monthly sales of wholesalers and 
manufacturers have reflected the grad- 
ual increase in consumption require- 
ments which had been looked for dur- 
ing the earlier months of the year. 
Renovation work has claimed a good 
part of contractors’ time and residen- 
tial projects, while not broad in scope, 
are becoming more numerous and are 
engaging the interests of all factors 
in the industry. Formerly adverse 
business conditions have been some- 
what reconciled, in that actual incep- 
tions of many major operations, espe- 
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There have been no changes in prices 
since the time of our last report and 
wholesalers are said to be carrying 
inventories at levels somewhat below 
those of a year ago at this time. Ship- 
ments are in all cases promptly ef- 
fected on staple items. 


NEW ENGLAND 


Improved Demand Is Reported 


cially in the greater Boston area, ac- 
count for some acceleration in move- 
ments of materials both to and from 
jobbers’ warehouses. There is still 
apparent, however, some hesitancy on 
the part of sponsors of many devel- 
opments to award contracts. Condi- 
tions surrounding the plumbing and 
heating industry in the New England 
territory are excellent and those con- 
cerned anticipate that the remaining 
months of the year will bring about 
the realization of those projects which 
have been so long delayed. 
Manufacturers’ shipments are of 
slightly better volume than during 
preceding weeks. The step-up in con- 
tractors’ requirements, even only 
gradual, has compelled wholesalers to 
watch their stock balances and nat- 
urally there has been a fairly good 


153 


volume of replacement business reach- 
ing makers’ hands. Stocks at distrib- 
uting and manufacturing points are 
sufficiently well kept up as to insure 
quick delivery service. Producers of 
brass pipe, brass gate, globe and radia- 
tor valves effected reductions in their 
prices to jobbers within the past four- 
teen day period. 
Soil Pipe 

Wholesalers find that their dispo- 
sitions are more steady and of in- 
creased proportions. Several foundry 
representatives reported quite satis- 
factory bookings for early August de- 
livery. Roughing installations, accord- 
ing to jobbers’ daily dispositions, are 
more frequent than during earlier 
months of the year. The average dis- 
tributor is maintaining well assorted 
stocks, keeping well ahead of con- 
sumption needs, and buying only when 
inventories show deficiencies of com- 
monly used items. Foundries show 
ability to effect shipments without de- 
lay. No price changes have been an- 
nounced by makers, 
Pipe—Brass, Steel and Wrought Iron 

Jobbers’ sales of steel pipe have 
gained some momentum and their dis- 
positions of brass pipe have also to- 
taled higher during the past several 
weeks than heretofore. Mill sales- 
men state that their receipts are not 
of large nature, but that there are 


The Stock Market 





Par 1930 





Range for Week Ending August 2, 1930+ 


Weekly 








} Par 1930 Weekls 
Value High Low * High Low Close || Value High Low * Higl Low Close 
NP 156% 103% Air Reduction Sales Co...............6.44 A 121% 112% 116 } 100 11944 116 National Lead Co., pid.“ B" A 119 m9 119 
NP 3934 23% American Rad. & Stand. San. Corp A 27% 26 26% | NP 414 134 National Radiator Corp., com a ie 9 9 9 
25 100% 48 American Rolling Mills Co.... A 581% 52% 455 | NP 14 3{ National Radiator Corp., pfd ae ' ' 
KO 81144 44% Anaconda Copper Mining Co A 52% 49% 5! | 5 31% 2114 Herman Nelson Corp.... RB 2 99 29 
NP 4614 30  Bastian-Blessing Co C 43% 40 43% || NP 76 6514 Ohio Brass Co.,4°B".. ) B&G 68 66 an 
NP 110% 7534 Bethlehem Steel Co., Com 1 84% 80% 81% NP 30 16 Revere Copper & Brass, Inc., com A 18 16 16 
100 134 12214 Bethlehem Steel Co., pfd. . A 127% 126% 127 | NP 72 58144 Revere Copper & Brass, Inc., pfd. “A A 58144 58% 58% 
NP 3056 13% Brunswick-Balke-Collender Co A 16% 15% 16% NP . 3 1% Richmond Radiator Co., com. . B 1h4 1\4 1% 
NP 112% 66% A.M. Byers Co.,com....... A&E 77 67% 69% NP 12 5 tichmond Radiator Co., pfd.. .. B 5% 5% 5% 
100 (114 109 A. M. Byers Co., pfd....... A&E 109 109 109 NP 44 97 Ruud Mfg. Co......... C 97 7 
100 127% «118 Century Electric Co., com. . . F 118 118 118 NP 373% 197% Spang, Chalfant & Co., com p i 2 31% : 
50 434 1 Chicago Nipple Mfg. Co.,“*A’’.. .B 2% I l 100 06 92 Spang, Chalfant & Co., pfd A 94 94 04 
50 14 1 Chicago Nipple Mfg. Co., “B" .B l I l NP 32% 22% Time-O-Stat Controls Co.,“ A” “ @ 2314 25 
25 4 2 Crane Co., com oS Boe NP 106% 60% Union Carbide & Carbon Corp A 76% 71 731 
100 119146 113 Crane Co., pfd.............. C 114 114 114 | 20 38% 18% U.S. Cast Iron P. & F. Co, com A 34% 31% 33 
200 at 9% Eagle-Picher Lead Co....... H 10 914 9% NP 21 15% U.S. Cast Iron P. & F. Co., let pid 4 19 1874 18% 
NP 39 7 ‘Fairbanks Co., pfd.......... A 1% 12% 18 NP 21% 18% U.S. Cast Iron P. & F. Co., 2nd pfd A 2% 21% 22% 
NP 5644 34% Fairbanks, Morse & Co., com A 40% 38 3834 NP 55 41 U. S. Radiator Corp., com BaD 41 4] 41 
100 111 102 Fairbanks, Morse & Co., pfd A 109 109 109 100 100 100 U.S. Radiator Corp., pfd D 100 100 100 
NP 2 1044 Greenfield Tap & Die Corp... B 13 10% «12 NP 365 20 U. 5. Rubber Co., com A 244% 20% 21 
NP 79 21% Iron Fireman Mfg. Co....... C 2% % 25% 100 63% 40% U.S. Rubber Co., pfd. A 4% uy 41% 
NP 148%, 70 Johns-Mansville Corp.,com.... 8876 814 85 100 198%{ 15154 U.S. Steel Corp., com... ...A 170 163 166% 
100 123 1184 Johns-Mansville Corp., pfd....... A 122 121% 122 100 146% 141 U. S. Steel Corp., pfd A 14634 146 146% 
100 123% 118% Jones & Laughilio, pfd......... ...A&E 122 121 122 NP 9 234 Universal Pipe & Radiator Co 4 ‘mM 4 { 
NP 763% 58 Minneapolis-Honeywell Reg. Co.,com.....A 58 58 58 NP 43% 2114 Walworth Co <eS), A 25% 2314 23% 
NP 7% ae B&C 58 47 48 NP 14 9 Wayne Co., com 5&0 14 14 14 
NP 34 21 Motor Wheel Corp.............. A My 64% ws NP 38 os Wayne Co., pfd.. : BAC 32 39 39 
NP 4944 35% F. E. Myers & Bro. Co., com.... ive @ 374% 40 100 110 93 Wheeling Steel Corp., com B 110 108 8 110 
100 105 =610144:~F. E. Myers & Bro. Co., pfd..... ..-G 104% 104% 104% 100 13544 131144 Wheeling Steel Corp., pfd. “A” B 133 133 133 
100 18934 125 National Lead Co., com................ A 131 130 130 NP 20% 16 Williams Ojl-O-Matie Htg. Corp C 16 16 16 
100 143 13814 National Lead Co., pfd.“A”............. A i4l 140'4 141 NP 15014 108 Youngstown Sheet & Tube Co A 112 112 112 
*Where listed— 
A—New York Stock Exchange C—Chicago Stock Exchange E—Pittaburgh Stock Exchange (;~—-Cleveland Stock Exchange 
B—New York Curb Exchange D-—Detroit Stock Exchange F—St. Louis Stock Exchange H--Cineinnati Stock Exchange 


tif there is no trading during the current week 


, range represents last week recorded. 
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more frequent fill-in orders to be had. 
The first of the month delivery sched- 
ule of mills also contained an increase 
in the number of carload consignments 
to distributors’ warehouses. The ma- 
jority of brass pipe manufacturers an- 
nounced a decline in their prices dur- 
ing the past fortnight. Makers report 
a fairly active demand for this latter 
commodity. No delay in shipments 
from sources is noted. 
Fittings 

Plumbing and heating contractors’ 
calls for cast iron, malleable and brass 
fittings have become more frequent 
and jobbers are consequently obliged 
to watch their inventories more 
closely. No really heavy buying is be- 
ing done by wholesalers, but manufac- 


turers’ representatives are being fa- 
vored with numerous small-lot com- 
mitments of jobbers, which, over 


weekly periods, aggregate fairly well 
for this season. Sources are amply 
equipped and are maintaining suffi- 
ciently well regulated production 
schedules as to forward materials on 
price changes 


dates requested. No 


have been reported by producers. 


Enameled Ware 

There still continues considerable 
activity in estimating departments of 
wholesalers and manufacturers, and it 
is expected that a good portion of the 
projects in view will become actuali- 
ties before the end of the year The 
past several have contained 
fairly sizeable awards of operations 
wherein enameled ware is a prominent 
factor and wholesalers have shown 
more inclination to augment their 
stocks in anticipation of early releases 
Contractor demand for 


weeks 


to these jobs. 
special ware and for renovation work 
lends this market a somewhat revivi- 
fied aspect. Producers that 
there obtained some step-ups in their 
July sales. Deliveries from factories 
are usually prompt. Makers’ 
are unchanged. 


report 


prices 


Pottery 

Reductions in potters’ prices of sta- 
ple earthenware vitreous china lava- 
tories and some of the higher grades 
of closets accounted for the improve- 
ment noted during the past week or 
more in receipts from wholesalers. 
Consumption requirements are still 
rather spotty, but there is apparent a 
potential demand which is assured of 
realization within the next several 
months. Jobbers’ sales have shown 
some betterment, due mainly to con- 
tractors’ activities in installations of 


special pieces and in replacement 
work. The majority of potters have 
at this writing revised their price 


sheets to equal the recently effected 
lower price level. Shipments from 


potteries are promptly executed. 


DOMESTIC ENGINEERING 
Plumbers’ Brass Goods 
Manufacturers’ representatives state 
that there is but little change in the 
nature of jobbers’ demands. Orders 
are only for replacement of depleted 
items on jobbers’ shelves, there be- 
ing but little bolstering beyond im- 
mediate needs which contractors ex- 
emplify. As in the case of several 
other commodities, activities in this 
field can be traced to renovation work 


and to absorptions by some of the 
major operations now in progress. 
The consensus of makers’ opinions, 


from their gradually increasing July 
sales and their future prospects, indi- 
cates considerably enlivened disposi- 
tions for the latter half of the year. 
Producers’ quotations to wholesalers 
are unchanged. Deliveries from sources 
are being promptly executed. 
Range Boilers 

Contractors’ requirements of range 

boilers have not increased in any large 








HILE con- 
SS psiiode d e- 
mand for the pres- 
ent is moderate, 
many wholesalers are of the opinion 
that increased activity is scheduled 
for the near future, owing to a con- 








siderable number of inquiries received 
regarding contemplated and late-sum- 
mer construction work. This is borne 
out by the fact that local architects 
and engineers are more actively en- 
gaged with real and contemplated 
projects. Government construction 
projects are increasing in this terri- 
tory and this activity has had a far- 
reaching effect in stimulating plumb- 
ing and heating lines. 

Residential construction 
to lag along with industrial projects. 
But repair and replacement work has 
shown a slight increase. 

Wholesalers are maintaining good 
working stocks, insuring prompt dis- 
tribution over the territory. Makers 
are granting prompt shipments and no 
delays have been reported in either 
staple or special material. Prices re- 
mained unchanged since our previous 
report. 


continues 


Soil Pipe 

Soil pipe movement for the past two 
weeks was reported as moderately 
good. Wholesalers have anticipated 
their requirements and hence factory- 
placed orders were light for the period. 
Pipe contractors were only fairly well 
engaged, and the greater portion of 
their work was in repair and replace- 


ment projects. The price situation re- 
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way and wholesalers are consequently, 
satisfied to keep low but safe working 
stocks. Makers report fairly good vol- 
umes in their shipments for rehabili- 
tation of wholesalers’ depleted items. 
Factories are operating at sufficient 
pace as to keep on hand at all times 
satisfactory reserve stocks. No price 
changes have been issued by makers 
during the fortnight just passed. 
Boilers and Radiators 
Distributors and manufacturers have 
been accorded some betterment in 
their sales of heating equipment dur- 
ing the past month. Remodeling and 
an increased volume of new work has 
helped to put this market on a more 
steady basis. Supplies at local ware- 
houses of manufacturers and whole- 
salers are well equipped to care for 
existing contractor demand. Existing 
price sheets of producers are being 
well adhered to, no revisions having 
taken place since the last report. 


SOUTHEAST 


Demand Is Moderate 


mained unchanged and deliveries were 
prompt. 
Pipe—Brass, Steel and Wrought Iron 

Inquiry among leading jobbers and 
manufacturers’ representatives _ re- 
vealed that demand for pipe was only 
fair during the past fortnight. Move- 
ment of wrought iron pipe was re- 
ported to be slightly increased, while 
brass pipe sales failed to show any 
gain, which was due to the lull in 
residential construction, it was stated. 
Jobbers have ample stocks on hand to 
care for the near future needs of the 
trade. Prices are unchanged and ship- 
ments are made on schedule. 

Fittings 

No developments of any particular 
nature were reported in the fittings 
market since our last report. Sales 
are holding at a fair rate and jobbers 
have a good assortment of cast iron 
and malleable fittings, insuring 
prompt distribution. No price change 
has been reported since our previous 
review. Factories are granting quick 
deliveries. 

Enameled Ware 

“Cnameled ware contractor demand 
is reported to be at about the same 
level as in the first part of July, which 
was moderately good. Jobbers report 
that the closing days of July brought 
a slight spurt in sales, but this rally 
shortly subsided. A considerable num- 
ber of inquiries regarding near-future 
deliveries was reported, due to the 
fact that several large construction 
projects are rapidly nearing the finish- 
ing stage, it was said. No price revi 
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The Metal Market 


Average Average Average 
PIG IRON— Aug. 4 June, 1930 April, 1930 1929 
a. Seer. Ce kee eee. $17.50 $18.40 $19.40 $20.00 
PLATES AND SHEETS— 
Steel boiler plates, Pittsburgh, per lb 1.65e 1.70¢ 1.80¢ 1.93c 
Blue annealed sheets, No. 13, Pitts- 

I ie 2.15¢ 2.15¢ 2.25¢€ 2.17¢ 
Black sheets, No. 24, Pittsburgh, per lb. 2.45¢e 2.55¢e 2.65¢ 2.85c 
Galvanized sheets, No. 24, Pittsburgh, 

i: ya Ries 6 ek eG Ades ee ores oak 0's O08 3.10¢ 3.20¢ 3.30¢ 3.57¢ 

TIN— 
Se eee ie ee eee 30%e 
LEAD— 
Chicago 5.75¢ 
The Old Metal Market 
Dealers’ Buying Prices 
Per lb. Per lb. 
Aluminum clippings ............. 13%4e Se SE. noe ng e 60608444 oO oR 8 toc 
I RS a le as sila a aig 26%e Copper, uncrucibled wire......... 1lOw%we 
eG I oa diag whoa 6 on ene ecu. ee PUUCOCE SNE VRIVER. ccccccccceves 814C 
Brass, heavy mixed.............. 6%ec I oe a oe eo hace olan ee — wat 
OE a ne ES a cb a o's 06 Os 0 60% ; .. t%C 
Copper, crucible ......... rer li c 


NOTE: Prices are those quoted on Tuesday of this week. 





sion was announced and deliveries are 
promptly made. 
Pottery 

Contractor demand for pottery dur- 
ing the past two weeks showed no 
change over the previous period, and 
jobbers report that business is hold- 
ing its own. As in the case of enam- 
eled ware, jobbers expect increased 
activity when several construction 
projects in this territory reach the 
finishing stage. Wholesalers have 
ample stocks on hand to care for the 
trade’s needs. No price change was 
announced and shipments are prompt. 

Plumbers’ Brass Goods 

Sales in both tubular and cast brass 
goods were reported to be moderately 
good and some sources state that there 
has been a slight increase in demand. 
Jobbers are ordering from factories as 
the need arises, but are maintaining a 





ODERATE 
M business 
continues in most 
Coast jobbing cen- 
ters, but with demand for materials 
better in some sections than in others. 
The general outlook appears to be a 
little more favorable, and, in the opin- 
ion of some sellers, the outlook for 
the near future is fairly promising. 
Distributors generally are carrying 
stocks in quantities sufficient to in- 
Sure prompt deliveries, and are re- 
placing merchendise only as sales war- 
rant. Distributors’ prices to the trade 
are closely following replacement costs 
in most cases. 





good assortment of material to grant 
prompt deliveries. 
Range Boilers 

Jobbers are still reluctant to place 
large orders for range boilers and are 
depending upon the quick shipping 
facilities of makers for stock renew- 
als. Contractor demand was reported 
to be unchanged over the preceding 
period, and sales continued light. 
Prices remain unchanged and deliv- 
eries are made promptly. 

Boilers and Radiators 

Heating materials are moving at a 
moderate rate, and business in this 
line remained seasonal. Jobbers are 
ordering from the factories in small 
quantities, just as the occasion arises 
for stock replacements. Heating con- 
tractors are only fairly well engaged. 
Makers are shipping with promptness 
and prices are reported unchanged. 


PACIFIC COAST 


Business Shows Better Signs 


Soil Pipe 

Demand is holding at seasonal lev- 
els and, consequently, only a moder- 
ate tonnage of soil pipe is moving in 
this territory. While distributors’ 
stocks are light, contractors experience 
no difficulty consistent with present 
demand, although of sufficient volume 
to insure prompt deliveries of the 
trade’s needs. 

Pipe—Steel and Wrought Iron 

Little change was noticeable in the 
demand for steel and wrought iron 
pipe, both commodities moving mostly 
in small iots for immediate require- 
ments and few, if any, inquiries out 
for future needs. Stocks of both com- 
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modities in distributors’ hands insure 
prompt shipments on the part of job- 


bers. Prices are being well main- 
tained in the different centers. 
Fittings 


The demand for fittings, both cast 
and malleable, showed little, if any, 
improvement during the past two 
weeks and they continue to move 
mostly in small lots for current needs 
only. Distributors are carrying suffi- 
cient stocks to assure the trade of 
prompt shipment of orders as _ re- 
ceived. Prices remain unchanged. 

Enameled Ware 

Enameled ware continues to move 
slowly, the trade only purchasing such 
material as is required to complete 
contracts on hand. Recent price 
changes have not influenced sales to 
any extent, it is reported. Coast job- 
bers are carrying only minimum work- 
ing stocks, and replacing merchandise 
in about the same volume as sales. 

Pottery 

Recent price reductions have not 
Stimulated the demand for pottery, 
which continues to move in moderate 
volume, with the trade purchasing 
only for actual needs. Distributors’ 
stocks are of sufficient volume to ship 
promptly and, too, Coast potteries can 
ship all classes of ware on short no- 
tice. 

Plumbers’ Brass Goods 

A well sustained demand for brass 
goods continues and jobbers are keep- 
ing their stocks at good working lev- 
els. Distributors’ prices are generally 
reflecting replacement costs and, while 
varying in the different jobbing cen- 
ters, appear on the whole to be firm. 

Range Boilers 

A light demand for range boilers ex- 
ists at present which jobbers have no 
difficulty in taking care of from stocks 
on rand. Jobbers’ prices remain un- 
changed and are more firm in some 
centers than in others. 


o 
The Wholesalers’ Future* 


When a wholesaler fails to perform 
the services of warehousing and sell- 
ing for any commodity he becomes a 
mere financial agency and, as such, is 
entitled only to a differential equal to 
the cost of that function were it per- 
formed by the manufacturer. 

Net profit is the reward a man re- 
ceives for engaging in business at his 
own risk and is the premium he earns 
for good management. Net profit has 
no direct relation to invested capital. 
In addition to a fair rate of interest 
on invested capital, a wholesaler is en- 
titled to a reasonable net profit com- 
mensurate with the services he ren 
ders. 

*From Bulletin of Central Supply As- 


sociation. 
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Builders Form 


FFORTS to deal with conditions 
kK of business recession through the 
revival of public and private construc- 
tion, as proposed by President Hoover 
last winter, were renewed in Chicago 
on July 30 by twenty leaders in the 
construction industry and the field of 
finance, meeting at the Chicago Ath- 
letic Association at the call of Julius 
H. Barnes, chairman of the board of 
directors of the Chamber of Commerce 
of the United States and members .of 
the National Building Survey Confer- 
ence. Mr. Barnes presided at the 
meeting. 

Numerous aspects of realty finance, 
including problems of legislation, ap- 
praisals of property, methods of home 
financing and credit practices, and 
possible means of stabilizing the con- 
struction industry were discussed. 
Under the latter heading, problems of 
taxation and suggested methods of 
introducing economies into the financ- 
ing and building of residences and in- 
come property were considered at 
length, it was said. 

Permanent Body Formed 

Out of the conference came a unan- 
imous decision to create a permanent 
body to be known as the National 
Conference on Construction. The 
permanent organization will be com- 
prised of representatives of the vari- 
ous branches of the construction in- 
dustry and allied agencies of finance. 

Mr. Barnes was named chairman of 
a committee to complete plans for 
organization of the permanent body. 
He left for the East immediately and 
will confer with officials of the federal 
government in the next few days with 
respect to their co-operation. The 
names of the other members of the 
committee were not made public. 

The permanent organization, it was 
explained, will review the outstanding 





National Body to Spur Work 


of the civic development department 


commcn problems of the construction 
industry and allied industries in an 
effort to launch a definite program of 
activity. Factual studies will be made, 
and recommendation submitted to co- 
operating agencies, both public and 
private. 

Work Begun by President Hoover 

The meeting grew out of the efforts 
begun by President Hoover last winter 
to stimulate business activity by pub- 
lic and private construction. The or- 
ganization of the National Business 
Survey Conference, which met at the 
President’s request, was followed 
shortly afterwards by the organiza- 
tion of the National Building Con- 
ference. 

The latter organization is still in 
existence, but it was conceded by 
those attending this meeting that its 
efforts have not been especially suc- 
cessful. 

Secretary of Commerce Lamont, 
who was expected to attend the meet- 
ing, was detained in Washington. 

Those in Attendance 

Those in attendance, besides Mr. 
Barnes, were: 

Benjamin Affleck of Chicago, presi- 
dent of the Portland Cement Associ- 
ation; John Blodgett of Grand Rapids, 
Mich., former president of the Na- 
tional Lumber Manufacturers Associ- 
ation and chairman of the board of 
the Blodgett Company, Ltd.; William 
F. Chew of Baltimore, former presi- 
dent of the National Association of 
Builders’ Exchanges; Louis K. Com- 
stock of New York City, chairman of 
the Electrical Board of Trade of New 
York; George W. Dulaney, Jr., of Chi- 
cago, representing the héme finance 
committee of the National Lumber 
Manufacturers Association; F. Stuart 
Fitzpatrick of Washington, manager 


of the United States Chamber of 
Commerce; John M. Gries of Wash- 
ington, chief of the division of public 
construction of the United States de- 
partment of commerce; A. E. Horst 
of Philadelphia, president of the As- 
sociated General Contractors of Amer- 
ica; James L. Madden of New York 


City, third vice-president of the 
Metropolitan Life Insurance Com- 
pany, representing Frederick UH. 


Ecker, president of the company; R. 
Holtby Myers of Los Angeles, first 
vice-president of the United States 
Building and Loan League; John J. 
O’Connor of Washington, manager of 
the finance department of the United 
States Chamber of Commerce; Leon- 
ard P. Reaume of Detroit, president of 
the National Association of Real 
{state Boards. 


E. J. Russell of St. Louis, vice-pres- 
ident of the American Institute of 
Architects; Sidney R. Small of Detroit, 
chairman of the real estate securities 
committee and member of the board 
of governors of the Investment Bank- 
ers’ Association; James S. Taylor of 
Washington, chief of the division of 
building and housing of the United 
States department of commerce; 
Adam Trieschmann of Chicago, presi- 
dent of the National Building Survey 
Council; Fenton B. Turck, Jr., of New 
York, chairman of the National Build- 
ing Survey Council; W. M. Wood of 
Decatur, Ill., president of the Missis- 
sippi Valley Structural Steel Com- 
pany and former president of the 
American Institute of Steel Construc- 
tion. 

A. A. Zinn of Kansas City, Mo., 
president of the Mortgage Bankers’ 
Association and vice-president of the 
Commerce Trust Company. 





Summer Heating Plant Business 


(Continued from Page 64) 


found their heating systems defec- 
tive last winter and spring. 


“Servicing” the Coupon 


Just as soon as they receive one 
of the filled-in coupons, the Babbs 
despatched a member of their staff 
to inspect the individual heating 
system. After the inspection, the 
person who sent in the coupon was 
given the analysis of the heating 
plant, coupled with the recommen- 


dations by the heating firm, and 
estimates of the cost of installing 
the new system and overhauling 
the old system. 

It was found that, in addition to 
those who cut out the coupons, 
filled and sent them to the Babb 
store, there were others keenly in- 
terested in the movement launched 
by the company, who used the tele- 
phone to invite the firm to inspect 
their heating plants, instead of the 
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coupon. The Babb telephone is a 
good one—consisting of four ones. 

In conjunction with the adver- 
tising drive, there has been a dis- 
play of heating systems in the Babb 
store. Invitations have been ex- 
tended to all those who send in the 
coupons to visit the store and look 
over the new plants, and have these 
thoroughly explained, by members 
of the Babb staff. The store has 
been busier than ever before, and 
sales of the heating plants are 
higher than ever before at this 
time of year. 
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Illinois Executive Secretaries Meet at 
Chicago Heights 

The mid-year meeting of the executive secretaries 
of the Illinois Master Plumbers Association was 
held at Chicago Heights, IIl., July 25 and 26. The 
first day’s conference was held at the Chicago Heights 
Country club, the meeting adjourning late in the 
afternoon to give the secretaries time for a game of 
golf. 

The second day’s conference convened at the offices 
of the Illinois Master Plumbers Association. Many 
matters were discussed pertaining to association 
work, among which was a discussion of the trade 
practice rules recommended by the National Associ- 
ation of Master Plumbers gi the Heating and Pip- 
ing Contractors National Ass@@jation, to be presented 
to the Federal Trade Commf#§sion. Another impor- 
tant subject discussed dealt with the advisability of 
the Illinois association sponsoring a revision of the 
Illinois Lien Law, similar to that adopted by the 
state of New York. 

The meeting was in charge of L. V. Anderson, 
president of the organization, and Kirk A. Journy, 
secretary-treasurer. The next meeting will be held 
in January 1931, in conjunction with the annual con- 
vention of the Illinois Master Plumbers Association. 






The following executive secretaries attended the 
gathering: R. D. Ticknor, Peoria Master Plumbers 
Association, Peoria; C. E. Thorkelson, Decatur Mas- 
ter Plumbers Bureau, Decatur; Peter Munn, Plumb- 
ing Contractors Association of Chicago, Chicago; 
L. V. Anderson, Lake County Sanitary and Heating 
Engineers Association, Lake Forest; Kirk A. Journy, 
Rock Island Master Plumbers Association, Rock 
Island. 

C. A. Bolton, general secretary, and M. L. McKay, 
president, [Illinois Master Plumbers Association, were 
also present. 

© 
Bathroom Fixtures Exhibited by Fall River 
Association 

In connection with the National Association of 
Master Plumbers’ convention and exposition at Bos- 
ton, in June, the Fall River, Mass., Master Plumbers’ 
Association arranged an exhibit of bathroom fixtures 
in the windows of the R. A. McWhirr Co. depart- 
ment store and of the Fall River Gas Works Co. At 
the same time, advertisements were run in the local 
newspapers inviting the public to attend the million 
dollar exposition of plumbing fixtures and supplies 
at the convention building in Boston. 

The accompanying photograph shows the display 








Display in the window of the R. A. McWhirr Co., Fall River, Maas., during the week of the 
national convention in Boston, June 23-26 
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of bathroom fixtures at the McWhirr department 
store. These bathroom fixtures were loaned to the 
Fall River association by the Standard Sanitary Mfg. 
Co. of Pittsburgh, Pa., for the occasion through the 
courtesy of the Corcoran Supply Co., its Fall River 
distributor. The fixtures were finished in green. 

® 


Wells-Newton National Corp. Elects Officers 

At a recent meeting of the Wells-Newton National 
Corp., New York City, the following officers were 
elected: President, Henry J. Martin of Dallas, Texas; 
vice president and treasurer, William P. Kirk of 
Bridgeport, Conn.; secretary, William Haas of Day- 
ton, Ohio; vice presidents: R. Carter Beverley of 
Richmond, Va., Dick Johnson of Champaign, IIl., and 
George Mitchell of Baltimore, Md. 


* 


Plans Are Started for Next Year’s National 
Convention 

Preparations for the forty-ninth annual convention ot 
the National Association of Master Plumbers, to be 
held in 1931, are already under way. The location of 
the gathering next year was determined by the vote of 
the master plumbers in attendance at the Boston con- 
vention last June, when, after a spirited contest between 
Milwaukee, Detroit and Atlantic City, the convention 
delegates voted overwhelmingly in favor of Milwaukee, 
Wis. 

It is probable that the convention will be held during 
the week of June 22, 1931, although the final dates 
will not be determined until after there has been a 
meeting of the National Convention and Exposition 
Committee in charge of the Milwaukee gathering. 

For the purpose of giving the fullest possible service 
to the national manufacturing concerns who contribute 
so greatly to the attractiveness and success of these 
convention gatherings through their exhibit of plumbing, 
heating and allied products, George H. Drake of Buf- 
falo, N. Y., president of the National association, has 
already communicated with the Boston exhibitors ask- 
ing their ideas for improving future expositions. Presi- 
dent Drake will follow the established custom of his 
predecessors by heading the convention and exposition 
bureau, being aided in the preparations by a National 
committee of master plumbers and manufacturers in 
charge of a Milwaukee master plumber as chairman. 
The selection of this committee is now under considera- 
tion, and the personnel will be announced in the near 
future. 

Meanwhile, in order to get an early start in the 
elaborate arrangements for the Milwaukee gathering, 
President Drake has appointed as assistant to the presi- 
dent, R. H. Mattison, who has been executive secretary 
of the last two Convention and Exposition Committees 
and has handled the detail work in Buffalo and Boston. 
It is expected that an office will be opened in Milwaukee 
the first of September, and shortly thereafter steps will 
be taken by the National committee to select the meet- 
ing place, lay out the exposition space, arrange for 
suitable hotel accommodations for the convention and 
inaugurate the other preparations for taking care of the 
Milwaukee gathering in 1931. It is planned to have 
the convention and exposition under one roof, with every 
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possible facility for the exhibitors to meet the master 
plumbers as well as the public, and to demonstrate their 
products to those who are especially interested both as 
potential sales outlets or as potential customers. 


& 
Death of Leon H. Prentice 


Leon H. Prentice, one of the founders of the L. H. 
Prentice Co., heating and piping contractors of Chicago, 
died Thursday, July 24, at his home, a historic mansion 
he had occupied for 46 years at 308 Julian street, Wau- 





Leon H. Prentice 


kegan, Ill. Mr. Prentice was in his eighty-third year. 
He died in a room in which Abraham Lincoln is said to 
have slept as a guest during the presidential campaign 
of 1860. 

In 1877, Mr. Prentice with Alexander Hay established 
the L. H. Prentice Co. (first known as Hay & Prentice). 
Mr. Prentice’s high standing in the heating and piping 
profession was attested by his election to the presidency 
of the Chicago Master Steam Fitters’ Association and 
also that of the Heating and Piping Contractors National 
Association. In 1885 he invented and patented a cast 
iron, nipple type radiator. Mr. Prentice is survived 
by a daughter. He was a member of the Union League 
club, Chicago. 

€ 


Plumbing and Heating Industry in Milwaukee 
Plans Joint Picnic 

The first joint picnic of the various branches of the 
plumbing and heating industry in Milwaukee, Wis., wil! 
be held at Hasslinger’s resort on Moose lake, two miles 
north of Nashotah station, on Thursday, Aug. 14. Here- 
tofore the various branches of the industry in the cit) 
have always held separate outings each summer. It was 
felt that by combining the several picnic activities under 
one general festivity that more friendly relations would 
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be promoted. An attendance of 1,500 persons is 
expected. 

The following organization in Milwaukee will be rep- 
resented at the affair: Milwaukee Master Plumbers’ 
Association, Heating and Piping Contractors’ Milwaukee 
Association, Milwaukee Plumbing and Heating Club. 
Others who are participating are plumbing and heating 
specialty men, manufacturers and wholesalers. 

Elaborate plans have been made for the entertainment 
of the picnickers, including swimming, boating, baseball, 
music, dancing and various games and contests. The 
picnic will be held rain or shine. 

The picnic committee is composed of the following: 
Walter Tesch, chairman; George Bronenkant, F. R. 
Cordes, Fred Dannies, Stanley Dereszynski, Norman 
Dengel, William H. Emory, Frank O. Glas, John S. 
Jung, Peter King, Ed. A. Knab, A. F. Leitgabel, Henry 
McNulty, William F. Mieritz, Frank A. Mueller, M. V. 
Osterhout, L. R. Schmaus, George Stoehr, Ed. L. 
Thoms, G. Vogel, H. A. Weber and H. A. Wegner. 


* 
Orange, N. J., Association Plans Outing 
The Master Plumbers Association of Orange, N. J., 
will hold its annual outing at Seidler’s Beach, August 
21. In charge of the arrangements for the affair are 
Adolph Trapper, chairman, Thomas Chalmers and 
Alfred T. Brady. 
© 
Milwaukee Contracting Firm Elects Officers 
The board of directors of the H. J. Bauer Plumbing & 
Heating Co., plumbing and heating contracting firm of 
Milwaukee, Wis., has announced the election of Fred 
B. Sametz as president and director of the firm. Walter 


DOMESTIC ENGINEERING 159 


G. Dangelat has been elected vice president and director. 
Mr. Sametz and Mr. Dangelat have been associated with 
the company for more than ten years. Fred J. Addison 
will continue as general manager and secretary and treas- 
urer of the company. H. J. Bauer has ceased to be a 
stockholder, director or officer. 


* 
Passaic, N. J., Outing Set for August 20 


The Passaic Master Plumbers’ Association, Passajc, 
N. J., has arranged to hold its annual outing: at Blas- 
berg’s farm, Hawthorne, N. J., on Wednesday, August 
20. The entertainment committee is composed of Messrs. 
Schleich, chairman, Blair, Vogel, Levenson, Pruzansky, 
Dinnino and Scangerello. 

* 


Los Angeles Masters to Hold Outing 
August 23 


The Merchant Plumbers’ Association of Los Angeles, 
Calif., is planning to hold its annual outing at Recrea- 
tion Lodge, Elysian Park, on August 23. The affair 
will commence at noon and will continue until midnight, 
according to R. Russell Worth, assistant secretary of 
the association. George Furtsch is in charge of the 
committee arranging the outing. 


* 
St. Louis, Mo., Association Will Hold Picnic 


The Contracting Plumbers’ Association of St. Louis, 
Mo., plans to hold its annual outing August 16, at the 
Ferguson Country club. Those in charge of the enter- 
tainment are John H. Weiler, chairman, H. H. Schlap- 
prizzi, Joseph T. Sheehan, James J. Noble and FE. J. 
Gartland. 


Bureau Expands Sales and Management Activities 


At ITS annual meeting in Boston, Mass., on June 22, 
the board of directors of the Plumbing and Heating 
Industries Bureau authorized an expansion of the activi- 
ties of the bureau in the direction of sales and business 
management demonstrations 
and conferences to be con- 
ducted in co-operation with 
various state and local asso- 
ciations throughout the 
United States. 

To direct these demonstra- 
tions, the bureau has engaged 
Joseph G. Hildebrand, who, 
as field man for the Pennsyl- 
vania State Association of 
Master Plumbers, staged 
eight sales demonstrations in 
Johnstown, Wilkes - Barre, 
Harrisburg, Pittsburgh, Del- 
aware County, Uniontown, 
Reading and Allentown. 

It is with the intention of 
bringing the Pennsylvania sales demonstration idea to 
all local and state associations who wish to see it, that 
the board of directors of the bureau authorized this 
expansion in the bureau’s activities. It is expected that 
Mr. Hildebrand will be able to put on a “how to sell 


Joseph G. Hildebrand 





show” in a different city every two weeks, or two and 
one-half weeks. 

Mr. Hildebrand’s success with practical sales demon- 
strations follows logically as the result of his more than 
18 years of experience in every branch of the plumbing 
industry. He has successively worked with the tools, 
managed a retail plumbing store, sold fixtures for a 
wholesaler, managed a wholesale branch, and had a re- 
sponsible position with a large manufacturer. 

All members of the board who attended the meeting 
in Boston expressed their approval of the present oper- 
ating basis of the bureau. The secretary’s report showed 
a sound cash position and also indicated that the bureau 
has a surplus in the bank which will be carried into 1931. 

The following nine associations now have representa- 
tives on the bureau’s board of directors: National Asso- 
ciation of Master Plumbers, Heating and Piping Contrac- 
tors National Association, Institute of Boiler and 
Radiator Manufacturers, Institute of Manufacturers of 
Vitreous China, Plumbers Woodwork Institute, Sanitary 
Enamelware Manufacturers Association, Sanitary Brass 
Manufacturers Association, National Pipe and Supplies 
Association and Central Supply Association. In addition, 
the board is composed of 13 members at large. 

In his report to the board, E. L. Flentje, secretary- 
manager of the bureau, said: 

“The first issue of the Plumbing and Heating Indus- 
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PENNSYLVANIA 


| RANGE BOILERS 


Lead the Way 
to Additional 
Profits 


When you install a 
Pennsylvania Range 
Boiler on a job, the 
extra, trouble-free 
service it gives builds 
up your reputation 
and your customers’ 


good will. 


Standardize on Penn- 
sylvania Range Boil- 
ers and watch your 
sales increase. 


In Philadelphia for 


Manufacturers over 35 Jems. 
of lanks of most 
every description 
on specificalion 





Ask “your jobber 
to supply you. 








PENNSYLVANIA RANGE BOILER CO. 


Main Office and Plant: 


S. W. Cor. 24th and Washington Ave., Philadelphia 

















Here is why progressive firms are stand- 
ardizing on Jarecki Valves: 


1. The line is complete. There is « style and 
size for all needs. 


2. The design is based on 78 years of success- 
ful experience. 


3. Each valve is tested under actual pressure 
and inspected to insure uniform dependability. 


4. age enalysis-proved metals, with e large 
oo 3 safety over working pressure ratings, 
are ; 


Why not profit from experience and 
standardize on Jarecki Valves? 
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tries Bulletin in its new ‘sales manual’ form appeared in 
March. The appreciative response from all branches 
of the industries has been gratifying indeed. The editor 
has been successful in getting co-operation in assembling 
facts and procedures for use in the Bulletin, and we 
look forward confidently to an increase in its influence. 

“Board members will recall we started our publicity 
service to newspapers on January 1 of this year. -At the 
November 14, 1929, meeting, the board was promised 
that, if the publicity budget were approved, we would 
place articles bi-weekly in about 100 newspapers with an 
aggregate circulation of seven million copies. It gives 
me pleasure to report that we are now serving 196 papers 
with an aggregate circulation of over thirteen million. 
In other words, we have done almost twice as much as 
was promised, and we are expanding this service con- 
stantly.” 

The report released by the buraeu on the board meet- 
ing goes on to say in part: 

“Board members also authorized certain revisions and 
improvements in the mailing list service which the bu- 
reau will supply to members who contribute to the 
financial support of the bureau. The list will be so revised 
as to indicate financial ratings of contractors, in accord- 
ance with Dun and Bradstreet classifications. 

“Through newspaper and magazine publicity articles 
the bureau is creating in the minds of millions of readers 
a favorable attitude toward the product of the two in- 
dustries. This not only supplements the national adver- 
tising of the manufacturers, but prepares the ground for 
the contractor. 

“Further to enable the contractor to visualize all the 
elements necessary in making sales, as well as in the 
management of the entire retail plumbing and heating 
business, the bureau now will bring to local and state 
associations the ‘how to sell’ demonstrations similar to 
the educational program at the Buffalo and Boston con- 
ventions and based upon eight successful demonstrations 
in Pennsylvania. 

“At the same time the Bureau is continuing all of the 
accounting and sales help services which it has been 
giving to the trade during the eleven years of its exist- 
ence, as well as many of the employee-training services.” 


2 
Tri-County Picnic to be Held at Canton, Ohio 


The Tri-County picnic, sponsored by master plumb- 
ers in Stark, Summit and Mahoning counties, Ohio, 
will be held on August 14 at Myers lake, near Canton, 
Ohio. The cities to be represented at the affair are 
Canton, Akron and Youngstown. William H. Grabow- 
sky of Canton, president of the Ohio Master Plumbers’ 
Association, 1s general chairman in charge of arrange- 
ments for the picnic. 

e 


H. & V. Golf Association Plays Valley Club 

The members of the Heating & Ventilating Golf 
Association of Philadelphia, Pa., were. guests of 
Thomas Cooper at their July meet, held at the Pine 
Valley Country club, Clementon, N. J., on July 16. 
It was an exceptionally fine day to play this noted 
course and a goodly number of members were 1n 
attendance. 

William P. Culbert, captain, won his second leg on 
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the H. J. Carr Trophy Cup, shooting a gross 93 with 
a handicap of 10, giving him a net morning round 
of 83. Capt. Culbert also won 4 balls for first prize. 
Thomas Cooper with a net 85, took second place and 
3 balls. M. F. Blankin and George Kappel received 
two balls each for third and fourth prize, respectively. 
C. F. Thompson took fifth prize and one ball. 

In the afternoon round, R. C. Bolsinger, secretary 
and treasurer, took first prize and 4 balls with a net 
82. John Hemphill came in second and received 3 
balls. W. R. Eichberg and William Brewton received 
2 balls each for third and fourth prizes, respectively. 
J. Murdoch captured fifth prize and one golf ball. 

The next meet will be held August 13 at the 
Spring Haven Country club, at Wallingford, Pa. 

The scores follow: 

MORNING ROUND 


> a. G. H. N., 
George Kappel...114 24 90 T. W. Cooper.... 90 6 85 
A. McClintock ..133 16 117 W. G. Robelen...121 17 104 
5. MEUTGOCK .cxcis 114 12 102 C, Neeld ...Guest (No Card 
ee aa esse ebeae 144 Guest W. R. Eichberg..124 23 101 
M. F. Blankin... 96 Ss 63 Wm. P, Culbert.. 93 10 83 
J. Hemphill ..... 95 8 87 Cc. F. Thompson..117 13 104 


R. C. Bolsinger. .109 9 100 Wm, Brewton.... 
AFTERNOON ROUND 


G. H. N. me. 
(No Card) Wm. P. Culbert... 98 10 88 


(No Card) 


M. F. Blankin... 


J. Hemphill .... 93 8 85 George Kappel...134 24 110 
R, C. Bolsinger.. 91 9 82 Wm. Brewton ..118 25 93 
T. W. Cooper.... (No Card) J. Murdock ..... 110 12 98 
W. G. Robelen... (No Card) OGD ccaseveien 144 yuest 
C. Nee!d ..Guest (No Card) Cc. F. Thompson.123 17 106 
W. R. Eichberg..110 23 87 Cc. V. Haynes....124 22 102 
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Maryland Association to Hold Annual Outing 

The Maryland Master Plumbers’ Association is mak- 
ing arrangements for its annual outing, which is to 
take place on August 21. 

The entertainment committee, under the chairmanship 
of Charles Wachsmuth, announces that it is looking 
forward to having one of the best affairs ever held, and 
promises many surprises. 


* 
Long Beach Association Secures Many New 
Members 
The Long Beach Merchant Plumbers Association, 


Long Beach, Calif., recently completed a_ successful 
membership drive which resulted in the addition of four- 
teen new members to the association. The organization 
now has a total of forty members. 

The officers of the Long Beach association are: H. R. 
Girard, president; J. F. Burch, vice president; R. 5. 
Hinman, financial secretary; P. W. Coffey, recording 
secretary; and Henry Robinett, treasurer. Andrew 
Bauer is business manager. 

+ 


Zone Meeting Held in Lawrence,’ Kans. 

A meeting of Zone No. 1 of the Kansas Master 
Plumbers Association was held recently at Weid- 
man’s tea room, in Lawrence, about twenty-five per- 
sons being present. Following the dinner, the ladies 
were entertained at a party at the Varisty theater. 


Wisconsin Code Revision Discussed by Inspectors 


[SCONSIN RAPIDS was the meeting place of 
the Wisconsin Plumbing Inspectors’ Society on 
July 31, and August 1, during its tenth annual 
convention. One of the most important subjects dis- 
cussed was that of reviewing the entire existing Wis- 
consin plumbing code and making changes necessary as 
a result of recent progress in plumbing. Of general 
interest is the list of items covering amendments which 
are needed or desired, as follows: 1.—Clarifying certain 
sections of the code; 2.—Changes necessary to meet 
progress made by manufacturers of materials and plumb- 
ing appliances ; 3.—Chart A, covering size of soil, waste 
and vent pipes. It is proposed to revise this chart so 
as to allow a larger number of toilets on a 4-in. stack 
and correspondingly larger numbers on larger soil pipe 
stacks and to otherwise treat this chart to meet the pro- 
posed change: 4.—To make provisions for high build- 
ings; 5.—To make provisions for cast iron screw-thread 
soil pipe, brass screw-thread waste pipe and copper pipe 
and fittings ; 6.—Treatment of the subject of water sup- 
ply, its purity and protection, in a more specific manner ; 
7.—More definite provisions relative to cross connections 
between safe and unsafe supplies, including possibilities 
of pollution from plumbing fixture connections; 8.— 
Treatment of the subject of bubblers or drinking foun- 
tains in a manner to define clearly what is meant by a 
sanitary bubbler; 9..-Providing new sketches necessary 
to illustrate new requirements, and 10.—Requirements 
for municipal swimming pools. 
In view of this, local code revisions are being checked 
very carefully before their adoption in order to promote 


uniformity of requirements. According to Frank R. 
King, state plumbing inspector and domestic sanitary 
engineer, plumbing code provisions throughout the state 
are from 90 to 95 per cent uniform. The objective, the 
attainment of which is expected in the near future, is 100 
per cent uniformity. 


Society Becomes Member of League of Wisconsin 
Municipalities 

One of the committee reports stated, “The League of 
Wisconsin Municipalities in convention assembled ac- 
cepted our application for membership.” The advan- 
tages accruing from this affiliation, in brief, are closer 
contact with elective village and city officials; increased 
prestige; opportunity to attend the convention for dis- 
cussion of common problems and means for the publish- 
ing of the society’s minutes in the official bulletin of the 
league. 

The committee on research and _ statistics reported 
progress, stating that extensive statistics are being pre- 
pared on plumbing apprenticeship and examination re- 
sults of journeyman and master plumbers. These sta 
tistics will extend over a period of ten years and will 
be available by 1932. Also, statistics are being prepared 
relating to progress made with groups, large cities, small 
cities, and rural communities. 


Officers Elected 


The officers elected are as follows: John H. Peppard 
of Manitowoc, president ; George W. Slightam of Janes- 
ville, first vice president; M. H. Hoover of Beloit, sec- 
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ond vice president; A. T. Welsh of Eau Claire, third 
vice president, and R. E. Hasselkus of Dousman, secre- 
tary and treasurer. 

The convention city for 1931 will be Manitowoc. 


Ventilating Toilets and Toilet Rooms 


\ very interesting discusison was led by W. C. 
Muehlstein, state building engineer of the industnal 
commission, in connection with the state building code 
which is being amended. In particular, it had to do with 
the ventilation of toilets. Local vent closet bowls were 
given some favorable mention, especially when used in 
school buildings. The general discussion brought out 
the fact that some authorities advocate the placing of 
the floor-vent openings 1% ft. above the floor. Mr. 
Muehlstein stated that the proper place for the opening 
of a gravity vent is at the floor. If the room is small, 
only a floor vent is needed. However, if the room is 
large, a vent known as a skimmer should be located at 
the ceiling. This vent usually 1s connected to the main 
vent in conjunction with the floor vent and a damper 
may be installed to regulate the warm air flow from the 
ceiling and into the vent. The subject of the weights 
of gases to be removed was then discussed as being of 
importance in installing either a floor or ceiling vent. 
Some gases are heavier than air and other gases are 
lighter than air, with the corresponding tendencies to 
fall and rise. In the matter of carbon monoxide, the 
weight or density is approximately the same as that of 
air, with the result that when it is cold the carbon 
monoxide will fall and when it is warm it will rise. 
When tobacco smoke must be handled, since it rises, 
ceiling vents must be employed. 

In his talk entitled “Lake and Stream Shore Platting 
and Sanitation Supervision,” Mr. King stated that, 
‘Based upon laboratory reports, no matter in what part 
of the state samples are taken, we find that rural wells 
supplying drinking water for farm homes, resorts, 
schools, camps and buildings beyond the municipal water 
supply systems show about 30 per cent of them to be 
polluted. It is estimated that about 300,000 to 400,000 
such supplies from various types of wells and springs 
serve about 60 per cent of the population of the state. 


“Investigation shows that a large majority of the 
causes ‘of pollution can be traced to well deficiencies 
such as defective tops, improper casings or casings not 
extended sufficiently deep to shut off surface water; 
failure to cement-grout in crevice formations, etc. The 
remedy lies in bringing these matters to the attention 
of well drillers and in setting up standards in the form 
of an illustrated bulletin treating every phase of the 
design, construction and means of protection. This may 
be done in two ways: first, by the legislature authorizing 
minimum requirements or, second, by a bulletin in the 
form of recommendations as above stated. It is gen- 
erally agreed that a lack of knowledge is the principal 
cause and the problem can be solved by education.” 

® 


Milwaukee Group Picnics at Riverside Grove 

The Northside and Washington Park Master Plumb- 
ers’ Pleasure club, of Milwaukee, Wis., held its annual 
outing at Riverside Grove on July 31. About two hun- 
dred master plumbers, with their families and guests 
were present. 
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A baseball game, played on a wet grass diamond, al- 
most turned the ball game into a sliding contest. The 
game resulted in an 8-0 victory for the master plumbers 
over the salesmen. C. Voetz knocked out a home run. 
Henry Webber acted as umpire. | 

The committee in charge of the affair arranged games 
and contests of all descriptions and everyone who at- 
tended had an opportunity to participate in one or more 
events. George Vogel, A. P. Backes, Emil Doubek, 
Fred C. Westfahl and Otto Laetsch composed the picnic 


committee. 
oS 


Death of John T. Bradley 


John T. Bradley, past president of the Heating and 
Piping Contractors’ National Association, who died at 
his home in St. Louis, Mo., where he had resided for 
many years, had been engaged in the heating contracting 





John T. Bradley 


business for approximately 40 years. In 1908 he joined 
the American Society of Heating and Ventilating Eng- 
neevs and has always taken an active part in its work, 
serving on the board of governors in 1911. He was very 
active in the affairs of the Heating and Piping Con- 
tractors’ National Association and had not missed a na- 
tional convention in the last 25 years. Mr. Bradley’s 
obituary appeared on page 127 of the July 26 issue of ° 
DoMESTIC ENGINEERING. 

. 


Death of Henry Himstedt 


Henry Himstedt, senior member of the firm of Him- 
stedt & Son, plumbing and heating contractors, Little 
Rock, Ark., died recently after a brief illness. 

Mr. Himstedt was born in St. Louis, Mo., but came 
to Little Rock with his parents at the age of seven. 
For the past forty years he had been engaged in the 
plumbing and heating contracting business. He was at 
one time connected with the Arkansas Pump and Pipe 
Co. and a member of the firm of Pfeifer-Himstedt 
Plumbing Co. In 1916 he became the senior member 
of the contracting firm of Himstedt & Son. 

Mr. Himstedt, who was in his 63rd year, is survived 
by a sister, two sons, Hickey and Arthur E., two daugh 
ters and two grandchildren. 


























A Question Concerning the Plumbing Law of 
Los Angeles, Calif. 

Editor, Domestic ENGINEERING:—Please let me 
know if there are many cities beside Los Angeles, Calif., 
where the property owner can get his plumbing permit 
and do his plumbing work, or have a journeyman 
plumber do it for him. | 

Now it is strange that if an owner tries to get a 
permit to do his electrical work, the electrical depart- 
ment makes him prove his skill in this line before 
issuing him a permit. But with his plumbing it is dif- 
ferent,—if he is the owner he can get a permit, that 
is, if he lives in the house where this work is to be 
done, and if he does not live there and claims that he 
is going to move there, he gets the permit whether he 
moves or not. After the work is done, nobody pays any 
attention to him. 

To my way of thinking it would be only fair to the 
owner, the master plumber and the plumbing depart- 
ment to make the owner prove his skill in plumbing 
before issuing him a permit, and if he is going to have 
a journeyman do it, have him sign the application with 
the owner. 

Is the electrical installation more important in a home 
than the plumbing installation ? 


California. Ls Be 


After reading the Los Angeles plumbing law, it seems 
to us that our correspondent must have a somewhat 
wrong idea of the situation. 

That part of the Los Angeles law that relates to this 
particular phase of its administration is as follows: 


“It shall be unlawful for any person, firm or cor- 
poration to engage in or carry on, or to represent or 
advertise himself, herself, itself or themselves as en- 
gaged in, or carrying on, the business of sanitary plumb- 
ing, gas fitting or the laying of sewers on private prem- 
ises, unless such person, firm or corporation shall have 
first registered at the office of the chief inspector of 
buildings of the Department of Public Works of the 
City of Los Angeles and obtained a ‘Certificate of Reg- 
istration’ as a master plumber, as hereinafter provided.” 

The foregoing would seem to show that in the city 
of Los Angeles it would be unlawful for anyone other 
than a master plumber to carry on the installation of 
plumbing. 

The foregoing enactment is still further strengthened 
by the following: 

“Every person, firm or corporation desiring to be 
registered and to obtain a certificate of registration 
shall make application in writing to the Board of Pub- 
lic Works of the City of Los Angeles, at the office of 
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the chief inspector of buildings, on blanks furnished 


by said board for that purpose. Kvery such ap- 
plication shall state the business proposed to be engaged 
in, in so far as same is regulated by this ordinance, and 
if such business includes the installation, alteration or 
repair of sanitary plumbing, shall file with said appli- 
cation a certificate of qualification as a master plumber 
or a copy thereof, from the board of examiners of 
plumbers of the city of Los Angeles.” 


If an owner insisted on installing his own plumbing, 
we take it that under the Los Angeles law it would be 
lawful for him to do so, but he would nevertheless have 
to meet such stringent requirements that we do not 
see how he could possibly do so, unless the law was 
far more feebly enforced than we believe it to be. 

Our correspondent asks whether there are many cities 
whose plumbing laws would allow the owner to install 
his own plumbing. It is difficult to answer this question 
exactly. Taking the entire country at large, there would 
be found scores of good-sized communities which either 
have no plumbing law whatever or in which the exist- 
ing plumbing laws are not enforced. In these instances 
there is no doubt that plumbing can be installed by any- 
one, skilled or unskilled. 


When it comes to communities that are properly gov- 
erned in their plumbing practice, the plumbing codes 
of such cities and towns need to be much better pro- 
tected than they generally are in the matter of owners 
doing their own work. . We believe that comparatively 
few municipal plumbing codes contain proper provision 
covering this point. | 

Common law would give the owner certain rights and 
privileges, and these the owner could demand. How- 
ever, the municipality would have the right to compel 
the work to be done according to the exact terms of 
the plumbing code, and in most cases that would bar 
any owner from getting in under the law and installing 
inferior work. 

Some cities cover the situation in about the manner 
followed in the Oakland, Calif., code. ‘The two sec- 
tions involved are as follows: 

“The Plumbing Department may issue to an indi 
vidual not licensed hereunder a special owner's permit 
authorizing said individual to install, alter, change or 
repair plumbing equipment in, on or about a building 
of which said individual is owner, provided, however, 
that no plumbing work authorized under any such special 
owner’s permit shall be done, nor shall the owner 
holding such permit allow any work to be done except 
personally by the owner to whom the permit is issued, 
or by a member of his immediate family living and 
residing with him; and if this or any other provision 
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hereof shall be violated by the holder of such special 
owner's permit, such permit shall be subject to immedi- 
ate cancellation by the plumbing inspector, and the holder 
thereof shall be liable to the penalty hereinafter pro- 
vided for violation of this ordinance. 

“Every individual desiring to obtain any special per- 
mit under the provisions of this ordinance shall first 
file an application for registration, which application 
shall set forth the location of the building where the 
work is proposed to be done, and that the applicant is 
the owner of said building, and such other information 
as may be required by the Plumbing Department. After 
approval of said application by the plumbing inspector, 
before issuance of any permit, the applicant shall de- 
posit with the Bureau of Permits and Licenses the sum 
of twenty-five dollars in cash, as a guaranty for the 
payment of the fees required for permits and inspec- 
tions as called for under the terms of this ordinance, 
and as a further guaranty that all plumbing work done 
under the authority of any permit issued to the applicant 
will be done in compliance with all provisions of this 
ordinance and of the rules and regulations hereunder 
established.” 

An ordinance which we have seen, and which covers 
the situation under dicsussion more satisfactorily than 
any other ordinance we know of, is the following, which 
may well be made a part of any plumbing code: 

“Nothing herein contained shall prohibit any bona 
fide owner from personally installing plumbing in his 
own building, provided that said owner shall: 


“(a) File plans and specifications with and secure 
approval by the plumbing inspector. 

“(b) Apply for and secure a permit. 

“(c) Pay required fees. 

“(d) Do the work in accordance with this code. 

“(e) Apply for inspections. 

“(£) Receive approval of plumbing inspector. 

“(g) Receive certificate of approval. 


“Personal installation by owner (other than master 
plumber) shall be by himself for himself, in his own 
building, without compensation of pay from any other 
person for such labor or installation. The owner exer- 
cising this privilege shall conform to all of the require- 
ments of this code. The owner exercising this privilege 
shall not set himself up as a master plumber, nor shall 
he employ journeyman plumbers or drain layers.” 

We have dealt thus far only with the owner as a com- 
petitor of the master plumber, and believe the subject 
has been covered in a helpful way. Into the problem 
covered by correspondent’s inquiry, however, the matter 
of the journeyman plumber as a competitor also enters. 

There is no question whatever that it is an injustice 
to the master plumber whenever a journeyman plumber 
competes against him. This proposition needs no argu- 
ment, yet it is one of the serious problems in some 
localities. 

As far as we can see, the Los Angeles code does not 
deal as fully with this problem as it should. There is 
one section of the code which defines what a journeyman 
is, as follows: 

“For the purpose of this ordinance a journeyman 
plumber shall be deemed to be any person who is em- 
ployed to do plumbing and gas fitting work for a wage or 
salary, either by the day, week or month, but who does 





August 9, 1930 


not furnish any materials or supplies in the execution 
or performance of any such plumbing and gas fitting 
work.” 

In our opinion the foregoing is not sufficiently ap- 
plicable to the situation to be of any definite value. 

Such an ordinance as the following would cover the 
proposition in the effectual manner that its importance 
actually makes necessary : : 

“Permits for all excavation work for plumbing, on 
or in public streets or thoroughfares and all sewer, drain, 
soil, waste or vent work, shall be issued only to a person 
having in his possession a master plumber’s license, and 
no person shall do or manage or have charge of any 
work hereinbefore mentioned without being in posses- 
sion of said certificate. Each day shall constitute a 
separate offense.” 

Tied to such an ordinance should be the prohibition 
of the trading or loaning of a master plumber’s license 
by the holder of it to some other person. All of these 
problems are vital ones, and should be properly handled. 


Questions Answered and 


Discussed by Readers 





How the Question Was Answered 


The following question was asked in the 
issue of July 12, and the accompanying 
answers are by readers: 


Why is the heating load on a boiler liable to be 
greater when starting up than after the system 15 in 
full operation? 


How Would You Answer This 
Question? 


How much pressure is there on a range boiler that 
is supplied from a tank placed 42 ft. 3 in. above it? 


' Answers based upon your experience, 
and suitable, will be paid for and pub- 
lished in the September 6 issue. 











1 

N starting up a heating system the water in the 
I boiler as well as the metal work must be heated 
up to the temperature of the heating medium and 
the metal in the piping and radiators absorb a large 
amount of heat when their temperature is similarly 
increased. 

After the system is once thoroughly warmed up no 
more heat is absorbed by the boiler, radiation or 
piping and the heat demand is limited to the heat 
radiated into the surrounding air. 

It can be proven mathematically that when two 
hours are taken to bring a heating system from a 
cold condition up to 100 per cent operating condition, 
practically no boiler overload occurs; but if the same 
thing is done in one hour a load of about 150 per 
cent of the maximum operating load may result. 
From this it will be seen that the matter of heavier 
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load during the warming up period is one which is 
governed strictly by the element of time. The shorter 
the time, the greater the load; and the longer the 
time the less the excess will be up to a period approx- 
imately two hours where it disappears altogether. 
It is customary in figuring boiler capacity, espe- 
cially on cast iron boilers, to allow about 25 per 
cent excess rating to take care of the additional load 
of heating up and this usually is quite satisfactory. 
New Jersey. H. A. Long. 


2 


AM taking a steam heating boiler as example, as 

I presume that is the particular system you have 
under consideration. 

The steam boiler, piping and radiators are filled 
with air and the system is cold when a fire is started 
in a steam heating plant. 

There is a necessary pressure required to distrib- 
ute this steam, and as air is one of the most daring, 
in fact, the worst opponent of steam and heavier than 
steam, a certain amount of pressure is needed to 
overcome and drive the air out of the system through 
air vents on radiators, mains, tops of risers, etc. 

The steam traveling through the piping and radi- 
ators condenses quicker, due to the chilled piping, 
etc., which means that there has to be pressure to 
create more steam to overcome and drive out the 
air and force the condensation back into the returns. 
When the piping, radiators, etc., are heated there is 
less condensation, and the air removed the steam 
travels with less opposition. 

The boiler’s efficiency is not required to such an 
extent, after a duration of time in operation, as when 
starting. 

The boiler manufacturers state that it is necessary 
to add 25 per cent to the required radiation, for pip- 
ing on heating plant to give the boiler ample heating 
capacity to overcome the above mentioned conditions, 
namely, air and chilled system. 


New York. Ps J. ae 
+e 
Jersey City Masters to Hold Outing at Blasberg’s 
Farm 


The Master Plumbers’ Association of Jersey City, 
N. J., will hold its annual outing on September 6 at 
Blasberg’s Farm, Hawthorne, N. J. Louis Komoski is 
chairman of the committee making the plans. 

Sa 
Haverhill Picnic to Be Held August 21 


The Haverhill Master Plumbers Association of 
Haverhill, Mass., has arranged to hold its annual 
outing at Ferncroft Inn, Middleton, Mass., on 
August 21. F. A. Shugrue, William McAree and 
Henry Lebow compose the entertainment committee. 

Sd 


Denver Association and Colorado Society Plan 
Joint Picnic 

The Denver Master Plumbers’ Association and the 
Colorado Society of Sanitary and Heating Engineers 
have arranged to hold a joint picnic in Roxwood 
park, Boulder, Colo., on Sunday, August 24. G. A. 
Stocking and Clyde A. Newman are on the commit- 
tee in charge of the affair. 
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NOW IS THE TIME TO SELL 
“QUIET 
AS A 
KITTEN” 





The ‘‘Waltham"’ offers to the up-and-coming 
Heating Contractor an unusual margin of profit 
and a real means of building business by the 
Satisfied Customer Route.” 


A quality Burner,—quiet and efficient,—beau- 
tifully finished in Chromium and two-tone 
colors. Fully guaranteed,-dependable per- 
formance built right into the burner. 


Distributed exclusively through the Plumbing 
and Heating trade under liberal Cooperative 
Dealer Agreement. 


WRITE FOR DETAILS 


WALTHAM OIL BURNER CORP. 
WALTHAM 4 MASSACHUSETTS 


KFONARD 


Thermostatic 
WATER MLXING VALVE 
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TYPE L-9 
OCTAGON 
DESIGN 


Now you can furnish the famous Leonard Mix- 
ing Valves in the modernistic mode and in color. 


Get this interesting merchandising story by 
writing for our new catalog C. 

Write for your copy. 
LEONARD-ROOKE COMPANY 
Elmwood Station Providence, R. I. 
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Top row, left to right: Wm. Magill, Elkhorn; Wm. A. Ingram, Lake Geneva; 
Jacob Schuh, Milwaukee; R. C. Palmer, Janesville; H. E. Hathorn, Janesville; 
Carl Marsh, Milwaukee; Ernest Clemons, Janesville; Clarence Ingram, Lake 
Geneva; L. C. Lenz, Janesville; Joseph Wittig, Milwaukee; P. B. Korst, Janesville. 
Middle row: Rebert Morrill, Beloit; Lewis R. Friend, Milwaukee; H. C. Mead, 
Beloit; Harry Heiser, Janesville; Mr. Oleson, Elkhorn; J. Davis, Beloit; Donald 
Ingram, Lake Geneva; 8S. V. Hanley, Milwaukee. Bottom row: L. W. Bratley, 
Beloit; D. H. Osborn, Beloit; Bert Christian, Delavan. Photo taken at annual 
outing of Southern Wisconsin Master Plumbers club, held at Lake Koshkonong 
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Stevens of Hutchinson spoke on chain 
store competition. 


s 


Wisconsin Masters Picnic at 
Lake Koshkonong 


On Saturday, July 19, the annual 
picnic of the Southern Wisconsin Mas- 
ter Plumbers’ club, one of the oldest 
zone clubs in the state, was held at 
Lake Koshkonong. Robert Morrill of 
Beloit, secretary of the organization, 
was in charge of arrangements and had 
outlined an active program of swim- 
ming events, contests and games. 

After the noon luncheon, a short 
business session was held and brief 
talks were made by L. R. Friend, pres- 
ident of the Wisconsin state associa- 
tion, and Messrs. Osborn, Ingram, 
Clemons, Hanley, Schuh, Marsh and 








Kansas Zone Holds Picnic 

Zone 12 of the Kansas Master Plumbers Associa- 
tion held a picnic recently at the cabin of C. B. 
Hamilton of Winfield, state president. The members 
and guests gathered at the cabin at 5:30 in the eve- 
ning. One of the first events was a baseball game, 
which was thoroughly enjoyed both by the spectators 
and by those who participated. A short business 
meeting followed the serving of the picnic lunch. 
Mail order competition was discussed, and Harry 
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Proved highly efficient by 
U.S. Bureau of Standards 
figures, Ozite Pipe Cover- 
ing, of Standard Hair Felt 
provides lifetime protec- 
tion for cold water lines, 
and means freedom from 
“sweating”? or condensa- 
tion. Made of genuine, 
sterilized cattle hair. 
Write today for sample. 
No obligation. 


Ozite 
oi@ Hair 


pe Stand 





AMERICAN HAIR & FELT CO, 
130 N. Wells St. Chicago | 

















King. 

The other officers of the club, besides Mr. Morrill, are 
D. H. Osborn of Beloit, president, and Alfred Jerg of 
Janesville, treasurer. 

* 
Utica Plumbing Contractor Is Elected Bank 
Director 

Albert O. Hesse, plumbing and heating contractor and 
member of the Utica, N. Y., Master Plumbers’ Asso- 
ciation, has been elected a director of the First Bank and 
Trust Co. of Utica. 
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The Merrell Apex No. 2 Pipe Machine has been 
the means of putting many plumbing and 
heating contractors in the big money class. 


With Merrell equipment, you will find that 
you can handle pipe work with greater speed, 
greater accuracy, and at far less cost. 


The Merrell Apex No. 2 threads 1 to 4 inch 
pipe with only one change of dies and it takes 
but 30 seconds to change the dies! Write 
today for the full details of the Merrell line. 


The 
MERRELL 


Manufacturing Company 
944 Curtis Street Toledo, Ohio 
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New Bedford Masters Select Aug. 14 for Outing 

The Master Plumbers’ Association of New Bed- 
ford (Mass.) & Vicinity, Inc., has set the date for 
its annual outing as August 14. The outing wiil be 
held at Fort Phoenix, Fairhaven, Mass. 

In charge of the committees on arrangements are 
Fred Robinson, president of the association, and 
Mark E. Greenleaf. The following members com- 
pose the various committees: Reception: Richard T. 
Thatcher, chairman, Charles A. Maxfield, Eben P. 
Hirst and James F. Murphy; sports: Lester E. 
Stowell, chairman, and Walter P. Bailey; blankets: 
Mark E. Greenleaf, chairman, and Fred Robinson; 
towels and aprons: Joseph P. Rielly; badges and 
signs: Joseph P. Rielly; wheel: Charles H. Robert- 
son, chairman, Arthur Tomkinson, Lawton & De- 
lano, Emil Herzog and Harry Mulberry; plumbo: 
James Woodacre, chairman, Ernest Margeson, Mr. 
Cote, Mr. Dubuque and Lester E. Stowell; tonic: 
John Bazinet, chairman, Hector Florent and Alex- 
ander Hunter; parking: E. Lawton; and baseball: 
Harry Mulberry, 


Plumbing-Heating & mal ly Trades of Buffalo 
Hold pen 5 Outing 


The annual outing of the Plumbing-Heating & Sup- 
ply Trades of Buffalo, N. Y., under the auspices of 
the Master Plumbers’ Association of Buffalo, was held 
on July 16 at Edgewater on Grand Island. About 150 
master plumbers, jobbers and salesmen made the boat 
trip from Buffalo, leaving there about 10:00 a. m. About 
30 others chose to drive down the Niagara river and 
ferry over to the island. National President George H. 
Drake, National Secretary George W. Frank and Execu- 
tive Secretary John F. Donovan were all present at the 
outing. 

Breakfast, dinner and supper were served on the 














Top row, at left: John F. Donovan, executive secretary of 
National Association of Master Plumbers; Ray H. Partenfelder 
of “Domestic Engineering.” At right: Group hitting the 
bulls eye. Middle row: S&S. R. Rente, president, Time-0-Stat 
Distributors, Inc., Buffalo, N. Y¥.; John W. Hanlon, Time-O- 
Stat Distributors, Inc.; Fred Fleishnuer, secretary, Buffalo 
association. Bottom row: A. G. Kranichfeld, chairman, enter- 
tainment committee; Harry Hexamer, Excelso Products Corp.; 
A. K. Tinker, National Radiator Corp, 
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EADING CORPORATIONS— 

distinguished for the certainty 
with which they buy the most modern 
equipment and secure the most satis- 
factory service at lowest final cost— 
are installing Heggie-Simplex Electric 
Welded Steel.heating boilers in 
steadily increasing numbers. 


HEGGIE-SIMPLEX BOILER COMPANY 
JOLIET, ILLINOIS 
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Plumbers tell us why they prefer to install 
ALBERENE STONE LAUNDRY TUBS 
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“Alberene Tubs are famous for 
strength. They usually go right 
under cellar windows. So, other 
workmen put planks on them and 
slide heavy equipment into the cellar. 
That certainly is abusing a good 
product. I think they'd even try to 
get an elephant in that way.” 





ALBERENE STONE COMPANY 
153 West 23rd Street New York City 
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boat. During the beautiful ride down the Niagara river 
many of the group lined the decks and enjoyed the scen- 
ery, while others played cards. Upon arrival at the 
island, a baseball game was started between the west- 
sides, captained by President Drake, and the eastsides, 
captained by George Salzman. The westsides won by 
a score of 7 to 3. National Secretary Frank umpired 
the game. Letter cases were given to the winning team. 

Other events were as follows: Hitting the bull’s eye, 
for master plumbers, Fred Fleishauer, first, and J. L. 
Baker, second; 100 yard dash, for master plumbers, 
William Maunz and Walter Chapman; the same event, 
for masters over 60, August Denler, William Ludlow 
and Jacob Schunk; the shot put, for contractors, Mr. 
Maunz and Mr. Baker; rolling the ball, for contractors, 
E. J. Connolly and William Mauer; golf ball driving 
contest, John F. Walter, William Brandt, H. O. Szen 
and William MacGamwell. A special event of the after- 
noon was won by Fred L. Yuhl, Charles Gruneisen and 
August Denler. 

The committee in charge of the outing was composed 
of Albert C. Kranichfeld, chairman; Fred N. Jones, 
Christ J. Rasp, Julius Irr, Edward S. Franke, Arthur C. 
Huck, Howard Schall, George Salzman, Willard Oliver 
and Walter Johnson. 

‘North Hudson Association Sets Outing Date 

The North Hudson Master Plumbers Association, in- 
cluding Union City, Weehawken, Woodcliff, Fairview, 
Palisade, West New York and North Bergen, N. J.; has 
set September 13 as the date for its annual outing, to be 
held at Belvidere farms, Pearl River, N. Y. 

The entertainment committee is made up of Daniel 
Thurnau, chairman, Erwin Seitz, William Carlough, H. 
Bunker, E. Muth, N. Triani, J. Syfel, Christian Werner, 
E. Wittreich, T. Ducate and F. Kasper. 

al 
Chicago Masters Play Coghill Course 


Coghill Country club, near Lemont, Ill., was the scene 
of the regular monthly golf tournament of the Plufbing 
Contractors’ Association of Chicago, on Thursday, July 
17: The weather was ideal for golf and the course was 
interesting, which combined to make the day a pleasant 
one. The usual qualifying round was played in the 
morning, the special prize for this being won by Ed. 
Clayson, who received a pair of cuff links. Following 
luncheon, the 18 hole tournament play was started. 

Dinner in the evening was followed by the awarding 
of prizes and the introduction of all guests present. 
William Redieske of the Imperial Brass Mfg. Co., Chi- 
cago, official handicapper for the tournaments, announced 
the prize winners. 

E. E. Stevenson received a fountain pen as first prize 
for low net in Class A, with 83-11-72. Ed. Mortimer 
was second, with 90-19-71, and received a spade mashie 
niblick. Third prize in this group went to Ralph Reedy, 
81-8-73, who received three golf balls. 

In Class B, Henry P. Reger, with 94-21-73, was first, 
receiving a left-handed iron club. A combination pen 
and pencil set was awarded C. A. Dreier for second 
place, with a score of 100-26-74. P. D. Parson took 
third and three golf balls by shooting 97-21-76. 


E. C. Wagner proved that consistent practice will 
eventually bring the old score down and, by shooting 
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114-40-74, took first prize in Class C, receiving a 3-piece 
mahogany set. Second place in this class went to Walter 
Brown, who received a cigar lighter, shooting 117-33-84. 

In Class A for the guests, a leather purse was awarded 
Joseph Comer for first prize, his score being 85-14-71. 
Carl Baldwin took second and an automatic pencil by 
shooting 84-12-72. Third prize, a cigar lighter, went 
to Howard Crum, who shot 86-19-67. 

In Class B for guests, H. Scheel received a dresser 
set as first prize by shooting 97-27-70. R. M. Cava- 
naugh, whose score was 100-28-72, won second place and 
a chain. 

A special prize of a golf bag, given by the Coghill 
club, was won by A. Peterson. R. Ferguson won the 
special blind bogey prize of one dozen golf balls. 

The flight winners were: W. J. Sievert, Fulton S. 
King, Porter West, John Blair, K. MacKenzie, Carl 























Top row: A. M. Boosey, of A. M. Boosey Co., Chicago; W. F. 
Knauss and William Redieske. Bottom row: J. 8. MacKenzie, 
Chas. S, McKay, Harry Yelton and Edward Oakes 


Schweitzer, Robert Sills, W. B. Perry, B. J. Tyler, 
John MacKenzie, William F. Hildeman,:G. R. Stearns 
and Clyde Savage. 

The scores for the day follow: 


ae ee ea: a 
sjaldwin, Carl ... 84 12 72 MacKenzie, K. ..104 24 8:0 
pinir, JORM ..... 108 27 81 Mortimer, Ed. ... 90 19 71 
Boosey, A. M....111 19 92 Munn, Peter ....100 23 77 
jrookman, W. R.118 33 = 85 Oakes, Ed. C....104 18 86 
Brown, Walter...117 33 84 Parsons, P. D.... 97 21 76 
Cannon, J. W....106 . Perry, W. B......104 30 74 
Cavanaugh, R. N.100 28 72 Peterson, A. G... 95 14 81 
Clayson, Ed. 95 25 70 Puss Gy sccecs 118 3 87 
Comer, Jos. ..... 85 14 71 a, I a 81 BS. Fs 
(rum, Howard .. 86 19 67 meee, Te Bek cs kc 94 31 73 
renee, GC A.oces. 100 26 74 Savage, Clyde ... 98 20 78 
Eberhardt, Geo...101 30 71 Scheel, Herman.. 97 27 70 
Ferguson, R, A...102 23 79 Schneider, Ed..... 99 30 69 
Fitzsimmons, J.T.106 19 87 Schweitzer, Carl.118 26 92 
4g. St ae ee 93 19 74 Sievert, W. J.....101 22 79 
Hackett, F. ..... 95 17 78 ge 84 oe 
Haigh, Chas. ... 98 20 78 Stearns, G. R....1038 25 78 
Hildeman, W. F.105 27 78 Stevenson, E. ... 83 11 72 
as Wi nd a's be 94 15 79 (>). oe Se Sees 93 20 72 
King, Fulton 8S... 95 21 74 Wagner, E. C....114 40 74 
Knauss, Wm, F..114 28 86 West, Porter ... 86 12 74 
MacKenzie, J. 8S. 91 18 73 Yelton, Harry ..101 21 890 
McCarthy, S. ... 94 17 7 em. Mie. cece 102 16 86 
McKay, Chas. ...119 29 90 meee, Be ceoccs 91 16 75 
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Stop pipe thread leaks 
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SMOOTH-ON CLAMP 
Sizes for 1-in. to 12-in. pipe. 


UICK, easy, cheap 

Holds for the life: of 
the line—any pressure, any 
temperature, iron, brass, or 
copper pipe. Get Smooth-On Clamps and Smooth-On 
No. 1 from nearest supply house or from us. 










Write for the free Smooth-Onh Handbook. 


SMOOTH-ON MFG. CO. 
Dept. 12, 574 Communipaw Ave., Jersey City, N. J. 
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WATER HEATERS 


Plumbers can make new profits 
selling to Summer homes, cottages, 
resort hotels, factories, etc.-any- 
where that hot water is wanted 
and gas is not available. Full auto- 
matic and side arm models. 





Get Literature 


D.D. WES: SELS & SONS Co. 





eerie 
FLOOD CONTROL! for every basement 


ste New LOW PRICES now remove the only 
Taber possible objection to Taber Sump Pumps. 


Sump A Taber Sump Pump installation is Positive 
Pump Automatic Relief from flooded conditions in 
basements. 


Once installed, Taber Sump Pumps need no 


servicing ... thus they will save you money. 


Write for description and prices. See Page 
923, Domestic Engineering Plumbing and 
Heating Catalog. 
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290 Elm Sirvet, Buffalo, New York 
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OHIO Kerosene HEATERS 


Ohio Kerosene Heaters have a 
reputation to live up to....-. 


And they always make good. 


OHIO HEATER CO. 
Columbus, Ohio, U.S. A. 
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Some time ago members of a home demon- 
stration club in Tennessee entered a home 
improvement campaign. Five of the fifteen 
members who entered this campaign put in 
bathrooms and water systems; two istalled 
lights, ten refinished furniture, and each added 
some convenience. This incident shows the 
importance attached by women in rural com- 
munities to sanitation in the home. In Vir- 
gma, too, a campaign is being carried on 
under the direction of the state department of 
health. Efforts are being directed especially 
toward the equipment of every home with 
proper sewage disposal, and safe water supply. 
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Indianapolis Auxiliary Holds Meeting 

The regular monthly meeting of the Indianapolis, Ind., 
Women’s Auxiliary was held at the home of Mrs. G. T. 
Watson, 2535 North Delaware street, Friday, July 11, at 
2 o'clock. Nine members and nine children were present, 
as follows: Mrs. John J. Anderson and daughter, Mrs. 
A. C. Backemeyer and daughter, Mrs. R. J. Bardy, Mrs. 
J. A. Diggle, Mrs. Jos. Lauber and daughter, Mrs. G. J. 
Sellmeyer and two daughters, Mrs. F. E. Trosky, Mrs. 
Watson, with two sons and two daughters, Mrs. E. C. 
Wiebke. Mrs. Watson presided at the meeting, and Mrs. 
F. E. Trosky acted as secretary pro tem. in the absence 
of Mrs. Charles F. Trosky. After the secretary’s report 
had been accepted, the treasurer’s report was dispensed 
with, owing to the absence of Mrs. J. Kreglo, treasurer 
of the organization. Plans were made for the evening 
party at Fall Creek Highlands, summer home of Mrs. 
Bardy, to take place on Saturday, July 19. It was re- 
ported that flowers had been sent to Mrs. F. E. Irish, who 
became ill after her return from the national convention. 














The date for the next meeting, to be held at the home of 
Mrs. Jas. A. Diggle, was fixed as Friday, August 8. After 
the adjournment of the business meeting, five hundred and 
bunco were enjoyed. Delicious refreshments of ice cream, 
cake and home-made fudge were served. 


Albany Auxiliary Entertained by Mrs. Stapf 


On Thursday, July 17, Mrs. Joseph Stapf, president of 
the Albany, N. Y., women’s auxiliary, entertained the or- 
ganization at her summer lodge, bordering the shore of 
Burden Lake in the foothills of the lower Adirondacks. 
Games of many varieties were played to while away the 
merry hours of the day. Many of the master plumbers 
visited at the lodge, and took active part in the games. 
During the morning, games of tennis, croquet and beanbag 
were played by the women, while the men busied them- 
selves with baseball and quoits. The scene was ideal 
for a real old-fashioned picnic. A long table rested on 
the pine-needle floor of the grove. When the games were 
interrupted by the welcome announcement of dinner, the 
daintily-decorated table was laden with an array of the 
season’s most delicious foods. When the merry-makers 
were seated, Mrs. Henry Noord, secretary of the auxiliary, 
presented the president and hostess, Mrs. Stapf, with a 
beautiful necklace. 

After dinner, members and guests enjoyed bridge, 
whist, cribbage, checkers and dominoes, while a few re- 
turned to the shelter of the large porch, which was amply 
provided with swinging-hammocks, porch-lounges and re- 





To the: members of the Women’s Ausiliary to 
the National Association of Master Plumbers, I 
extend my sincere gratitude for the splendid co- 
operation given me during the past year, and for 
the confidence they have shown in again placing 
me at the head of our great organization. 

It was a real joy to meet the many members of 
our auxiliaries at that wonderful, never-to-be- 
forgotten convention in Boston, and to discuss with 
them the problems that are being worked out m 
the different auxiliaries throughout our great coun- 
try. 

A year of good work lies behind us—and the 
future gives promise of even greater things to be 
accomplished. It will be my chief endeavor to 
carry on the work to the best of my ability during 
the coming year. 





A Message to Auxiliary Members 
By Mrs. W. E. McAndrew 


of Tampa, Fla., president of the Women’s Auxiliary to the National Association 
of Master Plumbers 


To the members of our National family, I am 
deeply indebted for the splendid service they have 
given. Each one has stood by, ready to serve 
when the opportunity presented itself. 

Too much praise cannot be given the members 
of the Boston Women’s Auxiliary, the hostess 
auxiliary, for the splendid manner in which the 
convention was conducted. 

The colonial tea, so unique and lovely in every — 
detail, given by the ladies of the Massachusetts 
Women’s Auxiliary, will long remain an outstand- 
ing feature in the memory of those who were so 
fortunate as to be present. Long will we cherish 
the memory of the Boston convention, and the 
charming ladies of the Boston and Massachusetts 
auxiliaries, who were so untiring in their efforts 
to entertain their guests. 








170 








August 9, 1930 


clining rustic chairs. 
a sketch, entitled ‘“‘Hot Dog,’ by Mrs. Raymond Nyles. 


During the middle of the afternoon many of those present | 


enjoyed water sports, and many proved quite clever at 
these pastimes. One of the outstanding events was a 
swimming race between Mrs. Andrew Ryan and Clarence 
Keeshan. It resulted in a draw, and will be re-enacted 
before the lake freezes over. Mrs. Albion Eckert also 
performed fancy and high-diving, while Mrs. Stapf may 
be mentioned as no mean performer in the deep. Mr. 
Cassidy’s adventures added to the merriment of all, until 
he was rescued by John Moran. Martin Farrell won 
honors in the high and fancy diving. 

Before sundown another meal was served, after which 
the orchestra played for dancing. John Kerwin, Edward 
Ryan and Charles Brodbeck delighted the audience with 
their singing. Those in attendance were: Mrs. W. Ryan 
and daughter, Mrs. W. S. Dugan and daughter, Miss A. 
Tholl, J. Moran, Sr., C. Keeshan, BE, Daley, Walter Dunn, 
Mr. Keller, Messrs. and Mesdames A.*Ryan, Henry Noord, 
M. Farrell, J. T. Kerwin, Matt. DeRouville, Ray Niles, 
A. J. Eckert, C. Brodbeck and Joseph Stapf, Mr. and Mrs. 
Webber and daughter and Mr. W. Cassidy and family. 


Long Beach Auxiliary Has Outing 


Sponsored by the Ladies’ Auxiliary, the Long Beach 
Master Plumbers’ Association held an outing and picnic 
Saturday, July 19, at Recreation Park, situated just out- 
side the city limits. This was an enjoyable social affair, 
with much hilarity and good food, as well as games and 
music. On Tuesday, July 29, the ladies of the Long 
Beach auxiliary entertained the Los Angeles auxiliary 
members with a bridge luncheon at the Lafayette Hotel 
at Long Beach. The arrangement committee consisted 
of Mrs. S. S. Ford, chairman, Mrs. G. Blackman, Mrs. 
Louis E. Remy and Miss Anne Sawkins. Officers of the 
Long Beach auxiliary are: President, Mrs. J. F. Burch; 
vice president, Mrs. E. O. Hills; secretary, Mrs. Clyde 
Hickman; treasurer, Mrs. R. S. Hinman. 


North Shore Auxiliary Enjoys Picnic 

The Women’s Auxiliary to the North Shore Plumbing 
and Heating Contractors’ Association co-operated with the 
contractors’ association in a picnic recently held at Dam 
No. 1, Wheeling, Ill. The day was ideal, the setting 
perfect, and arrangements were complete in every detail. 
After the contents of the lunch baskets had been disposed 
of, two baseball teams entered into a spirited contest for 
honors. Captains of the teams were J. J. Cahill and 
Geo. S. Moore. The Cahill team won by a score of 6 to 0. 
The children enjoyed racing, and especially so because 
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Four auxiliary members who shoot par golf at Kilbourn 
Country Club, Racine, Wis. Left to right: Mrs. A. Brunk, 
secretary of Wisconsin state auxiliary; Mrs. J. Feiner, Wis- 
consin state president; Mrs. F. De Longe, past president of 
the Racine auxiliary; 

Racine auxiliary 
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Mrs. Jas. Murphy, secretary of the | 


When You Sell a 


HIDRO WATER 
SOFTENER 


Both You and 
Your Customer 


HAVE PROFITED 


Easiest to Install. 

Simplest to Operate. 

Not Automatic. 

Not Electrically Op- 
erated. 

Yet Requires Less 
Attention. 

You are entitled to 
the Facts. 

Write for them 
Today. 





NORWOOD HYDRO- ENGINEERING CO. 
NORWOOD OHIO 

















AUTOMATIC 
GAS STEAM RADIATORS 


Without doubt the Pittsburgh Automatic 
Gas-Steam Radiator will augment your 
‘in-between heating sales. 


[t is an efficient, economical means of heat- 
ing all types of buildings during seasons 
when it is not necessary to run the entire 
heating plant. 








Investigate the sales possibilities now! 
WRITE FOR LITERATURE 
DESCRIBING VENTED AND 
UNVENTED TYPES AND 
COMBINATION HOOK-UP. 


Automatic Reeenbanen Radiator Co. 
PITTSBURGH : PENNSYLVANIA 
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Good-Bye to 
RUSTY Hot Water 


Now there is no need to countenance rusty hot water. For 
water comes out of the Patterson Indestructo Hot Water Heater 
as clean as it goes in. 


This heater consists of a steel shell completely lined with a 
copper shell and water does not come in contact with anything 
except copper. That gives the Patterson Indestructo two impor- 
tant advantages in addition to rust-free water. 


First, as copper is non-corrosive, there is no rust to eat holes 
in the metal, therefore this heater is practically everlasting. We 
absolutely guarantee the Patterson Indestructo Heater to prevent 
discoloration of water from rust. 


Second, the sturdy steel shell, reinforced by the copper shell: 
gives added strength. 


We can refer to hundreds of Patterson Indestructo Heaters 
throughout the country that have been in use for years. 


Catalog and prices sent on 
request. 


The 


Patterson-Kelley Co. 


106 EAST 40th STREET 
NEW YORK, N. Y. 


INDESTRUCTO 


Patterson MBEsTRucto 


Hot Water Heater 











Hinge No. 100—Close-Ruf 


GRAND HAVEN BRASS FOUNDRY 
Grand Haven, Michigan 


Hinges for all types of toilet seats 
All hinges can be furnished Crodon Plated if so desired. 
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the committee had provided prizes for all entries. Mrs. 
Harry Hagen was the fleet-footed winner in the light 
weight class, while Mrs. Swift won the next race, and 
Mrs. Norman had no competition in the last event. The 
men’s race was won by Sam Steffens. The ladies’ nail- 
driving contest furnished much amusement, especially to 
the men, because some fingers were severely punished. 
Mrs. Kyle won the prize, due to her ability for driving 
a nail just where it belonged. A vote of thanks was 
tendered to the committees, captains and assistants who 
so ably arranged and executed their part in this picnic. 

The auxiliary has been holding regular meetings each 
month. One enjoyable meeting was at the home of Mrs. 
Flader, where a delightful luncheon was served. Another 
meeting was at Mrs. Hagen’s home, where the spring 
luncheon was enjoyed. The president, Mrs. Geo. Smith, 
presided. The last meeting of the season was held at 
the home of Mrs. Jacobson, at Wilmette. A delicious 
luncheon was served and cards were enjoyed. 


Lawrence Auxiliary Gives Picnic 

The Women’s Auxiliary of Lawrence, Kans., recently 
entertained members of their families with a picnic dinner 
in Brown’s grove. The business meeting was held early 
in the afternoon, while the men came out later to enjoy 
the fried chicken, ice cream and other good things to eat. 
Meetings of the auxiliary have been suspended for the 
summer. The first meeting in the fall will take place on 
the first Tuesday in September at the home of Mrs. Fred 
Shimmons. A program for the year will be prepared at 
that time. 





Members of the Okinhoma Women’s Auxiliary and visiting 
ladies attending the convention at Shawnee 


Oklahoma Officers Appointed 
Mrs. W. F. Black of Enid, Okla., past president of the 
Oklahoma State Auxiliary, has been appointed state his- 
torian, and Mrs. Sam A. Rice of Oklahoma City has been 
appointed state chaplain. 


Report of New Jersey State President 
at Convention 

At the recent convention of the New Jersey Women’s 
Auxiliary, the following report was made by Mrs. W. T. J. 
Orriss of Union City, then president of the state auxiliary: 

To the officers and delegates of the Women’s Auxiliary 
of the New Jersey State Association of Master Plumbers, 
in convention assembled at the Woodrow Wilson Hotel, 
New Brunswick, N. J., May 13, 1930: 

I herewith submit to you my report of Auxiliary ac- 
tivities while acting as your president during the fiscal 
year 1929-1930. 

Having been chosen as your president has indeed not 
only been a privilege but an honor. The courtesies that 
have been extended to me throughout the state and the 
friendliness of my associates are experiences most dear 
and precious to me. 

I had great expectations of showing a considerable in- 
crease in the membership of our state auxiliary. This, I 
am sorry to say, did not materialize in the measure I had 
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hoped for; still it is with pride that I report to you that | 
we have not lost ground. 
Membership 


On my assuming this office our membership numbered | 


244 members, according to convention report, but on 
tabulation by our secretary only 239 members could be 
counted for and only the per capita on 239 members 
was paid to the National Auxiliary. 

It is my misfortune to have to report to you the loss 
of the Camden Auxiliary of 16 members through their 
disbanding. We also have had losses reported by local 
auxiliaries to the amount of 15 members, making a total 
less of 31 members. This was a staggering loss. 

Our gains to overcome this loss are as follows: 1 mem- 
ber-at-large from Camden, 1 member added to North 
Hudson Auxiliary, 13 members from the organization of 
a new auxiliary in New Brunswick, 21 members from 
the organization of a new auxiliary in Rahway, making a 
total gain of 36 members. Deducting the total loss of 
31 members gives us a net gain of 5 members, Dringing 
our membership to a total of 244. I would ask the local 
auxiliaries to make a greater effort during the coming 
year to give my successor still further help to increase 
our membership. 

Meetings 

The State HBxecutive Board held four Board meetings 
throughout the state during the past year in the fol- 
lowing cities: North Hudson, Camden, Orange, and South 
Bergen. These meetings were well attended by members 
of our local auxiliaries and much interest in the work 
of the Board was shown. I have personally attended 
many banquets, outings and social affairs throughout the 
state and was always received with great courtesy. 

I feel greatly honored in having had the privilege of 
presiding over our grand Auxiliary for the past year, and 
in closing I want to thank the members of the master 
plumbers’ associations for their kindness shown me dur- 
ing the year, the local auxiliaries for their co-operation 
and for their entertainment of the state board at the 
various meetings. 

I thank the members of my executive board for their 
loyal support and assistance given during my term of 
Office. 

To my secretary, Mrs. Chas. Zimmermann, I convey 
my deepest thanks and appreciation for the labors she 
has had in the support of my office. 

My thanks to State President A. C. Krieger, who has 
assisted our auxiliary through his able advocacy of 
what a woman’s auxiliary means to a local master plumb- 
ers’ association. I know he has the welfare of our aux- 
iliary uppermost in his mind at all times. 

Mr. Moore, the field representative of the New Jersey 
State Master Plumbers’ Association, has also been a great 
help to me in sowing the seed of what has materialized 
in organizing and adding the two new auxiliaries, for 
which I extend to him my hearty thanks. 

This will be a year long to be remembered by me, as 
it has been one of most pleasant associations, and I trust 
that my successor will be the recipient of as many pleas- 
ures and receive the same loyal support as I have. 
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Group of ladies attending the convention of the New Jersey 
Women’s Auxiliary 
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Air-Tight Steel Tank Co. 


PITTSBURGH, PA. 





TANKS FOR: High pressure gas and air ome Pneumatic 
water systems—Gasoline and oil stora urning sau: 
ment n top—Welded. ATSCO Genui oe Copper B 
tanks jan bia pressure—the tightest, safest, strongest tank j ate is 
possible to construct by any known process. A.S.M.E. code tanks. 











WADE IRON 
SANITARY MFG. CO. 























Your customers would find a 1717 Canal Street 


dozen different uses for the base- 








CHICAGO ILLINOIS 
ment space that now goes unused 
if they knew how Wade Access- 
ible Back Water Valves prevent | 
basement floods. Why not get Semiaen 
complete information about iw 
Wade today and pass it on to = = 
your customers? TALOG 
























3 Styles for 
Any and All Conditions 


Any wall or tube type radiator can be 7 be - one of 
= yy of E-Z RADIATOR HANG Only one 


no 
aced accurately @s both height and lateral 
. Easier, 


be p 
variations can be taken care ae with the hangers 


quicker and cheaper to insta 
mmended and ~~ cre architects and 


used he 
contractors. Write for Saierenkete 
770 Hampden Avenue 


Healy-Ruff Co. St. Paul, Minnesota 





Style **C* 








Also Manufacturers of E-Z INSERT 
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‘Ale and Water Tight | 


Overton Roof PSE 
Flashings fit 
any angle roof 

| from flat to 
half pitch — 
and they fit 
absolutely air 
and water 
tight for the 
life of the 
job. 








Overtons go 
on extra 
heavy as well 
as standard 
pipe. They're 
always avail- 
able through 
your jobber. 


BUTLER MFG. CO. 


Minneapolis, Minn. 
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This is one of 
the complete line 


of MARSH gauges 


Jas. PR. 


Marsh 


and Co. 
CHICAGO 


As you gain new business and the 
confidence of your customers by in- 
stalling welded pipe systems, perma- 
nently leak-free, you will develop in- 
creasing confidence in Airco Oxygen 
if you give it a trial. 


Its uniform quality and availability 
in any quantity should interest you 
if you are welding. If you are not, 
we shall be glad to explain how to 
gain customers, more business and 
even cut your overhead thru its use. 





Air Reduction Sales Co. 
Lincoln Bldg., E. 42nd St., New York City 








Here, at last, is a soil pipe that gives you something to talk 
about. For this better pipe—with its specially designed gasket— 
has been accepted by Owners, Engineers and Architects as the real 
solution of expansion and contraction difficulties in soil, waste and 
vent lines. Mentioning it by name in your bid helps get’ contracts. 


Manufactured and sold by 
ALABAMA PIPE COMPANY STRINGER BROS. CO., Inc. 
ANNISTON FOUNDRY CO. THE WETTER PIPE CO. 
INTERSTATE FOUNDRY COMPANY 





MORE HEAT ° 
AT HALF THE COST 


—the result of ing No. 1 Buck- 
wheat anthracite in a Spencer Gable- 
Grate Magazine Feed Heater. 


Write for the Spencer catalog. It 
describes the Spencer Heaters that 
save money for your customers and 
make money for you. 


SPENCER HEATER COMPANY 
Williamsport, Pa. 











ePENCE, 


HEATERS 


fer steam, paper or het water 
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ounton your Counter 


to pay an extra profit when you display and push Jewel! 





Jr. This clock-equipped Temperature Regulator sells over 
the counter for only $35.95, installation price additional. 
Your profit runs high. Show your customers how to get 


automatic heat with a Jewell. Minneapolis-Honeywell 





Regulator Co., 2801 Fourth Ave. So., Minneapolis, Minn. 


ewell 


A COMPL E TE LINE. J TEMPERATURE REGULATOR 













The better 

builders and 
architects are 
demanding a 


manding this 
beauty with- 
out the sacri- 
fice of quality. 










American Brass 
Goods fills both 


these demands. 





new note in 
plumbing brass 


goods — beauty. 
And they're de- 


AMERICAN SANITARY MEG. CO. 


ABINGDON, ILLINOIS 


ATIONAL 
Control 


of dampers, centered in METAPHRAM 
DAMPER REGULATORS provides con- 
stant, gradual movement of draft and 
check dampers to compensate for 
changing heat demands. 


There is a METAPHRAM DAMPER REGULATOR for 
every domestic heating boiler. 
Write for descriptive literature covering 
your control requirements 


National Regulator Co., 2317 Knox Ave., Chicago, IIl. 


Why Invite Trouble? ... . 


To be worthy of its name a boiler feeder must be dependable at all times and 
under all conditions. at is why certainty of operation is the guiding principle 
behind the design of every detail in McDonnell & Miller Boiler owe hag he 
valoes that stay new in the M. & M. No. 28 
Self-Cleaning Duplex Feeder, and the isolated 
feed oaloe in the McDonnell No. 30 Safety 
Feeder, are features that forestall every source 
of trouble. Ask for detailed description. 


McDONNELL & MILLER 
400 N. Michigan Ave., 


Eastern Office: 
Grand Central Terminal, New York, N. Y 


M<DONNELL & MILLER 
Boiler Feeders 
‘Doing one 






Order American 
goods from your 
jobber. 
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thing well” 




















New Irade Literature 


Catalog of M. S. Little Mfg. Co. 

M. S. Little Mfg. Co., of Hartford, Conn., has just issued 
a catalog consisting of seventy loose-leaf pages bound in 
handsome red fabricoid covers, embossed in gold. Tubular 
brass plumbing goods, indirect water heaters, heating spe- 
cialties and tubular metal parts, are listed and illustrated. 
Bent tube ‘‘P’’ and ‘“S’”’ traps, semi-cast “‘P”’ and “S” 
traps, cast brass traps, swivel sink traps, elbows for low 
down tanks, angle lavatory supply pipes, straight bath 
supply pipes, connected bath waste and overflows, double 
offsets, flush valves, continuous sink and tray wastes, etc., 
are among the articles mentioned. -A diagram and spe- 
cifications for indirect water heaters are given. An index 
and a number of ruled memorandum pages are also in- 
cluded. 

Catalog of D. G. C. Trap & Valve Co. 

D. G. C. Trap and Valve Co., New York City, has sent 
out a twelve page catalog presenting its new radiator con- 
trol valve. On the first page is shown in actual size a 
cross-sectional view of the valve bringing out the features 
of its construction and operation, following which are 
pages illustrating and describing the flow of steam through 
it and the manner in which it functions. Charts giving 
the results of engineering tests made at Vanderbilt Uni- 
versity and a number of pertinent questions with answers 
are also given. The catalog is concluded with accounts 
of several outstanding installations of the control valve. 


The New Orr & Sembower, Inc., Catalog 
Orr & Sembower, Inc., of Reading, Pa., has just issued 
a new 20-page catalog under the title of ‘‘The Knowlton 
Watertoob Steel Heating Boiler Designed for Oil Burn- 
ers.” This catalog illustrates and describes in detail the 
firm’s line of boilers of the type designated in the cata- 
log title, and it also contains performance test data of the 
various sizes of this boiler as well as other technical 
information of interest to the heating contractor. 


International Radiator Corporation Booklet 

The International Radiator Corporation of Port Ches- 
ter, N. Y., has just issued a booklet entitled ‘“‘Interna- 
tional Concealed Radiators.’’ This booklet consists of 18 
pages, 8%x11, and contains descriptions and illustrations 
of many designs of the company’s products. The latter 
half of the book is devoted to charts and sketches giving 
complete installation data for heating engineers and con- 
tractors on all types of the company’s radiators. 


Catalog of Smith & Wesson 
Smith & Wesson of Springfield, Mass., have just issued 
their Catalog A, describing their flush valves. A detailed 
description is given of the construction and operation of 
these valves. Illustrations and diagrams with roughing-in 
dimensions and a table of pipe sizes for installing these 
flush valves are also given. 


Circular of Kewanee Boiler Corp. 

Kewanee Boiler Corp., of Kewanee, Ill., is sending out 
a circular with the caption ‘“‘Lots of Hot Water for the 
Least Fuel.’’ The company’s surface-burning water heater 
is shown. 

Grilles of Perforated Metal 

The Harrington & King Perforating Co. of Chicago has 
just issued its Catalog and Hand Book, No. 28, ‘Grilles 
of Perforated Metal.’”’ This catalog is designed to give 
the grille buyer a picture of the finished grille, to give 
the architect actual size details, and to inform the engi- 


175 


—— eee ee 
—_ On 


neer about the percentage of open area. The various 
styles of grilles are illustrated and tables of opening sizes 
are given. Other illustrations show the use of grilles in 
banks, private cars, residences, etc. A booklet recently 
issued by this company illustrates the various designs of 
grilles. 

Booklet of Sarco Co., Inc, 

Sarco Co., Inc., New York City, has just issued a book- 
let describing its vacuum heating systems, radiator traps, 
bellows-packless valves, vapor heating systems, air elimi- 
nators, alternating receivers, combination floats and ther- 
mostatic traps, etc. Diagrams show typical vapor and 
vacuum heating systems. Numerous cutaway views and 
roughing-in dimensions are also given. 


Circular of Armstrong Mfg. Co. 

Armstrong Mfg. Co., of Bridgeport, Conn., is sending 
out a circular describing its pressed steel portable vise 
stand and pipe bender. The stands, the circular states, 
have sheet metal tops and all seams are gas welded. 

Catalog of Ohio Brass Co. 

Ohio Brass Co., of Mansfield, Ohio, has just issued its 
Valve Catalog No. 54, describing the company’s line of 
valves. Two pages are devoted to information and illus- 




















Top picture: A. J. Voigt, 0. 8. Mahoon, L. Bowle, A. J. Moore, 

Jr. and H. E. Walters, all of Crane Co. Bottom picture: Some 

of the delegates attending the convention of the Loulsianna- 
Mississippi Association of Plambing and Heating Dealers 


trations showing the right and wrong way to install valves. 
Brass disc valves, union bonnet globe, angle and check 
valves, gate valves, heating valves, packless radiator 
valves, etc., are included in the catalog. Numerous colored 
illustrations accompany the descriptions, and dimensions 
of steam radiator valves are shown in diagrams. The 
catalog consists of thirty-five pages, 4 by 9 inches. 
Pamphlets on Welding 
The Linde Air Products Co., of New York City, has 


recently published two new pamphlets. “Outline Train- 
ing Course for Aircraft Welders,” is an outline of instruc- 
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Square Sectional Steam Heater 


Number 400 Series 





SECOND TO NONE!! 


A Steam Heater with exceptional Fire 
Travel, direct heating surface, perfect 
circulation and low water line. 


Conservatively Rated 
Send for Circular 


ABENDROTH BROTHERS 


“Nearly a century in business’’ 








No. 4075S 


Factory and main office: 


PORT CHESTER $8 NEW YORK 








DART UNION 


The two bronze seats 
of the Dart Union 
make perfect, leak- 
proof joints. The 
extra heavy nut and 
shoulders give added 
strength. Use Dart, 
the double wear 
unions. 





E. M. DART MFG. CO. 


Providence, R. I. 
The Fairbanks Company, Sales Agents 
Canadian Factory, Dart Union Com- 
pany, Ltd., Toronto, Canada 
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“UNCONDITIONALLY GUARANTEED” 
»ARROW> 


Underwriters’ Labeled Oil 
Storage Tank furnished com- 
plete with Lug Supports, and 
Magnetic Type Float Gauge. 
Six or more tanks, each $22.00 
F. ©. B. Baltimore. Order 


now for summer installations. 


The NOVELTY STEAM BOILER WORKS Company 
Clare and Kloman Streets . J Baltimore, Maryland 








BULLARD 
ROOF 


Flashing 










Are you one of the few who are not 
using Bullard Roof Flashings? If you 
: are, order at least one from your jobber 
The Bullard today. Try it on your next job and 

. ‘ after that you'll know exactly what 
Specialty Co. Bullard means by easy installation, 
Tiffin - Ohio leakproof service and Jong life. 
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tions for aircraft welders based on procedure control. 
Qualification tests for aircraft welders are outlined. ‘“‘Pro- 
duction Welding” illustrates and describes the applica- 
tion of the oxy-acetylene process as a production method 
in a number of the more important industries. 


“New Beauty in Plumbing Fixtures” 

“New Beauty and Utility in Plumbing Fixtures’ is the 
title of a pamphlet just issued by Kohler Co., of Kohler, 
Wis. The pamphlet is designed for the home owner. Nu- 
merous types of built-in tubs, lavatories, showers, etc., 
are illustrated. Bathroom fittings, closet bowls, tanks 
and seats, electric sink-dishwashers, electric clotheswash- 
ers, laundry trays, and kitchen sinks are described and 
illustrated. An attractive bathroom is shown in colors. 


Catalog of Stanley G. Flagg & Co., Inc. 

Stanley G. Flagg & Co., Inc., of Philadelphia, has just 
issued its Catalog 56, of standard and extra heavy mal- 
leable, cast iron and red brass pipe fittings. Elbows, tees, 
unions, couplings, flanges, bushings, etc., are listed. 

Catalog of Columbia Radiator Co. 

Columbia Radiator Co., of McKeesport, Pa., has just 
issued Catalog No. 302, listing its boilers for steam, vapor 
and hot water heating systems. Illustrations, diagrams 
and cut-away views in red and black show square jacketed 
boilers, square boilers, triple combustion boilers, round 
boilers, etc. Roughing-in dimensions, tables of rating, pit 
dimensions and other technical information is also given. 


Cc. F, Church Mfg. Co.’s General Catalog 

The C, F. Church Manufacturing Co., of Holyoke, Mass., 
has just issued a 130 page general catalog. It is at- 
tractively printed with many illustrations descriptive of 
the company’s line of toilet seats, as well as specifications 
for the reader’s convenience. Details of construction are 
shown. A number of color plates and illustrations of 
installations add to the value of the catalog. 








Top picture: E. T. Nance, president of Atlas Supply Co., Win- 
ston-Salem; W. E. Pfaff of Kohler Co., Richmond, Va. Bottom 
picture: C. J. Jordon, secretary-manager of North Carolina 
Plembing and Heating Educational Bureau, Raleigh; T. IF. 
MaGuire, of Charlotte, and W. H. Shepard, Hajoca Corp., Char- 
lotte. Photos taken at the convention of the North Carolina 
Association of Plumbing and Heating Contractors 
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New Business ‘Ventures 


Gary, Ind.—Eibel & Son, Inc., has been incorporated 
with a capital of 100 shares of no par value stock, to 
operate a plumbing and heating contracting business. 


Harrisonville, Mo.—Gordon Crawford, formerly en- 
gaged in the plumbing business in Kansas City, Mo., has 
established a plumbing shop in the front part of W. J. 
Briggs’ tin shop, on North Independence street. 

Culver, Ind.—Charles H. Greenway, who was engaged 
in the plumbing and heating business several years ago 
in this city, has returned and opened a new establishment. 

Loogootee, Ind.—Padgett & Fleming have recently 
opened a plumbing and heating business in this city. 

Creston, Mich.—The T. J. Hunter Plumbing and Heat- 
ing Co. has recently opened a store at 1516 Plainfield 
avenue, * 

Rochester, Minn.—Roy Brendt, for the past nine years 
with the Maass & McAndrews Co., has purchased an in- 
terest in the Dornack Plumbing & Heating Co. in this 
city. 

Detroit, Mich.—Jacob Shurgin has incorporated his 
plumbing and heating business at 241 Hendrick street, 
under the name of Superior Plumbing & Heating Co., 
with a capital stock of $10,000. 3 

Bremerton, Wash.—Lents, Inc., has been incorporated, 
with a capital stock of $20,000, by L. L. Lent, Ida M. 
Lent and Harold D. Lent, to engage in the plumbing and 
heating business. 

Beverly Hills, Calif.—-Harry T. Hanson, 1706 West 
82nd street, Los Angeles, Calif., and H. C. Murphy, 1715 
Gardena avenue, Glendale, have engaged in the plumbing 
and heating business at 320 North Camden drive, under 
the name of Hanson & Murphy. 

Carrolton, Mo.—Luther Scarbrough has leased the Sam 
Minnis building on West Benton street, where he will open 
a plumbing establishment. 

South Bend, Ind.—The Goheen Plumbing & Heating 
Co. has opened for business at 126 Lincoln Way, East, 








Top row: Robert Handy, East Haven; John E. Daly, Walling- 

ford; M. A. Fierberg, Hartford; H. E, Coe, Sloan Valve Co. 

Bottom row: BE. Hutt, Hartford Plumbing Supply Co.; L. A. 

Byrnie, Thatcher Co.; P. H. McLaughlin, Meriden; W, BK. Cox, 

New Britain Plumbing Supply Co. Photos taken at the con- 

vention of the Connecticut State Association of Master 
Plumbers 
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profit for you 
in selling King 
Tank Heaters! 
Here’s a hot 
water heater 
that you can 
sell to anyone. 
Its low cost 
and low oper- 
ating expense 
fits any pocket- 
book. Put one 
on display. 


Write for Prices 
and 


Discounts 


OAKLAND 
FOUNDRY 
COMPANY 
Dept. D. E. 
Belleville - fil. 
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When You Play 
This Board 


IT’S NO GAMBLE when you buy 
tools from a Plomb Display Board. 
You get genuine hand-forged qual- 
ity, tools that stand up under rough 
treatment. Whether you’re caulk- 
ing a joint, cutting a rivet, making 
holes through wood, brick, con- 
crete, or what have you, you'll do a 
better, quicker job with Plomb 
Tools. 


Look for this board at your job- 
ber’s, and ask Sed jobber’s sales- 
man for Plomb Hand-Forged Tools. 





PLOMB TOOL COMPANY 


NEW YORK LOS ANGELES CHICAGO 
47 W.63rd St. 2209 Santa Fe Ave. 1146 W. Lake St. 











“Just Twenty Ino. 8. 
Steps From Brannin, 
Fountain Pres. & 
Square” Gen. Mgr. 


Stop at the Hotel Havlin in Cincinnati and 
enjoy all the comforts of home. Spacious, 
well-ventilated rooms, courteous service and 
hospitality of the highest degree. 


RATES: 


Room with running water, $2.00. 
Single with bath, $2.50 to $5.00 
Double with bath, $4.00 to $7.00 


Special Group Rates 
GARAGE SERVICE 






HOTEL HAVLIN 


CINCINNATI, 
OHIO 
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The advanced class at the plumbers’ trade school conducted 
by the industrial association of San Francisco 


and will engage in the plumbing and heating contracting 
business. Herbert, Victor and Raymond Goheen, all ex- 
perienced in the plumbing and heating business, have 
organized the new firm. 

Eugene, Ore.—The White-Marlatt Co. has been incor- 
porated, to engage in the plumbing and hardware busi- 
ness, with a capital of $30,000, by Harold W. White, Ray- 
mond Marlatt and James C. Keepke. 

Morton, Minn.—William Anderson has purchased the 
Miller building and has opened a plumbing and heating 
shop there. 

Erie, Pa.—The firm of Murphy Brothers, Inc., has been 
organized and incorporated, with headquarters at 22 
North Park Row, where a heating engineering and con- 
tracting business has been established. 

Brooklyn, N. Y.—Frank R. Huffmire and associates, 
have organized and incorporated the firm of Frank R. 
Huffmire, Inc., with a capital of $10,000, to establish and 
operate a plumbing contracting business. The new con- 
cern is represented by Irving Fass, 26 Court street. 

Rye, N. Y.—George L. Miller and associates, have 
organized and incorporated the firm of G. L. Miller, Inc., 
with a capital of $5,000, to establish and operate a plumb- 
ing contracting business. W. A. Davidson, attorney of 
Port Chester, N. Y., represents the new concern. 

New York Oity—-The Purdy-Maynard Corp. has been 
organized and incorporated, with a capital of $250,000, to 
establish and operate a heating contracting business. The 
new concern is represented by Wood, Malloy and France, 
25 Broad street. 

Brooklyn, N. ¥.—The Shermoor Heating Co. has been 
organized and incorporated, with a capital of $10,000, to 
establish and operate a heating contracting business. The 
new concern is represented by S. J. Krinn, 1457 Broad- 
way, New York City. 

Newark, N. J.——Benjamin Sternrich and associates, 
have organized and incorporated the firm of Benjamin 
Sternrich, Inc., with a capital of $20,000, to establish and 
operate a plumbing contracting business. Colton and 
Hare, local law firm, represents the new concern, 

New York City——The firm of Block and Hochman, Inc., 
has been organized and incorporated, with a capital of 
$10,000, to establish and operate a plumbing contracting 
and engineering business. M. Bisen, 1775 Broadway, rep- 
resents the new company. 

Brooklyn, N. Y.—The Western Heating Corp. has been 
organized and incorporated, with a capital of $20,000, to 
establish and operate a heating and plumbing contracting 
business. The new concern is represented by I. C. Maltz, 
16 Court street. 


Brookline, Mase.—The Allston Plumbing Co., Inc., has 
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been granted a charter under Massachusetts law to en- 


gage in the plumbing business. The company has an si 


incorporators: Jacob Cohen, Louis Miller and Mildred J. 


Barrett, all of Boston. [NCLUDE BARBER Gas 


Pressure Regulators 
with every appliance in- 
stallation you make. It 
will cut gas bills and re- 
move dangers of uneven 

as pressures. BARBER 

egulator valve of bronze 
with brass working parts 
~a precision instrument 
~ perfectly accurate and 
dependable. 


Write for more information. 


THE BARBER 
GAS BURNER CO. 


3702-03 Superior Ave. 
Cleveland, Ohio 


New York City—-The Komitsky Heating and Contracting 
Co. has been organized and incorporated, with a capital 
of $10,000, to establish and operate a heating contracting, 
engineering and contracting business in Manhattan. J. P. 
Shulman, 288 Grand street, represents the new concern. 


Jamaica, Long Island—The Jamaica Plumbing and 
Heating Co. has been organized and incorporated, with 
a capital of $4,500, to establish and operate a plumbing 
and heating contracting business. The new firm is rep- 
resented by L. Greenspan, 136-09 Jamaica avenue. 














Long Island City, N. Y¥.—The Pierce Heating and 
Plumbing Corp. has been chartered, with a capital of 





$10,000, to establish and operate a heating and plumbing Standard Copper Water Tube 
contracting business by A. M. Pierce and associates. H. M. » 
Silverberg, 60 East Forty-second street, New York City, 
represents the new company. Extra Heavy Copper Water Tube 
» 
Copper Service Pipe for Underground 
» 


Seamless Copper, Brass and Aluminum Tubing 
Send for Specifications and Prices 

















installed : 


dealer price 
822.75 

“Sheer Comfort” Heat Regulator 
is all electric— yet it costs less and 
sives four exclusive safety features 
end in no other heat regulator at : 
any price. No batteries, nothing to wind or oil. 
Easy to install. Ask your jobber or write, 


H. M. Sheer Co 211 Hampshire St., Quincy, III. 
SHEER COMFORT 
eat Regulator 


Why Milwaukee’s prices 
are lower— 


“Junior Lines’’ have appeared. This 
is the last resort by some manufac- 
turers to meet the demand of the dealer 
> who is: dominated by “close buyers.’’ 
eee. ' r ae , Milwaukee Flush Valve Co. are 

ae sie § ;* enabled to offer acceptable low prices 
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without the aid of an inferior “Junior 
Line,”’ because they have simplified 
their products, eliminated obsolete 
machinery and adopted modern pro- 
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Top row: J, V. Young, C. W. Higgins and W. A. Rowe. Mid- 1 duction methods. 











die row: W. H, Rainwater, J. W. Forsythe and B. R. Black- 

burn, Bottom row: C. F. Ceasar, C. Y. Frazer, and Walter 

Judson, Photos taken at recent golf meet of the Plumbing 
and Heating Club of San Francisco, Calif. 


me’, MILWAUKEE FLUSH VALVE CO. 


Dept. D. ill Milwaukee, Wisconain, U. 8. A. 
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If you are alive to every possibility of increasing your 
profits, you will let us explain The Plumbers’ and Steam- 
fitters’ Price Guide to you in detail. Remember it makes 
estimating work an easy matter and always shows you how 
to make a good profit. Simple—Fast—Reliable. 


BAREHAM & SAUNDERS 
360 E. Main St. Rochester, N. Y. 











NUSUAL strength, tough- 

ness and durability, case 
of installation and inexpensive- 
ness combined with its acid and 
corrosion proof qualities make 
Knight-ware ideal for WASTE, 
DRAIN and VENTILATING 





“ LINES, LABORATORY SINKS, 
Steen SUMPS and similar acid proof 
Acid Proof One Piece Laboratory equipment. 
Sink with Back 


MAURICE A. KNIGHT 
AKRON OHIO 


CUARANTEEO © 
iiG 
K “iT t's SHES WA ; 


















Armstrong Radiator Shields and Enclosures offer you the opportunity 
of making substantial profits during your “slack’’ months. Our tried- 
and-tested sales plan will help you. Get details. Write today. 
THE THOMAS & ARMSTRONG COMPANY, LONDON, OHIO 
Radiator Shield Division, Dept. D-10 





JUNIOR 
Cast Lead 
FLASHING 


For a rigid, leak-proof, 
quickly applied Sash- 
ing, use the Junior 
Cast Lead Flashing. 


Makes a neat appear- 
ing job that lasts for 
the life of the roof. 


From your jobber 


Simplex Manu- 
facturing Ce. 


2644-46 MN. Ashiand Ave. 
Chicago a8 Tilineis 
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REMODELING—AS IT SHOULD NOT BE 
While remodeling is the issue, there are some forms. which 
are not good form. Gentlemen who attempt to remodel the 
features of other gentlemen—except in the ring—sometimes 
find themselves in the position of what, under the law, might 
be called the remodelee. 





Members of golf clubs who remodel the con- 
tours of the course by digging a ditch at each 
stroke are not considered in good form. It 
would take a steam shovel to replace the divots 
which we make on most of our strokes. 





We have been wondering why the diet experts have not 
taken advantage of the word remodeling: “Remodel your 
figure with spinach.” As an aside, if spinach is involved in 
such remodeling, we prefer to bulge a bit over the old belt. 





There is a story of an old Irishman who had been in a 
terrific automobile smash-up. The car in which he was rid- 
ing ran into a big truck loaded with crushed stone. He 
was so badly cut about the face that the doctors decided they 
would have to go in for a bit of plastic surgery. When he 
came out of the hospital, his face had been completely re- 
modeled, 

There was a long-drawn-out law suit, which the Irishman 
lost. Trying to be jovial about it, his lawyer said: “Well, 
Mike, you've the satisfaction that, in doing your face over 
everyone says they made you look like me.” 

“Hmph!” replied the Irishman. ‘““Twill be all right wid me 
if they haven’t gone an’ given me your brains in the bargain.” 





ONE BOSTON LESSON 
“Lay down pup; lay down!” ordered the man. “Good doggie 
—lay down I say.” 
“You'll have to say ‘Lie down,’ Mister,” declared a small 
bystander, “That's a Boston terrier.” 
K. B. G., Illinois. 
ANOTHER DISTINCTION TO REMEMBER 
Question: What is the difference between the 
passing away of a hair dresser and that of a 
sculptor? 
Answer: Well, the hair dresser merely curls 
up and dyes, while the sculptor makes faces 
and busts. 








A TOUGH SESSION 

A dollege lad wrote home to his folks: “I never had such 
a tough time in all my life. First, I got angina pectoris, 
followed by arteriosclerosis, Just as I was recovering from 
these, I got tuberculosis, double pneumonia and phthisis. 
Then they gave me hypodermics, Appendicitis was followed 
by tonsilectomy. These gave way to aphasia and hypertrophic 
cirrhosis. I completely lost my memory for awhile. I know 
I had diabetes and acute indigestion, besides gastritis, rheu- 
matism, lumbago and neuritis. I don’t know how I pulled 
through it. It was the hardest spelling test I’ve ever seen.” 

GEORGIA CRACKER. 





MAYBE WE ALL DO 
Andy: “Have you heard the last Scotch story?” 
Sandy: “I hope so.” 





“sy” SEZ 
What a great time the horsefiles must have had in the 
Ark with a horse aplece. 





Customer: “Gimme a beef stew.” 
Drug Clerk: “With or without whipped cream?” 





The faster you travel, the sooner age catches you. 
“SY” MARTIN, Owensboro, Ky. 





Recently a gentleman died in the South. The official report 
gave as the cause of his death: “Fractured skull; contribu- 
tory, mule.” We hardly see the justice of qualifying the 
mule’s performance. 

lL, X¥ T. 
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Bath a Day Movement 


To the contractor who is aware of the possibilities of 
publicity, the meetings of his local Rotary, Kiwanis, 
Lions, or other civic club, offers a splendid opportunity. 
At intervals members of the various types of business 
represented are given an opportunity to present the facts 
concerning the service which they offer the community. 

Too often such opportunities are used in a casual way, 
and nothing is left with the members at the conclusion of 
a meeting which will cause them to remember the place 
which is occupied in the community by the speaker of 
the day. 

For the plumbing contractor who wants to put over a 
comprehensive, yet brief, message of the service which 
he offers, DOMESTIC ENGINEERING has prepared a 
twenty-minute program, using the Bath a Day idea as 
the nucleus around which to group all of the services 
offered by the plumbing contractor. There is a touch of 
humor to keep the program from becoming dry. 

Write for details—and for a complimentary copy of 
“The Story of the Bath,” the fascinating little booklet 
which has done so much to win favorable attention for 
the plumbing contractor. 


Little Sentences That Sell 


Write one of these BLACK BOARD EPIGRAMS on your 

window or bulletin board each day. Many master plumbers 

and heating contractors find them real business getters. 

Forethought is the thing that prevents little troubles 
with the plumbing system from becoming big ones. 


. . ” 

It always pays to start with the best. 
” > e 

Invention has taken the hardship out of winter. 
2s & + 


Man is by nature a sociable animal, but he is more 
pleasant when he is comfortable. 
* & a 
Don’t forget our telephone number; we are engineers 
in human comfort. 
a a * 


If only we could settle our bills by paying compliments! 
= * © 


Sanitation is the touchstone of health. 
” ©. a 
Remove the waiting line at your bathroom door by 
installing a shower bath. 
* . * 
You can buy a new heating plant now and pay for it 
later, 
* > « 
A poor man’s faults are synonymous with a rich man’s 
eccentricities. 
- ° * 
A change of fortune hurts the wise man no more than 
a change of the moon. 
+ 7 * 
Radiator heat is sensible heat. 


Sf 

San Jose, Calif.—J. W. Turner & Sons, engaged in the 
plumbing, heating and sheet metal work, and the San Jose 
Heating & Ventilating Co., have recently been admitted 
to the Builders’ Exchange of Santa Clara county. 

Chicago, Ill.——-The Burns Heating Co., 4230 Lincoln 
avenue, has been organized with a capitalization of 100 
Shares of no par value stock by William A. Burns, Ana- 
marie Burns and Mary Elizabeth Burns. 
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THE SENTINEL 
Safety Sewer Valve 


The Spring flood season de- 
mands complete protection from 
sewer back-up. Without it, prop- 
erty will be damaged and health 
endangered by the inevitable back 
flow of overtaxed sewers. The Sen- 
tinel Safety Sewer Valve is 100% 
prevention. It is the only mechan- 
ical device that operates auto- 
matically without human atten- 
tion or electric current. Its gate 
valve closes and opens under 
hydraulic pressure. Its powerful 
action never fails. Write for par- 
ticulars. 





LITTLE GIANT MFG. CO., 


1407 Third Ave. S., - Minneapolis, Minn. 















The Vanderman Com- 
bination Pipe Vise will 
——— handie any work from 

' 1-8 to 10 inches. Easy 


THE to operate and con- 
VANDERMAN structed for years of 
MFG. CO. faultless service. 


Write fer catalog. 


Willimantic, Conn. 











YAGERS 


YAGER’S Soldering Salts 


For All LeadW ork 


Write today to Dept. ‘“‘D” for free sample of Yager's 
Soldering Salts. After you've seen how handy it 
is for all lead work, you won't be without it. 


ALEX R. BENSON CO., INC., Hudson, New York 


For List of distributors see 1930 McRae Blue Book 


Canadian Sales Agency: Canadian General Electric Co., Ltd. 
ontreal and Toronto 

















Water Softener 


specifications are best met by using 


Zeolite Upflow Softeners 


The economical and efficient method 
of producing soft water. 


PARAMOUNT 
WATER SOFTENER 


RPO ON 
_ — New York 








91 West St. 














1 RN: 
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Times 


Warnock is the name of the wrench 
that lasts three times as long, that 
holds tight, can’t slip and won’t mar 
the surface. Start equipping your 
shop and men with Warnocks now. 





WARNOCK MFG. COMPANY 
Wercester, Mass. 








Improved WILHELMI 
Boilers 


Heres a copper boiler that’s immune for 
all time from the ravages of rust or corrosion. 
It's the kind your customers would demand 
if they knew the importance of keeping 
water free from any chance of contami- 
nation. 


Let us send you all the facts. 








HAYES MFG. ‘COMPANY, Makers 


PATERSON ° . NEW JERSEY 








HAY DENVILLE 
is just another way of saying 
Quality 
Brass and 
Iron Goods 


THE HAYDENVILLE COMPANY 


























Haydenville, Mass. 








| 
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PATENTS 


Plumbing Department 


1,763,784. Water Softener for Base-Exchanging Sub- 
stances. George F. Hodkinson, Blue Bell, near Ambler, 
Pa., assignor to The Permutit Company, New York, N. Y., 
a Corporation of Delaware. 

1,764,276. Flush Valve. William Mooney, Waterloo, 
Iowa. 

1,765,139. Combination Stop and Drain Cock. Herbert 
F. Dyck, Ness City, Kans. 

1,765,267. Sink Bucket. Jacob Hartman, Cleveland 
Heights, Ohio. — 











1,764,276 














1,764,942. Flush Valve. Stephen P. Enright, Phila- 
delphia, Pa. 

1,765,106. Faucet. Albert Slaten, Minneapolis, Minn. 

1,762,522. Water Heater. Robert E. Newell, Irwin, 
Pa. 

1,766,491. Flush-Valve Operating Lever. Edward L. 
Delaney, Brooklyn, N. Y., assignor to Delaney Realty Cor- 
poration, Brooklyn, N. Y. 























1,766,621. Convertible Drain Fitting. Wells S. Flem- 
ing, Portland, Ore. 

1,766,712. Waste-Valve Mechanism. Frank A. John- 
son, Portland, Ore. 

1,767,043. Double-Flush Valve. Herbert L. Blaun and 
Joseph G. Moskow, Glenwood Landing, N. Y. 

1,768,039. Cold-Water Tube and Cleaner for Domestic 
Boilers and Heaters, William Eiermann, Brooklyn, N. Y. 

1,763,448. Puddler for Tanks of Sewage-Disposal 
Plants. Fred M. Ties, Brodhead, Wis. 

1,765,272. Valve. Albert C. Hougland, St. Paul, Minn., 
assignor to Crane Company of Minnesota, St. Paul, Minn. 

1,766,080. Water Heater. Alexander A. Marks, Phila- 
delphia, Pa. 

1,766,125. Bath Cabinet. Alfred H. Jahns, Seattle, 
Wash. 
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1,767,930. Adjustable Ventilating Toilet Seat. George 
F. Kahl, Vincennes, Ind. 


























« @ 


*s 
1,763,448 














1,768,069. Water-Heating Coil. Thomas J. Johnston, 
Bradford, Pa. 


Heating Department 


1,762,521. Air-Conditioning Appliance for Precooling 
Rooms. Charles A. Moore, Edina, Minn. 

1,764,192. Evaporator for Refrigerating Apparatus. 
Lawrence Bruehl, Brooklyn, N. Y., assignor to Gas Re- 
frigeration Corporation, Scranton, Pa. 















































1,742,521 





1,764,784. Mechanical Refrigeration. Hadley F. Free- 
man, Lakewood Ohio, assignor, by mesne assignments, to 
Kelvinator Corporation, Detroit, Mich. 


1,765,048. Heating Apparatus. William A. Bollinger, 
Pittsburgh, Pa. 
1,764,794. Fuel-Oil Burner. Lawrence E. Johnson, 


Melrose, and Ernest C. Leach, West Peabody, Mass., as- 
signors to Lynn Products Co., Lynn, Mass. 
1,764,984. Oil-Burning Apparatus. Homer S. Rogers 


Sell This 


A bathroom or health scale that 
can be sold for $12.00. Larger 
model for $15.50. Attractive 
with appealing lines, colors. 
Six-spring mechanism, 250-lbs. 
Guaranteed for life. This scale 
cannot tip. Write for prices. 

















HANSON SCALE COMPANY 
546 North Ada Street, CHICAGO 
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. .. plumbers first put their confidence in 
“ALWAYS RELIABLE” tools. Year after year 
this name has more widely known, until 
today it is accepted by plumbers throughout the 
country as their guarantee of the best.“"AL WAYS 
ELIABLE” furnaces and torches, with the 
latest patented improvements for making them 
more simple and more economical in operation, 
still maintain the same high standards of quality 
and durability that first won them fame. 
Order through your jobber who will give you 
prompt service and satisfactory prices. 


Also specify for “ALWAYS RELIABLE” 
plumbers’ tools. 





No. 90 Furnace 
1 Gallon—Gasoline 


Covered by Patents 











New Jersey 


OTTO BERNZ CO., INC. Newark, 





Made of the finest ma- 
terials that are available 
and by the most skilled 
workmen, G & C Copper 
Tanks have made a repu- 
tation for themselves 
that is not surpassed. 


Write for full details. 


GERSTEIN & COOPER CO. 
1 W. Third St., So. Boston, Mass. 
New York Office: 166 W. 72nd St. 
Canadian Agents: 
G. Mason Price, 832 St. James St., 
Montreal, Que. 














“AMERICAN SEAL” 


PIPE JOINT CEMENT 


The use of ‘‘American Seal’’ 
Pipe Joint Cement will abso- 
lutely eliminate troublesome 
and costly, leaky installa- 
tions. It will not dry out and 
what is more it is unaffected 
by heat or cold. Be on the 
safe side all the time—use 
“American Seal’’ on every 
job. 


William Connors Paint Mfg. Co. 
N. Y. 











Troy “ 


KREENEY 
| Air Valves 


Give Positive Performance 


A. Vent opening enclosed by cap insures 
clean Valve. 

Non-corrosive pin has bullet-shaped point 
to prevent sticking. 

Asbestos muffier helps make Valve more 
silent. 
















yo oD 


. Lock Nut always holds Valve in_upright 
tion. 


. Thermostatic Float. 

F. Threaded hexagonal shank makes solid 
rest for Float. 

G. Syphon Pipe placed low drains all the water. 


\ 


Farnished packed 9 \\ THE KEENEY MFG. CO. 
window display cartens Newington, Conn. 
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The new MON-O-SYSTEM 
sets new standard of values in 
lower price range. 

Your opportunity to meet 
competition on its own ground 
—offer more for the money. 
Monarch standard of excel- 
lence of manufacture main- 








Capacity 250 gallons per hour. tained. Profits not fritted 
20 gal. galvanized tank. . . away on service calls. 
completely assembled ready 

to install. Ail for only $80.00. Get Catalogue E at once. 


The Monarch Engineering Company, Dayton, Ohio 
PUMPS AND SYSTEMS 















GENUINE NAS@t>STEAM TRAPS 
UPKREP 







_-—-— —_—_——_— «= - 
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“ 
E.scmo-e10- is an 
electric wall heater; reason- 
able in first cost, economical 
in operating cost, easily and 


quickly installed in old or new 
buildings, homes, etc. Pro- 
vides abundant safe, clean and 
pure heat. Available in any 
color. A real money maker, 
an instant seller for the con- 
tractor. Write for full details, 





today! 2 ~ 
THE | 
BELLAIRE STOVE CO. No. 200 
Bellaire, Ohio © ELECTRO -GLO 
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and Richard Raddatz, Milwaukee, Wis., assignors to Com- 
bustion Fuel Oil Burner Company, Milwaukee, Wis. 




















1,762 868 





1,762,868. Oil Burner. Achille Kais, Detroit, Mich. 

1,763,659. Refrigerating Apparatus. Lester S. Keil- 
holtz and Ernest Dickey, Dayton, Ohio. 

1,764,645. Refrigerating Apparatus. John R. Replogle, 
Detroit, Mich., assignor to Kelvinator Corp., Detroit. 

1,764,459. Liquid-Fuel-Burning Apparatus. John T. 
McTarnahan, Boston, Mass. 

1,764,187. Radiator. Reuben N. Trane, La Crosse. 

1,764,344. Temperature Control Apparatus. Louis A. 
M. Phelan and Clifford Hotchkiss, Beloit, Wis. 

1,765,962. Ventilating and Air-Purifying Unit. Wil- 
liam P. Aron, Dallas, Tex., assignor to W. D. Kennedy. 
































——_— * 
1,766,076 





1,766,260. Temperature Control. Gustav Schwarz, 
Wauwatosa, Wis. 

1,766,261. Steam or Vapor Heating System. Gustav 
Schwarz, Wauwatosa, Wis. 

1,766,076. Heating Apparatus. Hubert R. Humphrey 
and George A. Humphrey, Kalamazoo, Mich. 

1,766,242. Oil-Burning System. John W. Cannon. 

1,766,243. Process for Burning Liquid Fuel. John W. 
Cannon, Providence, R. I. 








An entirely new design 
of Insertable Joints. The 
shoulder, in the form of a 
crescent, permits pipe to 
slip through for insertion 
and when the fitting is set, 
the upper part of stack 
will rest on the shoulder, 
forming a solid base and 
permitting the plumber to 
calk joints with ease. 


BLAKE SPECIALTY CO. . 








No. 
K-1905 


BLAKE PATENTED INSERTABLE JOINTS, SANITARY 
TEES AND Y FITTINGS 


Note the Shoulder on which upper part of stack rests. Made to fit standard and extra heavy pipe 





The cast iron ring shown 
at top of cut is dropped 
into hub of fitting, which 
centers the upper stack 
and brings one edge to rest 
on shoulder. The entire 
waterway is then contin- 
uous without any shoul- 
ders or obstructions, the 
same as a new installa- 
tion. 


No. K-1910 


Your jobber will furnish them 


. Rock Island, Il. 
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8 eents for 
each word in- 
eluding head- 
ing and ad- 
dress. Count 
seven words 
for keyed ad- 
dress. Mini- 
mum $2.00 for 
each insertion. 
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One inch $4.00. 
Cash must ac- 
company order. 
Copy should 
reach us eight 
days in ad- 
vance of pub- 
lication date. 











Situations Open 





Increased activity in rapidly expand- 
ing markets has made it necessary to 
increase the n'imber of our representa- 
tives. Sales engineers experienced in 
these or similar lines are invited to 
write. If your territory is open, this 
may mean a valuable connection. 

AS. P. MARSH & COMPANY 
Division — of Commercial Instrument 
Corporation 
2073 Southport Avenue, Chicago, III. 





WONDERFUL MONEY-MAKING EX- 
clusive or sideline proposition for 
salesmen calling on plumbing dealers. 
Write us today. KOIL-LES HEATER 
COMPANY, Geneva, Illinois. 





REPRESENTATIVES WANTED IN 

leading cities to handle highest grade 
line of radiator shields and radiator 
cabinets. Our representatives earn 
$500.00 to $1,000.00 per month the year 
around, above expenses. Full selling 
plan furnished. Address Key 256, “Do- 
mestic Engineering,” 1900 Prairie Ave., 
Chicago. 





Situations Wanted 





COMBINATION MAN WANTS STEADY 
position in good town, where living 
conditions are good. Wages no object. 
Address Key 528, “Domestic Engineer- 
ing,” 1900 Prairie Avenue, Chicago. 





PLUMBER —- FIRST CLASS, ALL 
around mechanic wants work in 
South, preferably Florida. Family now 
living in Central Florida. Address 
Key 530, “Domestic Engineering,” 1900 
Prairie Avenue, Chicago, Illinois. 





POSITION WANTED: MAN WITH 
twenty years’ experience in plumb- 
ing and heating would like position as 
working Partner, Estimator or Fore- 
man. Best of references. Address Key 
529, “Domestic Engineering,” 1900 
Prairie Avenue, Chicago, Illinois. 





WANTED TO REPRESENT A BOILER 
and Radiator Company or Vapor- 
Vacuum Specialty Company in Phila- 
delphia territory on salary and com- 
mission basis. Over fifteen years’ ex- 
perience in selling plumbing and heat- 
yj trade, and architects. Address Key 
34, “Domestic Engineering,” 1900 
Prairie Avenue, Chicago, Illinois. 





YOUNG LADY BOOKKEEPER AND 

Stenographer. Plumbing and heat- 
ing experience, Will take care of your 
books weekly or monthly in Chicago 
territory. Telephone Ravenswood 38382 
or 9751. 








For Sale 





PLUMBING AND HEAT- 
Good paying. Lots of 
work, Southern Wisconsin. Must 
change climate, reason. Bargain. Ad- 
dress Key 533, “Domestic Engineering,” 
1900 Prairie Avenue, Chicago, Illinois. 


FOR SALE: 
ing business. 





FOR SALE: ONE (1) STOEVER th 
Threading Machine, % inch to 
inches with motor. One (1) 7. TB. 
Pipe Threading Machine, 1% inches to 
6 inches without motor. Machines in 
good condition. Address P. O. Box 964, 

Lancaster, Penna. 








Miscellaneous 


ee ee nn 


NEW AND USED PIPE THREADING 
MACHINES 


All Overhauled Before Shipment 


8” Oster, motor driven. 

8” Jarecki, belt driven. 

6” Oster, portable, gasoline engine 
driven. 

6” Williams, motor driven. 

6” Curtis & Curtis, belt driven. 

4” Oster, gasoline engine driven. 

4” Oster, motor driven. 


O'BRIEN MACHINERY CO., 
113 N. Third St., Philadelphia, Pa. 





PLUMBERS’ BIN LABELS 


lg 


Send for sam _— and prices of cond holders, 
bin labels an Tae valve tags, and free book~- 
lets: ‘‘How to Lay Out the Plumbing Shop” 
and ‘*How to Train the Spowenties —~ 
Haddon Bin Label Co., Haddon Heights, ° 








Get the Jobbing Order 
When You Estimate 


Our Pocket Size Combination Estimate-Contract 
Sheets will help you. $1.00 for pad of 50 in duplicate 
promptly viains. p.p. with samples of other Forms. 


LOUIS FINK & SONS CO., Printers 
Time Sheets, Job Tickets, Letter Heads, etc. 
Estab. 1896. School Bldg., Laurel Springs, N. J. 





The Most Reliable 
PIPE COUPLING BUYERS 


In The Country 


Write us about your surplus 
pipe couplings 


'or.% ot tO) Oy 0 ot @or. 2.1 0) of ot Ob @ OOF 
550 Nicholas Street, Columbus, Ohio 





|Audel'’s PLUMBERS’ Guides 


The standard educator; teaches the 
theory and practice of plumbing, heat- 
ing, steamfitting, gas-fitting and sheet 

metal work. Amswers your questions. 
Explains the new shortcuts, modern 
methods and inside trade information. 
Easy to understand. A complete refer~- 
ence and home study course. Fully il- 
lustrated, authentic, up-to-date, with 
plumbers’ code. Feur volumes, pocket 
size; price $6 complete, payable $1 a 
month. Write today for FREE Plamb- 
ers’ Folder. Theo. Audel & Ce. 6 W. 
23d St., New Yerk. 








OR 
CATALOG 
In 

















| Double Botiom Hung Wall 


MOORE 


Radiator Hangers \| | 


He is busy keeping others occupied. For him there is no such thing as business 
You’ll appreciate what quick 
hanging means when you’ve 
used Moore Hangers for the 
You'll find a 
range of adjustability in 
them that makes your job 
one of greatest simplicity. 


first time. 


=r Order Moore Hangers 
from your jobber. 


CARTY & MOORE 
ENG. CO., Ine. 


611 W. Larned St, 


depression. 





Detroit, Mich. Write today. 


Be a Two Fisted Fighter 


The fellow who is always on his toes and up and at ‘em seldom or never takes the 


Right now about the busiest individual is the home heating expert with a Distributing 
Agency for COLUMBIA Gas Burners. 

He is working in a ready-made market selling the people whet they want—Clean 
Heat— Automatic Gas Heat. 

Combined in the COLUMBIA Burner are al! the latest developments in home 
heating efficiency. Because of the absence of service demands and entirely automatic, 
jt is ideal for the home owner. The Cost is reasonable and the profit to the Distributor, 
exceptional. More money is made on a single installation of a COLUMBIA Burner, 
than is frequently realized on a complete piece of home heating equipment. 

And the field is unlimited. 

Two-fisted fighters are advised to write for territory and do it right away. 

Make sure of a Distributing Agency for the COLUMBIA Gas Burner, Conversion 
Type. This is the season. There is money to be made and plenty of it. 

The Columbia Burner Company, 1645 Dorr Street, Toledo, Ohio, are ready to 
prove the profit in COLUMBIA Burners is more than a promise. Make them do it. 
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Here’s Horse Sense 
On Your 
Remodeling Jobs 
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RANKLY NOW, isn’t it just plain 

business horse sense, to be the depend- 
able person you are? Builds business for 
you, doesn’t it? It’s getting you remodel- 
ing jobs. All right then, being that kind 
of a dependable person, nothing but 
thoroughly dependable boilers and radia- 
tors, at all fit into your picture. 

Which well known fact, prompts our 
again calling your attention to the line 
of Burnham Boilers for every place and 
purpose. Likewise Ferro Radiators to 
match. 
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Boilers from the smallest hot 
water heater, to the large welded 
steel tubulars. A Burnham for 
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IRVINGTON, N. Y. 


Representatives in all principal cities of the United States and Canada 
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WOGERL, NUMBER TEN AND TEN-A CLOSETS ARE 
DESIGNED ESPECIALLY FOR INSTALLATIONS THAT 
« « « PAY YOU THE BIGGEST PROFITS « « « 








HESE closets—the VQ@GEL Number Ten and 
Ten-A seat-action combinations—have been 
designed to stand the use and abuse closets receive 
in plants, factories, schools, and institutions. These 
are the installations where you 
make your big profits, and no mat- 








ter whether you install just one, or 
an entire battery of YVQGEL closets, 
you can be sure they will give 
trouble-free service year after year. 





When you install these closets 
you don’t lose any of your profits Vogel Selflush Number Ten-A seat- 


action closet combination with tank 
concealed 


on back calls for repairs. They op- 
erate satisfactorily as soon as you install them: 
and continue to do so year after year. 


The YQGEL Number Ten Closet, that has 
been on an endurance test for 13 months, has 
now flushed nearly 170,000 times, and not 
even a washer has been renewed. 


— | Go after these profitable installations. Don’t 
" hesitate to recommend VQGEL Number Ten 
ee ee and Ten-A Closets. They are backed by a 


Closet with tank exposed 
concern specializing in the manufacture of 


seat-action closets for more than 23 years. 


We’ll send you folders and blotters, im- 
printed with your name and address to help 
you get these profits. Tell us how many you 


need. 
JOSEPH A. VOGEL COMPANY 
Wilmington, Del. St. Louis, Mo. 





EL, Products -:-: 


————————, 








